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A Mazer Bowl Made About the Time of Henry VIII 
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DIXIE SENDS US 
TWO GOOD WINDOWS 
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Displaying a Complete Window of Colfax 








T. D. HATCHER, FAYETTEVILLE, N. C. 
Window displaying Gorham Merchandise exclusively 


THE GORHAM COMPANY 
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GORHAM MANUFACTURING COMPANY 
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Three Periods in American Silversmithing* 





A Series of Articles on the Development of the Silversmiths’ Art in the 


Gales States for the Past Three Hundred Years 


By A. F. SAuNDERS 




















(Continued from issue of Dec. 1) new mechanical methods, intelligently ap- 


plied, with the result that one of the finest 
arts ever practiced by man was brought back 
to somewhere near the high standard of 
artistic craftsmanship that characterized the 
fine work of the gold and silversmith in the 
old days of the Guilds. 

Blessed with unlimited natural resources, 


Third Period. American Silver of the Past, 
1880-1910 


HE 20 years between 1880 and 1900 may 
well be termed an epoch-making period 

in the silverware industry of America. It 
was a period of new artistic ideals, and of 


America had finally developed into a great 
manufacturing nation, destined to become the 
most prosperous country of modern times. 
With this steady growth of prosperity came 
a desire to cultivate a more refined taste in 
art generally. This was particularly true 
with the so-called middle class of people 
which represents the real purchasing power 
of any nation such as ours. Perhaps even 
more important, at least from the standpoint 
of those industries in which art is a vital 
factor, was the gradual awakening of public 
interest in what is broadly termed “applied 
art.” In view of America’s present high 
standing in the field of industrial art, it is 
rather difficult. for one to realize that there 
was a time, and not so many years ago, that 























Fic. 
Nos. 1 and 2 were about the last word in Sterling silver flatware during the early 
enjoyed a wave of popularity during this period as spoon No. 1 indicates. No. 2, 
Renaissance, introduced a new style in silver design in this country. 
ceived most Naat comment in the Gahan display at the Columbian Exposition in 1893. 
be e “Commcedere Celt” Trophy, made by the Whiting Mfg. Co. for the 
the onion een of silverware ever made in this country. 
on a trio of sea horses ir a chase for supremacy. 
No. 4. 
improvement that had been made in artistic design since the previous world’s fair in 1876. 
No. 5. One of the fameus “CGgden 
Goelet gave two trophies cach ycar from 1882 until the time of his death in 1897. 
design in 1876, Fig. 7, Plate 4 





*Originally written for the Metal Industry and published by perm ission. 


nineties. 
Gorhani’s 
This pattern was an cenmaueniie fine piece of sieel die work and re- 


Larchmont Yacht Club in 1893. 
Its body is in the form of a caravel, with mermaids along the sides urging 
A grace ul figure of Victory ready to bestow the prize adorns the 

A Sterling silver soup tureen, part of a dinner service exhibited at the Chicago World’s Fair in 1893. 
Its decoration shows Rococo influence. 
Gcelet”? Trophies, a masterpicce of American silversmithing made about 1896. 
Ccmpare this werk of art with the masterpiece of trophy 


5—NOTABLE EXAMPLES OF THE FRENCH ROCCCO AND ADAPTATION OF RENAISSANCE STYLES IN SILVERWARE 
The French Rococo style of decoration 


“Medici” pattern, designed after the 


This cup is one of 


Ww. 
It shows plainly the great 
The late Ogden 


The author is designer for the Benedict Mfg. Co. 
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the erroneous impression was pretty general, 
even among our most cultured people, that 
true art was confined solely to picture paint- 
ing and sculpture. With the aid of intelli- 
gently applied advertising and the quiet, per- 
sistent work of men whose ideals have for- 
tunately become real to them, the buying 
public has been educated to the fact that 
there is just as much true art in a well de- 
signed and skilfully executed piece of silver- 
ware as can be found in a fine painting or 
a beautifully sculptured marble. 

Still another important factor responsible 
for the vast improvement in American silver 
of the past 30 years was the great influx of 
artists and skilled craftsmen from all parts 
of Europe during the eighties and nineties. 
Her very best designers, modelers, chasers, 
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method of machine rolling. Improvements 
in the drawing press extended the range of 
form development. The fine art of repoussé 
chasing was revived. Saw piercing by hand 
gave way to the much speedier method of 
piercing with dies, all of which, combined 
with the comparatively low cost of silver 
Dullion, placed silverware within the reach 
of the great majority. Keen competition de- 
veloped between the various silver factories 
and designers vied with one another in cre- 
ating artistic ware. The art of the silver- 
smith was at last attracting appreciative at- 
tention. , The fruit of all this effort was 
plainly to be seen in the magnificent dis- 
play of silver at the Columbian Exposition 
at Chicago in 1893. Practically all of the 
leading silversmiths in the country exhibited, 
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our designers and craftsmen. Many of these 
trophies became internationally famous and 
represent as fine examples of art in the pre- 
cious metals as can be found anywhere in 
the world. The Commodore Colt Trophy 
and the Ogden Goelet Cup for- schooners 
illustrated on Plate 5 are splendid exam- 
ples of the very best. in silver work of that 
time, and it is doubtful if anything finer in 
silver has ever been produced before or since. 

The Goelet trophies were long regarded 
as the championship emblems for American 
yachts. Ogden Goelet gave two each year; 
one valued at $1,000, which was for schooner 
yachts, and the other at $500, which was for 
sloops. Every year from 1882 to 1897 they 
were raced for, off Newport. After the 
death of Mr. Goelet, Colonel John Jacob 

















1G. 60—SILVERWARE 


A Sterling silver yachting trophy of 1906. 
The last word in Sterling silver design in the year 1901. 


No. J. 
No. 2. 


extremes to which its influence was carried. 


No:. 3. 
Louis XIV and Louis XV. 

No. 4. 

No. 5. Sterling silver spoon pattern of 1911-12. 
next eight or nine years. 

No. 6. Sterling silver spoon of the present year. 


die-cutters and hammersmiths flocked to our 
shores, attracted by the splendid opportuni- 
ties offered by a rapidly expanding industry. 
They were the material most needed to give 
the industry a new impetus, a new angle of 
artistic thought. We had an abundance of 
mechanical ability to develop new machinery, 
new processes and quicker methods, but 
lacked men having a really artistic training. 
Immigration supplied this great need, and it 
is from those men that the majority of our 
present-day designers and craftsmen inherit 
their artistic ideals, which, combined with 
Yankee mechanical ingenuity, has once more 
placed American silversmithing in the very 
front rank of artistic endeavor. 

Through the skill of the die-cutter, a 
broader field of possibilities was opened up 
to the designer. In spoon work, beautifully 
executed steel dies, at first cut flat, but later 
curved to produce the exact shape of the 
finished piece, supplanted the slow and crude 


The ‘Art Nouveau” 


DESIGNS INTRODUCED BE.WEEN 1°01 AND THE PRESENT TIME 
Its decorative features show the influence of the ‘‘Art Nouveau” then at the height of its vogue. 
movement had arrived in America and this set is an example of the 


3. One of the latest patterns in Sterling silver coffee service designed in the style of the French Regency, 1715-1723, the transitional period between 
Compare this set with the Sterling silver tea set made in the sixties, Fig. 6, Plate 4. ; : 
One of the highly popular spoon patterns in Sterling silver about 1905-6. Floral effects still dominated the stvles in silverware. 


Taste had now reverted hack to the simplicity of the Colonial style which continued in vogue for the 


Its design in the “William and Mary” style illustrates the vcgue for Period styles in silver design. 


and this fine display of artistic craftsman- 
ship was truly a revelation, especially to 
these who remembered what a travesty our 
silverware was in 1876 in Philadelphia. 
Splendid specimens of artistic design and fine 
die-work were represented in the “Ver- 
sailles,” “Medici” and “Old Master’s” pat- 
terns in table flatware exhibited by Gorham. 
Also the magnificent show pieces, beautifully 
executed in repoussé chasing by Whiting, 
brought forth the highest praise of those 
qualified to pass expert judgment upon the 
merits of artistic design and workmanship. 
Foreign critics rubbed their eyes, put on 
their glasses and decided that America was 
at last beginning to understand and appre- 
ciate the zsthetic in art. 

The keen interest in yacht racing during 
the latter part of the last century had a di- 
rect influence on the art of silversmithing in 
America. A demand was created for silver 
trophies that brought out the best efforts of 


Astor gave cups of the same value. A num- 
ber of cups were offered by the late James 
Gordon Bennett when he was Commodore 
of the New York Yacht Club. The Ailsa 
Cup, offered by Mr. Bennett, really a huge 
punch bowl of sterling silver weighing 500 
ounces, was a masterpiece in artistic design 
and fine chasing. All of these yachting tro- 
phies were distinctly American in conception 
and craftsmanship and their decorative fea- 
tures usually suggested things emblematic of 
the event for which they were given, and 
often also of the idea suggested in the name 
of the defender. 

Contemporary with the interest in yacht 
racing was the custom of presenting our new 
warships with silver services, this being done 
by the city or State after which the vessel 
was named. This custom not only provided 
work for the factories but stimulated com- 
petition among designers all over the coun- 


try. Never before in the history of the in- 
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dustry had our silversmiths been called upon 
to execute silverware on such a magnificent 
scale, but it did not take long to prove that 
yur designers and craftsmen were fully ca- 
pable of handling the problem. The first 
ship to receive a silver service was the 
armored cruiser New York. The set was 
presented in 1891 by the city of New York, 
which invited all of the leading silversmiths 
of the country to enter designs on a com- 
petitive basis. Great publicity was given the 
whole affair, particularly because of the fact 
that the honor of selecting the design was 
bestowed upon, Mrs. Grover Cleveland. 
From then on up to the opening of the 
World War in 1914, practically every new 
warship bearing the name of a city or State 
received a silver dinner or punch service, 
and many of these services are such mag- 
nificent examples of the combined arts of 
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could be cast aside entirely. However, 
many though its shortcomings may have 
been, no one can say that the “Art Nouveau” 
did not serve a definite and useful purpose. 
It at least aroused and inspired our art in- 
dustries to the need of newer and higher 
ideals and started us on the way to a true 
American Renaissance, clearly reflected in 
the beautiful exhibits of silver seen at the 
St. Louis Exposition in 1904. Foreign 
critics again rubbed their eyes and admitted 
over and over again that nothing finer in 
silversmithing had ever been produced in any 
country. Styles in silverware like most 
other things undergo a complete change 
about every 10 years. Fashions seem to 
travel in cycles and pass from one extreme 
to the other, and one can seldom tell just 
what may start a fashion. The Hudson- 


Fulton Celebration in 1909, with its fine ex- 
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Chippendale, Sheraton, Heppelwhite and 
Paul Lamarie, the celebrated 18th century 
English silversmith, have been most care- 
fully studied by the American designers of 
silver and they have found in them a wealth 
of inspiration, 

With the growing trend for more elabo- 
rate decorative effects, the designer is now 
turning to the Italian, French and Spanish 
styles of the Renaissance for his inspiration. 
Several of the season’s latest patterns in both 
hollowware and flatware show this tendency 
to a marked degree. The Tea Service (No. 
3), illustrated on Plate 6, is one of the new- 
est patterns in sterling, and its. designer has 
handled in a most charming and original 
manner some of the finest decorative motifs 
of the French Regency. 

This vogue for period styles is not with- 
out its value. It has directed interest along 





Fic. 7—STERLING SILVER PUNCH BOWL AND PRESENT-DAY SPOONS 


Fig. 1. Sterling Silver Punch Bowl forming a part of the magnificent service presented in 1910 by the State of Delaware to the Battleship bearing its 
name. This masterpiece of craftsmanship in the precious metals is a worthy representative of the progress that has been made in the fine art of silversmithing 


in America. 


Fig. 2. Four examples of present day spoon patterns in Sterling Silver. 


No. 1 and 3 are of classic design. No. 2 shows the spirit of the English 


Georgian period of the time of Wedgwood, and No. 4 reflects in its design the delicate charm of the French Renais:ance. 


the various branches of silversmithing that 
they may well be classed among the great 
works of art of the world. 

Following the “Rococo” and florated “Old 
English” style of the nineties came the so- 
called “Art Nouveau” of the early nineteen 
hundreds, originating in France, the move- 
ment soon spread to this country, and the 
silver designer, ever on the alert for new in- 
spiration, seized upon this “New Art” with 
eager enthusiasm. Old ideals and traditions 
were cast to the four winds; a sure road to 
the formation of a truly new style had been 
found, at least so thought the younger ele- 
ment of designers. But like most fads the 
movement was short lived, and once the first 
flare-up of youthful enthusiasm had sub- 
sided, cool reasoning asserted itself and we 
were brought back to a realization that new 
styles in decorative art are not born over- 
night and that to burn our bridges behind us 
is not always wise practice, for it is one 
thing to discard the old ideals, but quite an- 
other to define the full scope of the new. 
The wiser ones soon found that the point 
had not yet been arrived at where the classics 


hibits of early American silver, furniture, 
etc., was largely responsible for arousing a 
nation-wide interest in everything made in 
Colonial times. The designers of silverware 
were quick to take advantage of this senti- 
ment and it was not long before the latest 
showing of silverware was distinctly Colonial 
in design, and it was a pleasing relief from 
the highly ornate scroll and shell Rococo 
patterns of the nineties and the sinuous lines 
and heavy floral effects of the first few years 
of the nineteen hundreds. 

Practically all of the silverware patterns 
from 1910 until about 1919 show a strong 
Colonial influence in their design and the 
popularity of this style set the present-day 
vogue for period styles. From the severe 
simplicity of the Colonial, a gradual change 
to the more ornate period styles was but a 
logical sequence. It marked the beginning 
of a new cycle. Following the Colonial, the 
various phases of the English Georgian, par- 
ticularly the Middle Period, has furnished 
a background for many of the most charm- 
ing patterns produced in silver during the 
past five years. The works of Robert Adam, 


definite lines, and our designers, with the 
aid of artistic advertising, have gradually 
educated the housewife to an appreciation 
of the fact that our silverware is just as 
important a factor in the artistic furnishing 
of a home as the furniture, rugs, draperies 
and other elements. 

America has every reason to be proud of 
her silverware industry today, whether it be 
sterling of silver-plated ware. In both artis- 
tic design and good workmanship, she stands 
second to none. Our silver is something that 
is constantly before us. It serves faithfully 
its purpose of utility, and if artistically de- 
signed its beauties of form, decoration and 
the soft reflective qualities of the gleaming 
metal contribute a refinement and charm to 
its surroundings that nothing else can quite 
replace. 








Theodore W. Kamp, a watchmaker at 
Moberly, Mo., has received a certificate from 
the Horological Institute of America, Wash- 
ington, D. C., showing that he has passed 
an examination given by that institute to 
determine standards of proficiency. 
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Deltah Representatives 
Hold Annual Sales 


Conference 





The busiest period of all the year for 
the Deltah Pearl Sales Staff comes be- 
tween Xmas and New Year’s. The an- 
nual conference consumes a full week’s 
time. Every man attends school, and 
after the week, the teachers have learned 
more than the pupils. 

The results of this year’s annual con- 
ference seem to have been more fruitful 
than any of the past. The new designs 
and feature items in Deltah Pearls are 
exceptional in many respects. The 1927 
sales proposition which has been evolved 
is, we firmly believe, the peer of all pear! 
sales plans. 

In fact, the feeling that 1927 will be 
the greatest of pearl years is reflected 
in a very wonderful line and proposition 
which is now ready for presentation io 
our wholesale distributors. 

Those present at the conference in- 
cluded: Samuel Heller, Jake Levin, M. 
S. Taube, Harry B. Heath, H. A. Stern, 
Samuel Dorsky. 


Harry A. Stern to 
Form Cynox Company 


It is with sincere regret that we an- 
nounce the resignation from our sales 
force of Mr. Harry A. Stern, for the past 
five years sales representative for Deltah 
Pearls in parts of Eastern and Southern 
territory. 

Mr. Stern withdraws to form ihe 
Cynox Company. The product of the 
new enterprise, a liquid named Cynox, 
is considered the best cleaner for 
Jewelry and Silverware ever put on the 
market. Cynox will be sold to the irade 
through wholesale jewelers. 

To Mr. Stern we extend our most 
cordial wishes for success in the new en- 
deavor. It is our hope and belief that 
his efforts will be well rewarded. 


Sales records show the Chicago 92ffice 
Xmas delivery business of Deltah Pearl; 
to be the second largest in our history, 


war years included. Some record! 


What Every Jeweler 
Needs That Other 
Merchants Have 





If you can answer the above, you 
know the basis of the new Deltah Spring 
proposition for 1927. 

What is it that the up-to-date drug 
store, cigar store, haberdasher or per- 
fumer has that most jewelers have not? 
What is it that these aggressive mer- 


chants use to attract attention to their 
store? What is that you see a block 
away—that directs you to the very store 
and article you are looking for—that 
beckons you, ‘“‘Come, here we are.” 

If you have guessed what it is, then 
we needn’t tell you to get in touch with 
your wholesaler for full details. You 
are already anxious to know. 

If you have not guessed what it is, 
then it is more than worth your while 
to find out immediately. 


Ask Dad. He knows. 





Hip! Hip!! Hurrah!!! 





Wholesalers! 


merchants have. 


tickets. 


Salesmen’s Version of 
Deltah 1927 Announcement 


We state without fear of contradiction that 
our 1927 Deltah proposition is the most attrac- 
tive ever offered to you. 

Hip! Hip!! Hurrah!!! 


It is not alone a Pearl selling 
plan—it gives you the opportunity to offer the 
Jeweler the very thing he needs most to draw 
attention to his store and business. 


Hip! Hip!! Hurrah!!! 


It is that which every Jeweler needs that other 


Hip! Hip!! Hurrah!!! 


Our line is complete—our proposition is com- 
plete—our representatives have their Pullman 


Hip! Hip!!) Hurrah!!! 


If you wait for the Deltah Pearl proposition 
before you consider any other, you can’t con- 
sider another after seeing ours. 








L. Heller & Son, Inc. 


358 Fifth Avenue, New York 
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Paris Jewelers Take Measures for Better Protection 








Private Watchmen to Be Employed to Supplement Police Force—Wolf Dogs 
Used in Other European Capitals 

















Paris, Dec. 21.—Paris jewelers and 
silversmiths, with other tradesmen have de- 
cided to take measures for their own per- 
sonal safety and for the protection of their 
valuable stocks, thus falling into line with 
various other capitals of Europe, where 
something of the kind already exists. To 
decide what shape this protection should 
take, the presidents of the various jewelers 
and gold and silversmiths syndicates were 
called to the Paris Prefecture of Police, 
where they conferred with the head of the 
police last week. Furriers syndicates were 
also represented, while the heads of the 
various big dry goods stores in Paris were 
also invited to attend. These latter estab- 
lishments have been infringing more and 
more on the ground of the fine jeweler and 
gold and silversmith and they are becoming 
alarmed for the safety of their stock, which 
is now very valuable, and in the case of 
jewelry, portable, and thus easily stolen, 
where the very weight and cumbersomeness 
of other goods prevents their easy disap- 
pearance. 

The object of the meeting was the dis- 
cussion of the means by which these various 
establishments and shops could ensure a 
certain measure of surety by their own 
means and quite apart from that conferred 
by the Paris police. Naturally all costs 
connected with the new system of. sur- 
veillance, will fall on those benefiting by 
it. A study of the methods used by a 
private company of watchmen, who guard 
the city of Strassburg is being undertaken 
and it is probable that a society, founded 
on similar lines, will be formed in Paris. 

Colonel Verstraete, the former commander 
of the Republican Guard, will be at the 
head of the new organization, which will be 
quite non-official. The police will aid in 
the recruitment of suitable members of the 
new guards, having had experience in the 
selection of men for this purpose. The 
guards will exercise their profession with- 
out infringing on the rights of the police, 
and will be rather watchmen than anything 
else. 

Companies of watchmen, organized by 
private enterprise and paid by private con- 
cerns already exist in many capitals, and 
the method of working that has stood the 
test of years is very simple. The watch- 
men have a list of shops, establishments of 
all kinds and private houses that are to be 
included on their round, and, usually accom- 
panied by a fierce wolf dog, they visit the 
places indicated at intervals, that are, how- 
ever, never regular. Their visits are so 
arranged as to supplement those of the 
regular police and thieves who count on 
getting into a house, between the passing 
of one policeman who has done his beat 
and before the passing of the other, are 
frequently caught in the act of breaking 
into the premises. The watchman is not 
so much feared as his wolf dog, who is 
trained to arrest thieves and whose hold 
is so strong that there is no escape, when 


once he has a man by the throat. Indeed, 
in many cases, the man is so badly mauled 
that further trouble is avoided, the dog’s 
fangs having so injured him that death 
results of a few days’ illness in a hospital. 
As no one is interested in the fate of 
burglars, no complaints of this summary 
justice are heard, although in some cases 
the dog has not received the order to attack 
from the watchman. The knowledge that 
these watchmen are accompanied by fierce 
dogs has a deterrent effect on the criminal, 
for while many do not fear to inflict brutal 
injuries on their victims, they are usually 
cowards and very much afraid of being 
mishandled themselves. 

In cities like Geneva, where there are 
many jewelers and gold and _ silversmiths, 
there are, comparatively speaking, few rob- 
beries or hold-ups, both jewelers’ shops and 
hanks appearing to be almost invunerable. 
!t would be interesting to know how far 
this privileged state of affairs is due to the 
police dog. The Geneva watchman very 
often goes into a cafe to get a drink, while 
i his round in the cold Winter and leaves 
his dog on guard outside a shop. The latter 
is accustomed to sentry work, having been 
engaged on this kind of task during the 
great war, and effectually prevents anyone 
entering the apartment house in which the 
shop is situated. This sometimes has great 
inconveniences for peaceable citizens com- 
ing home very late at night, but the sight 
of a wolf-dog seated on the doormat is 
sufficient. Few try to pass the guardian. 

In some cities the watchman sticks a bit 
of paper, with the name of his company 
printed upon it, gumming the shutter of 
windows, or doors of jewelers shops, to the 
adjacent wall, to show that he has passed. 
When he returns he looks to see whether 
the tiny label is still intact, for the least 
tampering with the door or shutter naturally 
tears the paper label. If door or shutter is 
even shaken, the watchman is aware of 
the fact and remains to investigate. 

These watchmen mostly confine their 
efforts to the night, to fetedays and _holi- 
days, leaving people to look after their 
premises themselves in office hours and in 
daylight. 








Synthetic Tourmaline 





WE are informed by Dr. Hermann Michel, 
in his work “Die Kiinstlichen Edel- 
steine,’ that tourmaline is a boro-alumina 
silicate of varying composition. He says: 
“A dark-green artificial sapphire is de- 
signated artificial tourmaline, the same as is 
a rose-red artificial sapphire. The synthesis 
of tourmaline has not, so far, succeeded with 
certainty.”—C. W. C. 








The business of the Rumford Jewelry Co., 
is now located in the new store in the build- 
ing which has been greatly altered and reno- 
vated for the company at Rumford, Me. 
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The Real and the Imitation 





N his recently published work, “Au 

Jardin des Gemmes,” Leonard Rosenthal 
relates the following interesting story: 

“Recently invited to dine at the home of 
friends, I found to my left, Lady B., a 
charming lady, highly elegant, and belonging 
to one of England’s richest families. Lady 
B. is, as are the great English ladies 
generally, highly distinguished and of refined 
education. She possesses the most beautiful 
jewels I know of. What was my astonish- 
ment at becoming aware that on one of her 
fingers was a scientific ruby in a ring which 
she wore, while on the other fingers she 
wore a wonderful rose diamond navette and 
a splendid emerald which attracted the eye 
with its tone of magnificent dark green the 
depth of which was incomparable. 

“T detest, outside my office, talking shop. 
Unfortunately for me, the hostess adroitly 
directed the conversation toward precious 
stones, thinking thereby to interest her 
guests, who, around the table, wore perhaps 
some twenty-five million francs worth of 
jewelry. I had known Lady B. for a long 
time. She is not afraid of frankness, and 
this gave me the occasion to ask her why 
she wore a false stone on her finger. ‘Ah, 
well,’ she answered, very simply, ‘I have just 
bought it at Monte Carlo for 50 livres. For 
a veritable ruby of the same size they asked 
6,000 livres. { did not hesitate between the 
two.’ 

“T must acknowledge this made by blood 
run cold for a moment. [| adore real rubies 
and this miserable imitation got on my 
nerves like a saw cutting a stone. ‘See, 
Madame,’ I replied, ‘I am very pleased to 
be able to immediately prove to you the dif- 
ference that exists between this dead body 
you are wearing and the real ruby.’ Facing 
me was Miss K., an American lady, who was 
wearing on her finger a ruby that, very 
nearly, was of the same size as the scientific 
ruby of Lady B. I asked her for it and 
placed the two stones side by side. The 
effect was instantaneous. The true ruby, 
lord of gems, appeared surrounded in a 
luminous aureole that it released. This 
splendid stone sparkled with intense fire in 
the electric light and threw all around it hot 
and attractive fires. In it one sensed life 
intense that, on a sudden, explained the 
marvelous legends of the Hindus; the super- 
stitions of all the ages arose before my 
memory. 

“Oh, how I would love to have such a 
stone as that,’ exclaimed Lady B. I replied 
that was not as easy as one might believe. 
Thus, for two years I have been commis- 
sioned by one of my lady patrons on Fifth 
Ave. to purchase for her a really lovely 
eight-carat ruby. I am still hunting for it. 
Beautiful rubies are exceedingly rare, not to 
say undiscoverable. I could travel all 
through Paris, London and New York and 
would bet on being unable to find 20 very 
beautiful stones. A short while ago I sold 
one which weighed less than six and one- 
half carats for the sum of 250,000 francs. 
Does that not sufficiently demonstrate, most 
evidently, the definite superiority of the 
veritable over the. false stone?” 








Newman Porter has discontinued his 
jewelry store at Clarion, Ia. 
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To the Trade: 


Please be advised that we have received a cable from our 
factory abroad that they have shipped us the following goods: 


BAGUETTES ranging in size from 20 per 
carat up to half carats each, 


PENTAGONS from 1o per carat up to 
one carat each, 


HEXAGONS from io per carat up to 
quarter carats, 


TRAPEZE from 1o per carat up to half 
carats, 


also HALF ROUNDS, LOZENGE, KITES and other shapes, together 
with a series of very fine SQUARES FRENCH CUT, ranging in size 
from 10 per carat, up to go per carat. 


The above mentioned goods are all fine color and we 
would suggest that if you are interested in seeing any of these 
goods, that you communicate with us. 


Very truly yours, 


ANSEN & CO., INC. 














Copyright, 1926. 
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The News from England 








Tortoise Shell Now in Vogue—Carefully Planned Robbery in London Shop 
Results in Loss of $15,000 Worth of Fine Jewelry and Watches—Former 
London Jeweler Sent to Prison for Three Years—Jewelry Sale at 
Christie’s Includes Valuable Pearl Necklace—Latest Wrist 
Watches Featured in Window Displays 

















Lonpon, Dec. 21.—Metropolitan jewelers 
say that the demand for tortoise shell is on 
the increase and that the material is replac- 
ing for the moment semi-precious stones in 
jewelry. Tortoise shell necklets, brooches 
and bangles are being worn a lot and dec- 
orative articles made of the shell sell 
readily. Tortoise shell hat ornaments will 
be fashionable this Winter with the new 
hats which give plenty of scope for some 
bold decorative effects in precious and semi- 
precious jewelry. 

x * x 

The heels of the newest evening shoes, 
when not studded with gems, are covered 
with tiny mirrors. The shoes themselves 
are simple in line and design and are mostly 
of a dark color. Some of the straps cross- 
jng the instep take the form of a diamond 
harlequin, his head forming the button. 
Others have little mascots and lucky letters 
worked into the general design. The laces 
of walking shoes terminate in dice, tiny 
globes of the world or initial letters, in 
place of the ordinary metallic tab. 

x *k x 


A carefully planned jewelry raid was 
made on the premises of Clifford & Co., 
the Strand, London, the other night, the 
cracksmen showing a nice discrimination in 
their choice of jewelry although overlooking 
some $50,000 worth of diamonds in a safe. 
A careful selection of the most valuable 
goods was made. Two stands and a whole 
shelf of gold watches were cleared, but 
silver articles were untouched, as were the 
show cases containing cheaper quality goods 
in the arcade. The manager of the jewelry 
company considers the safe was given a 
wide berth from motives of caution. The 
police, however, think it was overlooked 
since it contained the choicest selection of 
the firm’s diamond goods. The thieves were 
very neat and methodical in their methods. 
All stands were carefully replaced. Where 
diamond articles were taken from the win- 
dows the entire pads were lifted. Entrance 
was effected by breaking the padlock on the 
outside roll shutters guarding the entrance 
to the arcade. Two holes then were drilled 
between the post and the door and the door 
levered open. The main window, protected 
by a heavy steel grid is fitted with the usual 
peep-hole for police inspection, with a light 
burning inside the store. The loss in stolen 
jewelry is placed at $15,000. A reward 
of $1,250 is being offered for information 
leading to the arrest of the thieves, 

xk ok x 


George Spiers, 57, commission agent, and 
a former jeweler in Clerkenwell, London, 
was the other day sentenced to three years’ 
penal servitude for his share in the Hatton 
Garden diamond mail robbery of several 
weeks back. Some remarkable measures 


were taken by the police in bringing his 
Participation in the hold-up. home to Spiers 


who lived in a tastefully appointed flat in 
north London and was respected by his 
neighbors as a prosperous business man. 
Spiers, however, was known to the police 
as “Jewelry George” and a former denizen 
of the underworld. The Hatton Garden 
mail robbery in which the government driver 
co-operated was connected up in the minds 
of the police with Spiers and the theory was 
followed up successfully. Eleven years ago 
Spiers was a close acquaintance of the 
famous Kennie Grizzard. Until 1910 he had 
a jewelry store in Clerkenwell, and was 
widely known as a diamond “expert.” He 
was suspected by the police of participation 
in several jewelry coups, and in 1923 he was 
caught in the net and sentenced to 18 months 
hard labor. The real mail robbery misfired 
since in their hurry to get the job done 
the thieves got hold of several wrong 
packets, the result being that many diamond 
packets, mailed by Hatton Garden dealers, 
were untouched. The- specific charge against 
Spiers was one of “receiving.” 
* * * 

The annual meeting of the Johannesburg 
Consolidated Investment Company held this 
week at Johannesburg was important in 
many ways and the cabled report just re- 
ceived at the company’s London offices con- 
tains considerable reference to the much- 
discussed position of alluvial diamonds. 
“Solly” B. Joel, who is making his first 
visit to South Africa after an absence of 
five-and-a-half years, presided at the meet- 
ing. His views on the position of world 
diamonds are incorporated in a separate ac- 
count of the Consolidated Investment gather- 
ing published elsewhere in this issue. 

* * * 

At a jewelry sale at Christie’s recently 
a total of $117,000 was realized. Included 
in the jewelry was a pearl necklace of 72 


. graduated pear!s with brilliant three-stone 


It sold for $16,000. 
x *k * 

Among the popular jewelry featured by 
retailers in the Christmas displays are the 
newest wrist watches in three distinct types. 
One type is a tiny watch the platinum 
case of which is set with diamonds and 
onyx. These watches are threaded on black 
moire straps. 


snap. 








A variety of silver and silver-gilt articles 
in which the metallic covering is chemically 
combined with a rubber base now are on the 
market in England. It is claimed that the 
articles produced by this process will not 
dent and that the silver will not strip from 
its base. A copy of a brochure issued by 
the Precious Metal Industries, Ltd., the 
manufacturer, forwarded to the Department 
of Commerce by Trade Commissioner Hugh 
D. Butler, at London, illustrates silver- 
mounted engraved toilet articles, watch cases, 
frames, candlesticks, and other silverware 
made by this process. 
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Domestic Jewelry Exported During the 
Month of October ! 


WasuincTon, D. C., Dec. 29.— The ex- 
ports of domestic jewelry for October 
which are shown in the statistics just issued 
by the Bureau of Foreign and Domestic 
Commerce indicate that our manufacturers 
sent abroad, during the month, American 
jewelry valued in all at $83,161, of which 
over half, as usual, went to Canada. The 
shipments to this country amounted to 
$47,579, while to the next largest customer, 
Brazil, we shipped less than $7,000. The 
full list of countries and the amounts sent 
to each are given as follows: 


Countries Value 
CIE ncneraedanbaniaanes $50 
Denmark & Faroe Islands.......... 385 
Py CPR ais) aca i broroyeee geese dee ee 553 
GRE. cnc ddnnacinsednanimomeinad 915 
CCC o.c0 66S ssa, Necesere ip aenahixar bane de 68 
EIS sche iecesi6cas anes ct oh oveiin hip shes cl aca eT 137 
NGHHGHEANES? 5.0.6 50 Scio ca nrcdacvudes 545 
SOIREE Os 5.5/8. 20 6: c's-03 Caen ps wanecoeraerentee 1,589 
SCN 624 cae: Saisie dcrosm sin eames eee 572 
SWHECE ANE, os aiciesee cieaaimasiaa eeeee 80 
Turkey in: Burope <... ccc ccccee cases 60 
United Kingdom ................... 3,398 
Yugoslavia and Albania............ 35 
CAR ee ha ais iiaicdce mehwcrotxatormae 47,579 
Be PIGHOUEIS to is ia a cr weinnosmatntan 28 
RINE os 20d0ceenecenweamawad 189 
OE ch et eee 417 
FROHGUEAS S <.... oa. 0 ic hss. a0 seem waarewrecders 317 
PAIN a. 0: 3ieis: 0 s:0.0'e,0 cherorm,siesney Kea 574 
NCI a. 5 ac. cavin ears ereaicsteneenceeaaior 172 
MOMIOUM le. ceiinne dics waits edieuealaat 1,202 
BOP aa. 5 wi ciace di ccvcvceccicasteleinaca 174 
RIT i arvana ectnsitne sens 4 ete windiaie 2,284 
Dominican Republic ............... 79 
BS EIN aa. oe scicaceuasetein oredlecbieratne 38 
Haitian Republic .................. 229 
PE iii deh 0 necnauneeinen 3,053 
EY wit eakweadennnweuseaktboeae 361 
Bi oie kbs baicavannnmnelens dee 6,978 
I tinnntid Kann nnd anna teiedeiewon 478 
en a eT 3,876 
ND i nic .55 sence wero an: Medbiiainioes 236 
Rs iadbinehiinnindemiesieeben 782 
BE i ncxiannewamcsawansialaens 569 
NII cies ctnenacenewetemtmaun 250 
ie Ia aca reso eaanetracecmatbane 922 
GM cidaacaraxveahepawnnaeeee 89 
Ge akcnsinsinwennaa deine 189 
Pe 137 
Other. Dutch East Indies............ 96 
hele, | 42 
Japan, including Choson............ 67 
eo eee 716 
Ed atewnidesachinsiaeetteeauel 458 
FE tick Knnnnnctnenwadetemae 710 
Fa I iiss hnilpnenwidocn eee 19 
Se ee eee ee 549 
RA TOI oo ivcicinn clvnnineonincwas 110 

pT eee ee $83,161 








All goods which arrived at a Peruvian 
Port by Dec. 31 and on which all customs 
charges are paid by Jan. 25 will not be 
subject to the increased rates provided by 
the emergency tariff law of Nov. 19 to be- 
come effective Jan. 1, Commercial Attache 
L. W. James, at Lima, advises the Com- 
merce Department in a cable despatch today. 
The emergency tariff imposes high duties on 
all merchandise of a.luxury character. 
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Artificial Pearl Necklaces 


a superior reproduction 


direct from France 


Made and Sold in Europe for 15 Years 





Worthy of a place among gems 





ALSO 


Earrings, Sautoirs, Scarf Pins and Bracelets 
Hand Made 18 K White Gold Mountings with our artificial pearls 





GATTLE & HUNTER 


576 Fifth Avenue, New York 


IMPORTERS OF 


Pearls, Diamonds and Other Precious Stones 
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Holiday Displays in Brussels Jewelry Shops 








Shoppers Throng Stores Ablaze with Gems and Silverware—Crosses, Chains 
and Jet Jewelry in Popular Demand 

















BrussELs, Dec. 21.—The jewelers’ and 
silversmiths’ shops shine with an extra 
brilliance at Christmas and New Year, and 
once dressed for the holiday season, they 
retain their festive appearance until after 
the fetes, or into the middle of January, 
when everything in the way of jollility is 
over at last. While the shops in the upper 
town are somewhat quiet, only one or two 
bits of silverware being shown and only a 
dozen or so bits of jewelry, the shops in the 
centre are a blaze of color and of light. In 
the more populous parts of the city, it is 
impossible to see the interior of the shop, 
the whole of the show window being hung 
with long gold chains. Everywhere there 
are signs of opulence in the jewelry trade 
and while stores in many lines have done 
very little indeed, in the capital the jewelers 
are little affected by the depression this holi- 
day season. The habit of giving presents in 
the shape of gems is ingrained in the 
Flemish character. 

While there is a brisk trade in fine jewelry 
this year in Brussels there is a brisker one 
in silverware, and an even still brisker in 
artificial jewelry. Unfortunately much of 
this last branch cf trade escapes from the 
hands of specialists to fall into those of the 
uninitiated who are gradually spoiling it, for 
both the jewelers’ and silversmiths’ trades 
are specialties to be exercised by experts 
and when the old guild houses on the Grand 
Place are seen, in their glory of gilt, the 
days when the corporations kept the jewelry 
and gold and silversmith business in their 
own hands are looked back to, almost with 
regret. The general white store is selling 
barettes and hat-pins, for instance, at cut- 
rate prices, and the habit of throwing in a 
piece of artificial jewelry to purchasers of 
over a certain amount of goods, can hardly 
do any good to the legitimate trade. Why 
a buyer of three pairs of gloves should get 
a barette for nothing and a customer invest- 
ing $5 in goods should have a sautoir thrown 
in is not easy to see. 


But this state of things does not affect the 
fine trade that is doing a record business, 
especially in the small type of article, such 
as the minute stone ring, studded with 
emeralds or with rubies, with pearls or with 
diamonds in a half-hoop, that is more or less 
chasing the more ornate article from the 
market. If a pin-point gem-ring is not pur- 
chased, the big outstanding pearl appears to 
be the favorite gift. The pearl, whether 
white, grey or pink is set in the stout gold 
ring in such a way as to be entirely visible, 
excepting for the base, which is held in 
“claws.” The pearl looks like a globe of 
the world, somehow, so little of it is hidden 
by the setting. 

Crosses, long forgotten, have come in 
again, with the rush that usually follows a 
long neglect of any ornament. Some of the 
most beautiful specimens now on the market 
are seen in the Brussels Christmas shops, 
as there is always a demand for them, even 


oes ” 


when not “in,” but now they are selling 


very fast. Some of these crosses, some two 
inches or less in height, are in diamonds set 
in platinum. Large diamonds form the 
cross. There are one or two rows of pin- 
point diamonds, on either side. The large 
diamonds cut in facets, stand out, somewhat, 
being set higher as well as being larger than 
the others. The first row of pin-point dia- 
monds is also higher than the outer row, 
everything following the rule of the uneven 
surface and the standing-out mode. One of 
the most beautiful crosses on the market this 
year was in sapphires, large gems cut in 
facets being used. On either side were two 
rows of pin-point diamonds. The sapphires 
were in a deep blue, the diamonds reflected 
their light time and time again, somehow 
creating an effect of still and calm lakes. 
Some of these crosses, of which three or 
four are seen in every show window, are in 
pearls. Single pearls are sometimes used, 
sometimes again, pin-point pearls, set in gold 
are used, the uneven surface effect being 
produced the middle row of pearls being 
large and set higher than the two outside 
rows. These crosses are sold in upright 
stands, sometimes described as “tabernacle” 
stands, in which they hang. Against a back- 
zround of white satin or velvet all the 
splendor of the stones is seen to the best ad- 
vantage. 

At a function in Brussels several of these 
new crosses were already seen, the sapphire 
cross making a particularly happy effect, 
against the white skin of the somewhat deep 
decollete. Pearl crosses were seen worn on 
black velvet, for old ladies, whose dresses 
were high, this mode being permitted in the 
case of the really elderly, even when a deep 
decollete is de rigueur for all but the really 
aged. 

Long chains, for suspending lorgnettes or 
eyeglasses round the neck, are popular gifts. 
With their love of the ornate, the Flemings 
mingle wrought gold lozenges and sapphires, 
or pearls or rubies. There is a lozenge, 
then a long-shaped pearl, another lozenge 
and so on. A lozenge is joined to a ruby 
set in gold, which makes a link in the chain 
of ornaments. Several tiny sapphires will 
have a gold or platinum mount—there is 
always an inclination to use platinum with 
blue gems—and a lozenge, composed of a 
ring of gold, with a wire work pattern 
within, will be attached to the solid link 
by a tiny link of the same metal. Silver 
medallions linked together with small links 
are very ornate, perhaps an inch in diameter. 
The oxidized silver is beautifully wrought. 
The chain is very inexpensive when the 
amount of work involved is _ considered. 
Other chains are in steel—steel being as 
much worn in Brussels and perhaps even 
more so than in Paris, which argues that the 
mode for steel has come from the East, 
probably from Munich and Vienna. Dark 
steel, treated in some special manner 
to render it old-looking and sombre, is ex- 
tensively used for all kinds of ornaments, 
but especially for barettes and brooches, 
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some of which are round or nearly round. 

Among the cheaper classes of jewelry on 
sale, much brilliant and dull jet is seen. It 
is used for every type of ornament, for neck- 
lets and for dog collars to produce the 
illusion of a highgown, when the dress is 
decollete, while sautoirs of all lengths are on 
sale in great profusion. Many Belgian 
women, in mourning or half mourning invest 
heavily in jet ornaments and very often 
they decide to continue wearing black, long 
after the time of mourning is past. In this 
case the jet ornaments continue to do duty 
and being returned to the shop for rethread- 
ing—this is very important—they look as 
good as new after many years of continuous 
wear. This economy factor is perhaps one 
of the reasons for the extensive trade done 
in bright and dull jet this year. A whole 
parure of jet, earrings, sautoir, barette and 
bracelet of jet beads, do not come very heavy 
in cost. A handbag in jet beads can be added 
and the top of the midget umbrella can also 
be “done” in the same material. Card- 
cases and vanity bags are stuck over with 
jet beads and thus an all-black toilette is 
relieved from sombreness. 








The Mendicant Gem-Stone Dealer 





NOMALIES are frequent in the gem- 

stone business, but the following, taken 
from “Au Jardin des Gemmes,” opens up a 
new phase in both mendicancy and the 
precious stone anecdotes: 

“Several months before the War,” says 
the author, “I received a visit one morning 
from a person asking aid from me. Moved 
to pity at the recital of the miseries of his 
family that this solicitor made, I accorded 
to him what he asked. All of a sudden this 
man, having noticed several parcels of rubies 
on my table that had just been delivered to 
me, begged me to show them to him. I let 
him look at these precious stones, when, to 
my great surprise, he handled them with 
dexterity aided by a ‘précelle,’ which is, as 
you know, the peculiar nipper of the lapi- 
daries. Having taken note of the purchase 
invoice of the lot, he asked me whether I 
would feel disposed to sell them to him. 
Much amused, I gave my consent, claiming 
10 per cent. profit on my purchase price. 
There was some haggling, but, just to see 
how the matter would turn out, I concluded 
to accept 6 per cent only. 

“Judge my astonishment when I saw my 
mendicant pull out from a small dirty pocket- 
book 8,500 francs in good money, and he got 
me to give him a receipted bill. Stupefied, 
I then asked him whether I had not been 
dreaming and whether it was really he who 
had called, just a few instants ago, on me 
for assistance which he pretended was so 
urgent. 

“*Ah, well! Yes,’ he said, ‘it was I in fact. 
What would you wish? I follow the profes- 
sion of precious stone merchant for amuse- 
ment, but my true profession is begging.’” 








Seventy-one employes of White Bros. 
Co., New Orleans, La., including those in 
the branch offices at Baton Rouge, Shreve- 
port and Bogalusa, will receive life insurance 
policies as a gift from the firm. The amount 
of the policies will vary according to the 
length of service of the employe. 
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Elect Officers for Coming Year 





Members of Jewelers 24 Karat Club of New York Hold Annual Meeting and 
Hear Reports 




















The annual meeting of the Jewelers 24 
Karat Club is always a joyous occasion, but 
the meeting held Tuesday afternoon, Dec. 
28, at the rooms of the organization, 15 
Maiden Lane, New York, was even more 
enjoyable than usual, for good fellowship 


and harmony prevailed to the nth degree. 


Neverthless, the business of the organization 
was taken up with rapidity and dispatch, 
officers were elected for the ensuing year, 
the usual reports received and routine mat- 
ters attended to. 

The meeting began promptly at 2.30 with 
President Frank T. Sloan in the chair and 
the fun began when Secretary Ward started 
a humorous roll call which put the members 
in convulsions. Following the reading of 





MELVILLE UNTERMEYER, PRESIDENT-ELECT 


the minutes, President Frank Sloan de- 
livered a brief but pithy address which was 
roundly applauded. He said: 


PRESIDENT SLOAN’S ADDRESS 


“My term as president has come to an end, 
but my interest in the 24 Karat Club will 
always continue. As I look back over the 
activities of the past year there has .been 
nothing but pleasure in my associations 
with the officers, committees and members. 

“The Jewelers 24 Karat Club is a unique 
organization. Starting where others have 
failed, they have built up the social struc- 
ture of our trade to a very high standard, 
and furthermore they will never allow it 
to be lowered. You have but to ask a ‘24 
Karat’ man to attend to a job and it is done 
and done right, for this is characteristic 
of the organization. 

“The banquet, beefsteak and outing this 
year were all very enjoyable occasions and 
did their part toward cementing good fel- 
lowship and understanding in the trade. 
desire to thank the officers, executive com- 
mittee and members for the co-operation 


? 


they have given me during the past year.’ 

The next report in order was that of the 
executive committee, which was delivered by 
its chairman, Harry C. Larter. Mr. Larter 








WILLIAM J. WARD, SECRETARY 


started in by explaining that he had written 
President Sloan’s address and that Mr. 
Sloan had written his, so he took credit 
for the former, but not for the latter. He 
said his was a written report this time, 
which he would read, and he pulled from 





CHARLES R. JUNG, TREASURER 
his pocket a bulky manuscript of about 100 
pages and started in. 


REPORT OF THE EXECUTIVE COM MITTEE 
Quoting from Will Rogers, recently elect- 
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ed Mayor of Beverly Hills, Cal., to the 
effect that his first job would be to en- 
large the town jail, Chairman Larter said 
the first duty of the new board should be 
to inaugurate some system whereby they 
could make the secretary loosen up and 
bring to the board’s attention the matters 
that he should. And he started to poke fun 
at the genial secretary, saying that any fail- 
ure on the part of the directors to consider 
matters must be laid at his door. The 
serious part of Mr. Larter’s report (which 
was, in fact, very brief) was as follows: 


“As the coming year of 1927 is a milestone 
in the history of our Club, it is of interest 
to know that during the 25 years of our 
existence the board of directors has had 
but three chairmen: Charles F. Brinck, 
from 1902 to 1918, inclusive, 17 years; Wil- 
liam T. Gough, from 1919 to 1924, inclu- 
sive, six years, and Harry C. Larter, from 
1925 to 1926, inclusive, two years. 

“We are proud to report, however, that 
the condition of our Club from every stand- 
point is unexcelled, and we have progressed 





T. EDGAR WILLSON, VICE-PRESIDENT 


financially, numerically and in good fellow- 
ship to such a marked degree that it is a 
nationally recognized fact by the entire 
jewelry trade that if you are a 24 Karat 
Club member, or are invited to any of its 
functions, it is indeed an honor such as 
can be enjoyed in no other branch of our 
industry. 

“Following the example of one of our 
contemporaries, the United States Steel Cor- 
poration, we, too, will cut a melon of the 
great commodity for which we were exclu- 
sively organized, namely, sociability and 
good fellowship in the great jewelry trade. 
This melon will be served in various forms 
on Saturday evening, Jan. 22, when our 
silver anniversary will be celebrated in a 
most fitting manner.” 


The report of Treasurer Charles R. Jung 
showed the organization to be in a very 
gratifying condition from a financial stand- 
point. Secretary Ward’s report was very 
brief, being confined to a few words to the 
effect that his report was contained in all the 
others, while the report of Chairman Herb- 
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Our Mr. Benjamin H. de Jong, recently returned 
from Europe, has secured a most wonderful 
collection of 
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These goods are in our office and ready for your 
inspection. 
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ert Reichman of the banquet committee, was 
even briefer and simply reported progress. 

The secretary reported that one member, 
Mark S. Van Wezel, had resigned from the 
club and his resignation was accepted with 
regret and in his place his son, Louis Van 
Wezel, was elected. 

When the time came for the election of 
ofacers Harry Larter placed in nomina- 
tion for president the name of Vice-Presi- 
dent Melville Untermeyer after delivering a 
eulogy on Mr. Untermeyer’s work for the 
club and his character as a 24 Karat man. 
In the course of his remarks he brought out 
the fact that the officers of the club were 
chosen from the men who by their lives 
and actions have proven themselves to be 
“94 Karat fine” in every way, and the se- 
lection was a compliment to the personal 
attributes of the candidate. He dwelt on 
the fact that while men might be selected 
for office in other organizations for various 
reasons, the election to office in the 24 Karat 
Club was the highest possible tribute that 
the trade could pay to any of its members. 

Mr. Untermeyer’s name was seconded by 
G. A. Niemeyer, who spoke on the same 
lines as Mr. Larter and by unanimous vote 
he was elected by the members. 

President-elect Untermeyer was escorted 
to the chair and welcomed by Retiring Presi- 
dent Sloan. He then took charge of the 
meeting and in a graceful speech accepted 
the honor conferred on him, saying that he 
felt it was the highest honor that he could 
possibly receive. He particularly appreciated 
it at this time and he hoped the work of 
the organization during its 25th year would 
be such as to make it remembered for a 
long time to come. Recalling some of the 
work of the members who had gone by, 
he asked the members to rise for a minute 
as a token of respect to the departed and 
this was done. 

Lee Reichman, who placed in nomination 
for vice-president T. Edgar Willson of THE 
JEWELERS’ CrircuLar, called attention to the 
fact that this was the most important day 
in his life in the way of family celebration 
and birthday, and also the fact that it was 
the birthday of the late President Wilson. 
He also delivered a eulogy of his candidate, 
whose name was seconded in a similar speech 
by Matt Stratton and the election went 
through unanimously. Mr. Willson, in a few 
remarks, thanked the club for the honor con- 
ferred on him. 

When it came to the election of the secre- 
tary the fun broke out again when Mr. Nie- 
meyer re-nominated the present incumbent, 
William “Jewelry” Ward, whom he good- 
naturedly “panned” in his nominating speech, 
while the response of the members testified 
to the popularity of the present incumbent, 
the president being ordered to cast one vote 
for the office. The fun continued during 
the re-election of Charles R. Jung as treas- 
urer and Robert Loch as assistant treasurer. 

The routine business being quickly fin- 
ished, the members with reluctance ad- 
journed to meet again this month at the 
regular monthly meeting and the annua! 
banquet, which will be held at the Waldorf 
Astoria, Jan. 22. 








The Gem Jewelry Shop has been opened 
for business in the new Mineola Theatre 
building, Mineola, N. Y., by L. Ramagli. 
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J. E. STILES RETIRES 





President Minnesota Retail Jewelers’ <As- 
sociation. Turns Business at Wells, Minn. 
Over to His Son After Fifty-five 
Years in the Jewelry Trade 
MINNEAPOLIS, Minn., Dec. 28— J. E. 
Stiles, retail jeweler, Wells, Minn., now 
serving his fourth consecutive term as presi- 
dent of the Minnesota Retail Jewelers’ Asso- 
ciation, has announced his intention of re- 
tiring from the jewelry business Jan. 2, 
leaving his son, Gerald M. Stiles, to carry 
on the business of the Stiles Jewelry Co., 

established in 1912. 

Under the administrations of Mr. Stiles 
the association has developed into a stronger 
organization, and its influence has greatly 








J. E. STILES, WHO HAS RETIRED FROM BUSINESS 


benefited the retail jewelers of Minnesota. 
Mr. Stiles was elected to the presidency in 
1923, and at the three ensuing conventions 
was returned to the leadership of the asso- 
ciation. During the past four years he has 
been its representative at the conventions of 
the American National Retail Jewelers’ As- 
sociation, and has been a member of impor- 
tant committees. 

Mr. Stiles was born at Albany, Orleans 
County, Vt., May 16, 1856, the son of 
Rev. S. W. Stiles, Baptist clergyman. He 
received his education in the public schools 
of that State, and attended St. Johnsbury 
Academy, a school which President Coolidge 
attended. When President Coolidge was 
elected in the Fall of 1924, Mr. Stiles sent 
him a letter of congratulation, and the 
reply of the President’s secretary is highly 
prized by Mr. Stiles. 

After an apprenticeship of three years 
in the 70’s in a North Troy, Vt., drug and 
jewelry store, and after engaging in business 
only a few years in the east, Mr. Stiles 
came west of the Mississippi in May, 1883, 
reaching Glyndon, Minn., the 30th of that 
month. He became the owner of the drug 
and jewelry store of that city within the 
short period of two weeks. Later he was 
in business in Red Lake Falls and St. Louis 
Park, moving in 1896 to Wells, which has 
been his residence to date. 

Four years after his arrival in Wells, 
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he was chosen postmaster and he retained 
that position 16 years. In the meantime his 
son, Gerald, completed a course at a horo- 
logical school in Peoria, Ill, and secured 
practical experience in manufacturing and 
in bench work, and Mr. Stiles bought the 
present jewelry business in 1912 and placed 
Gerald in charge, joining him three years 
later when he retired from the position of 
postmaster. Gerald is recognized by the 
Horological Institute of America as a certi- 
fied junior watchmaker, and is now work- 
ing toward a senior certificate. 

Mr. Stiles served as chairman of the sav- 
ings stamp drive carried on in his county 
during the war period, and his district over- 
subscribed its quota by a large sum. He 
acted as chairman of the home . committee 
of the Red Cross, and directed the care 
of the needy families and the work of locat- 
ing the soldier boys of these families in 
France. He has taken a prominent part in 
the park development of Wells, serving as 
a member of the board. 

Fraternal affiliations of Mr. Stiles in- 
clude membership in the Oddfellows for 44 
years, together with membership in all the 
branches of the order, and at the present 
time he is Grand Marshal of the Grand 
Lodge of Minnesota. 

During the past 25 years, Mr. Stiles has 
been secretary of his local lodge of the 
Modern Brotherhood of America, and for 
an equal length of time he has been either 
president or secretary of the National Secre- 
tary’s Association. He has taken an active 
part in the work of the order since its 
organization, and has attended practically 
every one of the supreme conventions. He 
was president of the Minnesota State Phar- 
maceutical Association for one year, his 
election occurring in 1894. Golf is Mr. 
Stiles’ hobby. 

In retiring from the jewelry business, 
Mr. Stiles leaves with his former associ- 
ates in the trade the message that he believes 
they should be extremely conservative in 
adopting the plan of deferred payment sales. 
The small volume of sales which is felt by 
some in the jewelry business, together with 
undiminished overhead, is no more true than 
it is with many other businesses, he says, 
adding that jewelers should advertise and 
otherwise push staple items that have ready 
sales. 

In retiring at an age of over 70 years, 
Mr. Stiles expresses his enjoyment of the 
large number of friendships formed in his 
association with jewelers and those con- 
nected with the trade. He feels that he 
wishes to be relieved from the responsi- 
bilities of merchandising. He announces no 
plans which he may have for the future, 
but after an activity of 55 years in business 
he feels that he could not remain idle. 








When Main St., Butte, Mont., was a little 
more than a hillside between short rows of 
frame shacks, J. W. Fairfield and O. Hight, 
schoolmates, who emigrated from New Eng- 
land to Montana, opened a jewelry store 
near the corner of Park and Main Sts. 
When Mr. Fairfield returned a few days 
ago to Butte, to revisit the scenes of his 
early career, he paused in the mining city 
enroute from his present home, Stryker in 
Lincoln County to Loma Portal, Cal., where 
he will visit his old school chum and busi- 
ness partner, Mr. Hight. 
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FIFTY YEARS IN BUSINESS 


August V. Lambert to Be Guest of Honor 
at Dinner in Celebration of Firm’s Half 
Century in the Jewelry Trade 


With a capital of $7 and an old mantel 
clock belonging to his mother, August V. 
Lambert, laid the foundation for the well 
known firm of Lambert Bros., 58th St. and 
Third Ave., New York, which concern will 
celebrate on Friday, Jan. 7, its 50th year in 
business. From this meagre beginning, the 
concern has grown in size and reputation 
until now it occupies an entire building on 
Third Ave., and 58th St., and is known in 
all parts of the country and in some sections 
of Europe. Mr. Lambert launched on his 
business career in the great metropolis when 
a youth. Consequently, at the present time, 
he is young enough (being a few years this 
side of man’s allotted time of three score 
years and 10) to be able to enjoy the fruits 
of his efforts. To mark the event, a testi- 
monial dinner will be tendered to Mr. 
Lambert, on Friday evening, Jan. 7, at the 
Commodore Hotel. 

In the corner of a small book shop at 886 
Third Ave., between 53rd and 54th Sts., Mr. 
Lambert founded the present firm of Lambert 
Bros., just 50 years ago, this Friday. With 
the renting of the space in the book store 
went the privilege of being allowed to exhibit 
a small sign reading “Watches and Jewelry 
Repaired.” In the window, which Mr. 
Lambert was also given the privilege of 
using, he displayed a mantel clock belonging 
to his mother. This clock constituted the 
entire window display and Mr. Lambert has 
cherished it so highly that he still keeps it 
cn a shelf in the present quarters of the 
concern. The capital that Mr. Lambert in- 
vested in the business, which amounted to $7, 
paid for the sign which he had placed in the 
window and for an improvised counter which 
was nothing more than a board covered with 
oil cloth. His mother’s kitchen table was 
used for a work bench and this with a few 
tools constituted his workshop and jewelry 
store combined. 

A coincident in Mr. Lambert’s business 
career was that he started his business on 
Jan. 7, 1877, with a capital of $7. He has 
fared so well that he believes the number, 
seven, has played an important part in his 
success and for this reason, still clings to 
the opinion that seven is his lucky 
number. 

During the period from 1877 to 1880, Mr. 
Lambert remained in the same location, the 
small corner in the book shop, for which he 
paid $8 a month rent. His _ business 
prospered and in 1880 he bought the fixtures 
of one-half of the store at 880 Third Ave., 
where he continued until the following year, 
when he took into partnership, his brother, 
Robert Lambert. After this the firm became 
known as Lambert Bros. Two years later, 
Henry Lambert, a third brother, was brought 
into the partnership and in 1885 the business 
moved to 902 Third Ave., between 54th and 
55th Sts. 

; A factor which undoubtedly played an 
important part in the success of the con- 
cern is that this business, despite the ex- 
pansion and the changing neighborhood, has 
always remained in the same vicinity, be- 
tween 53rd and 58th Sts. on Third Ave. 
The business remained at 902 Third Ave. 
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until 1888, when it was removed to the 
present quarters at 58th St. and Third Ave., 
where it has been ever since. When the 
concern first moved into these quarters, it 
took over the basement, the store and first 
floor. The remaining space was occupied by 
tenements. The store was rather small but 
since then has been considerably improved 
and enlarged. 

As the business grew they required more 
space until the firm now occupies the entire 
building and has also taken over another 
building in the rear. All of the most 
modern improvements have been installed 
in the store and workshop of the concern. 
The firm does its own diamond work and 
designs all of its own expensive diamond 
pieces. 

Mr. Lambert, who is still the active head 
of the firm, continued until a few years ago 
to make an annual trip to Europe to pur- 











AUGUST V. LAMBERT, WHO CELEBRATES HALF 
CENTURY IN NEW YORK JEWELRY TRADE 


chase diamonds, colored stones and pearls 
for the firm. He did this for 25 years but 
in recent years other members of the con- 
cern have been making these periodical visits 
abroad. 

Since locating in the present quarters, 
Lambert Bros. have taken into the business, 
Robert Lissauer, who came as a boy and 
who is now a member of the firm, and 
Harry Lissauer, who followed him. Later, 
Mr. Lambert admitted his two sons to the 
business, Victor A. Lambert and Henry L. 
Lambert. The first break in the personnel 
in the concern came in 1890 when Henry 
Lambert died at the age of 34 years. In 
1909 Robert Lambert retired, leaving only 
August V. Lambert, the founder, and 
Robert Lissauer as the surviving members of 
the old firm of Lambert Bros. 

Mr. Lambert, as stated above, is still 
active in the business and can be found at 
his desk every day. He is a practical 
jeweler and learned his business in Treves, 
Germany, while a boy. He has always had 
a practical knowledge of the business and 
this combined with a creative ability to de- 
sign has been a great aid in his success. He 
came to this country as a youth and after 
working for several concerns in the jewelry 
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business for a few years, started in on his 
own account. 

Telling a JEWELERS’ CIRCULAR reporter 
just how he happened to launch in business 
for himself, Mr. Lambert stated that he had 
been working for a firm for a short time 
and on Jan. 1, 1877, was “laid off.” His 
old employer thought that while he did not 
have sufficient work to keep him at the 
bench, he could give him a few jobs to do 
at home. While employed by this particular 
jeweler Mr. Lambert was making $5 a week 
and during a week’s lay-off he earned $7 for 
repairing clocks for his ex-employer. It 
was this $7 which started him on a business 
career which has brought him and his con- 
cern a nation-wide reputation. 

Since he established himself in . business 
Mr. Lambert informed the reporter that 
the neighborhood in which his store has 
always been located .has undergone many 
changes. Most of his old customers are now 
living in homes on Park Ave. and Fifth 
Ave., exclusive residential sections in New 
York, while others are scattered in all parts 
of the country. The reputation which he 
established in his early days has remained 
with him, and, as a result, practically all 
of his old customers still patronize his store 
and for this reason the concern is now 
serving in some instances, the third genera- 
tion of many families. 

Mr. Lambert has always been a great 
believer in advertising and only a few days 
after he started in business his first “ad” 
appeared in a program published by a social 
organization in the neighborhood. Since then 
his firm has been a conspicuous advertiser 
in the daily newspapers and for weeks pre- 
ceding Christmas the concern’s advertise- 
ments may be seen in many of the metro- 
politan dailies. 

Mr. Lambert told a JEWELERS’ CIRCULAR 
reporter that he receives a great many mail 
orders from old customers from out of town 
and has even filled orders for some of his 
old patrons who now reside in Europe. 
When asked just what particular factor has 
played the most important part in his suc- 
cess, Mr. Lambert replied that he had built 
his business on the idea of giving full value 
for money received. 








Rumors of one of the biggest business 
deals in recent years in Kankakee, IIl., in- 
volving Court St. real estate were verified 
last week by H. E. Volkmann’s Sons, jewelers, 
168 E. Court St., Kankakee. The deal con- 
sists of leasing of the store buildings at 
162 and 168 E. Court St., now occupied by 
H. E. Volkmann’s Sons with jewelry, and 
F. A. Lottinville with his shoe stock, to 
the S. S. Kresge Co., of Detroit, Mich., 
who conduct one of the largest five and 10 
cent stores in the country. The terms of 
the lease are at a total rental of approxi- 
mately $350,000. The Kresge Co. is also 
to build a new building on the site at a 
cost of approximately $50,000. Possession 
of the property will be taken by Nov. ], 
1927 or if possible at an earlier date, provid- 
ing the present occupants can vacate by that 
time. The H. E. Volkmann’s Sons will re- 
move to the present site of the F. D. Martin 
Pharmacy between Schuyler and Dearborn 
Aves. It is the intention of the Volkmanns 
to remodel the building for jewelry store 
purposes. 
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ALLEGED CROOK CAUGHT 


Newark, N. J. Police Arrest Woman Charged 
with Trying to “Switch” 
Rings 

Newark, N. J., Dec. 30.—Charged with 
grand larceny, a woman shopper who ad- 
mitted she had tried to substitute a 10-cent 
ring for a costly one at the jewelry store 
of Wise & Sons, Inc., 665 Broad St., is be- 
ing held at police headquarters while her 
record is being investigated. 

Her arrest occurred in the Wiss store 
Tuesday through the vigilance of a clerk. 
The woman had asked to see some rings 
which she began moving about in their tray 
in a manner which excited suspicion. The 
clerk sent for the police, then continued to 
engage the interest of the ostensible cus- 
tomer by showing her different kinds of 
jewelry until detectives arrived. 

At headquarters the woman confessed, the 
police assert, that she had not only planned 
to swindle the Wiss company, but had ob- 
tained, a few minutes earlier, jewelry valued 
at less than $40 at the department store of 
L. Bamberger & Co. The department store 
loot included a bar pin, cameo brooch and 
an onyx ring. She had substituted a cheap 
ring for a good one and had taken the other 
jewelry at the same time. 











* Many New England Manufacturing Jewelry 


Concerns Present Employes With Gifts 
During Holiday Season 


PROVIDENCE, R. I., Jan. 1.—A large number 
of the manufacturing jewelry concerns of this 
city and the Attleboros presented their em- 
ployes with cash during the Christmas and 
New Year’s season. While this has always 
been a custom with the older firms, the num- 
ber who followed the practice this year was 
the largest that has been noted in several 
years. In addition to concerns mentioned 
in these columns last week for their gifts 
to employes are the following: 

Providence—Silverman Bros., the Capitol 
Welding Co., Fulford Mfg. Co., Rex Mfg. 
Co., Ross Wire Co., Young-Leonard & 
Harrall Co., M. S. Rodenberg Co., Pro- 
gressive Ring Co., Kresner Co., Whitaker- 
Fielding Co., A. A. Greene Co., Inc., D. & 
S. Co., H. W. Honeyman & Son, A. Mical- 
lef & Co., John F. Brady, Inc., Albert Mfg. 
Co. and Star Mfg. Co., Abbott-Beeber Co. 

Attleboro—Tappan & Bros., George L. 
Claflin Co., D. & M. Enameling Co., Frank 
Mossberg Corp., Moore Bros. Co., C. A. 
Marsh Co., Thomas G. Sadler, the Electric 
Shop, Mason Box Co., J. F. Bride & Co., 
Electric Chain Co., Leavett Bros., United 
Plate & Wire Co., Guyot Bros. Co., Inc., 
R. F. Simmons Co., Bliss Bros. Co., F. H. 
Sadler Co., D. & D. Chain Co., Marathon 
Co. and D. F. Briggs Co. 

North Attleboro—Bugbee & Niles Co., 
Oscar Hillman Co., Straker & Freeman Co., 
C. K. Grouse Co., L. E. Freeman Co., G. H. 
French Co., John E. Miner & Co., Webster 
& Co., Paye & Baker Mfg. Co., Swift & 
Fisher, D. Evans & Co., A. L. Lindroth & 


Co. E. E. Sturdy, C. H. Batchelder & Co. 


and Evans Case Co. 

The factory of the J. F. Sturdy Sons Co. 
at Attleboro Falls was the scene of a merry 
Christmas party on Friday afternoon. There 
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were three trees in various parts of the fac- 
tory and a most enjoyable time was reported , 
by all. Santa Claus did not skip by with- 
out paying a call and all received various 
presents. Refreshments were served. 

A most enjoyable Christmas party took 
place Friday afternoon at the factory of the 
LeStage Co. The office and packing room 
forces of the LeStage Co. and of the O. M. 
Draper Corp. and members of the ‘irms 
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were presented cyclamen plants. P. D. 
White, of the Draper Co., was the recipient 
of several gold pieces from the employes of 
that concern. A general exchange of pres- 
ents then took place, after which the prettily 
decorated tree which had been set up in the 
packing room, was stripped of its fruit in 
the shape of carefully selected gifts for all 
the men of the party. Ice cream and cake 
was then served. 








Suggests Changes in Indiana Laws 








Retail Jewelers Interested in Bar Association’s Proposals to Change Acts 
Dealing with Crime and Punishment 

















INDIANAPOLIS, Ind., Dec. 29.—Action last 
week on the part of the Indiana Bar Asso- 
ciation in which definite changes are asked 
in the State laws with regard to criminals 
and their punishment has attracted wide at- 
tention among the retail jewelers of ‘the 
State, and opinions of most prominent retail- 
ers in various parts of Indiana show that 
they believe some cognizance of the attor- 
neys’ recommendations should be taken by 
the Retail Jewelers Association before the 
legislature meets in January or at least early 
in the session. 

For one thing, the Bar Association pro- 
poses to sponsor the establishment of crimi- 
nal record and identification in every one of 
the 92 counties of Indiana. These bureaus, 
which would contain fingerprint records 
and other data relating to known criminals, 
would be maintained under the supervision 
of the Secretary of State. In this provision, 
the retail jewelers heartily conform in their 
opinions, provided the idea does not cost the 
tax-payers too much. They believe that 
such bureaus would aid in the quicker 
identification and punishment of burglars and 
thieves. 

The Bar Association also proposes to 
change the penal system from the indeter- 
minate sentence to the determinate sentence 
system, permitting the courts greater discre- 
tion in the sentencing of criminals. In the 
same provision the association also would 
abolish the State Board of Pardons and 
would substitute a system whereby the con- 
vict would shorten his own sentence auto- 
matically by good behavior. The jewelers 
want to know more about the intention of 
this provision, though the latter half likely 
would not come in for a gteat amount of 
opposition. The Board of Pardons is none 
too popular in Indiana, and it is the belief 
of many jewelers that in many instances it is 
too lenient. 

Another proposal of the attorneys is that 
the present statutes be changed so that a 
second conviction for robbery would carry a 
sentence of life imprisonment in the State 
Prison. This proposal would have the hearty 
indorsement of the jewelers, who point out 
that in all cases of robbery lives are imperiled 
and there is more real danger from robbery 
than merely from burglary, which generally 
occurs in the dead of night when employes 
and customers are out of the store. 

It also is proposed that the crime of petit 
larceny be reduced to the grade of a mis- 
demeanor, with the suggestion that to con- 
stitute grand larceny, the value of goods 
taken shall be at least $100 instead of the 


present $25. Grand larceny is a much more 
serious crime, and it is doubtful if the retail 
jewelers will want to see the money limit on 
it raised. Jail sentences may or may not be 
imposed for petit larceny in the discretion of 
the court, and the jewelers generally would 
favor jail sentences for all thefts. 








The Jewelry Trade’s Risks 





HE following words from the eminent 
Paris dealer in precious stones and pearls, 
“Léonard Rosenthal, will go to the heart of 
every jeweler in these United States. In 
Paris they take the same “medicine” as we 
in New York or Chicago. And the financial 
methods for maintaining the risky business 
are the same and as curious as our own. 
In his little work, entitled “Au Jardin des 
Gemmes,” the above-mentioned dealer says: 
“The most curious thing, perhaps, about 
the jewelry trade and that which character- 
izes it is this: The business runs into millions 
and is done on word of honor and confided, 
in wholesale parcels of goods, to brokers, 
often without a receipt, without weighing or 
calculating. The celebrated insurance com- 
pany, Lloyds, insures the merchants on word 
of honor for enormous sums. The merchant, 
generally, does an annual amount of trade 
several times surpassing his capital. Every 
day he takes the risk of losing his fortune 
through a simple miscalculation. Financial 
honesty and good faith, then, are the essential 
qualities of the corporation. 

“Bad faith of a man betrays him at the 
start of his career, and his fate is sealed. 
There will be no need of his continuing, 
nobody will have any confidence in him. The 
whole of a merchant’s fortune, perhaps, 
placed in a purse, and we do not know of 
cases of bona fide merchants leaving and 
carrying off their merchandise. An inter- 
loping world tries to get introduced into the 
corporation. These are the international 
thieves and nothing is so easy to steal as a 
jewel, or to get away with it; but it is 
difficult to sell it in France; it is London 
that sells off thefts of important jewels. The 
jewel is tempting; it weighs little and is 
worth much. The thief is on the watch. 
Frequently the dailies tell of police cases 
and feed us on stories of the malefactions of 
rats and mice in the hotels. ‘Today it is a 
store plundered, tomorrow it will be a pal- 
ace. The wall-piercers wait, sometimes for 
years, for the favorable moment to introduce 
themselves into the place. They take ac- 
complices with them. * * *” 
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DEATH OF WM. BARDEL 





Former Prominent Manufacturing Jeweler 
- and ex-United States Consul Passes Away 
at Brooklyn in His Eighty- 
first Year 

William Bardel, widely known throughout 
the entire jewelry trade, former vice-presi- 
dent of the Jewelers’ League, prominent in 
many association activities and of recent 
years field representative of the Jewelers’ 
Security Alliance, passed away Friday morn- 
ing last at 4 o’clock at his home, 150 Win- 
throp St., Brooklyn, N. Y. Death resulted 
from a heart attack, following an ‘Illness of 
several months which had confined him to 
his home. 

Mr. Bardel, or “Billy,” as he was known 
to his hundreds of intimate friends, had at- 
tained a unique position in the jewelry trade 
in his many years of service, and had also 
been able to keep his close contact with the 
industry for about 20 years while he served 
in the consular service of the United States. 
In both his business career and his service 
with the government he attained distinction 
as a result of his ability, thoroughness and 
many fine qualities which made friends for 
him in all walks of life. Though a German 
by birth, he was an American in all ideals 
and proved his patriotism and love of his 
adopted country in many ways. 

Born in the city of Nurnberg, Bavaria, 
slightly over 80 years ago, he was educated 
in the schools of his native place and started 
his mercantile career in the toy business for 
which his birthplace is famous. When about 
20 years old, he came to the United States 
to represent the toy house by which he was 
employed, but found the market in New 
York not satisfactory and he decided to 
change his occupation. It was then he en- 
tered the jewelry trade, which for the next 
three-score years he gave his affection, his 
loyalty and his service. 

Mr. Bardel’s first employment in the 
jewelry line was with the old house of Philip 
Bissinger, then one of the leading importers 
of New York, and he acted first as salesman 
in the Bohemian garment department of that 
concern. Later he was made road salesman 
and finally diamond salesman for the con- 
cern. About 1873, he joined with two other 
employes of the Bissinger house and started 
in the manufacturing jewelry business, the 
firm later becoming known as Heller & 
Bardel, and manufactured a general line of 
jewelry. Mr. Heller was the factory man 
and Mr. Bardel was the salesman, and as a 
representative of this firm he visited jewel- 
ers in all sections and became personally 
acquainted with the leading merchants of the 
industry. Later Mr. Heller bought out his 
partner and continued business under his own 
name until about 1900. 

During his career as a manufacturer, Mr. 
Bardel was active in practically all of the 
trade associations in New York and was 
one of the founders of many of them, in- 
cluding the old Jewelers Board of Trade, 
the Jewelers’ Security Alliance and the 
Jewelers’ League. In the League he became 
very prominent, rising to the position of 
vice-president and was for many years chair- 
man of the executive committee. He was 
also a founder and prominent in the Jewel- 
ers’ Republican Association in New York 
and took a prominent part in politics, and 
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with the backing-of the Jewelers’ Republican 


Association and with the aid of the late 


Colonel Shepherd: he received an appoint- 
ment in the consular service, his first posi- 
tion being as United States consular agent 
at Bamberg, Bavaria, not far from his na- 
tive city. As a result of his diligence and 
ability he was later promoted to consul and 
held positions in various cities in Germany 
and France. 

At the time the World War broke out, 
Mr. Bardel was United States Consul at 
Rheims, in which city he was kept by the 
United States government for 16 months, 
during the fiercest time of the struggle 
around that place, and before we went into 
the war he looked after the German citizens 
who were under the American protection. 
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While in Rheims, Mr. Bardel obtained 
worldwide fame owing to the fact: that he 
stuck at his post during the bombardment, 
and when the city was first captured by the 
Germans, he acted as intermediary with 
great success between the French inhabitants 
and the German commander. Though him- 
self a German-born, he had the entire con- 
fidence of the French population of the city 
and was in a position to act as intermediary 
between them and the German conquerors. 
In fact, Mr. Bardel was credited by the 
newspapers of many sections and by the citi- 
zens generally with having had the bombard- 
ment stopped after the city was first cap- 
tured. But this the Consul often denied, 
claiming that his intercession was only co- 
incidental with the factors that brought about 
the cessation of the bombardment. 

After the Germans receded and that sec- 
tion was again bombarded, he stuck to his 
post for months, while the section in which 
his home was located was destroyed and for 
a time he lived in the wine cellars of Rheims. 
Mr. Bardel acted as consul at Epernay dur- 
ing the bombardment of that town and later 
was shifted to Ponta Delgada in Azores, 
which by a strange coincident was bombard- 
ed a day or two after he occupied the post. 
He later acted as United States Consul in 
the Isle of Pines and in the Danish West 
Indies. He retired from the service in 1920. 
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Throughout- hts entire service to the gov- 
ernment, Consul Bardel képt up his close 
personal contact with his friends in the 
jewelry trade and there were few great 
events in the industry that were not honored 
with a cable message from him. After quit- 
ting the consular service and returning to 
New York, Mr. Bardel felt too active to re- 
tire from business and opened a translation 
bureau and for a while was a partner in a 
South American export concern. Of recent 
years he had acted as field representative 
of the Jewelers’ Security Alliance, of which 
he was originally one of the organizers, and 
had visited members of this organization in 
the vicinity of New York. Mr. Bardel was 
also an organizer of the Jewelers’ Protective 
Union and one of the group of men from which 
the Jewelers’ 24-Karat Club developed. He 
had been an honorary member of the Jewel- 
ers’ 24-Karat Club for many years. He was 
also active in the Maiden Lane Historical 
Society and for a while was trustee of the 
Jewelers’ Manhattan Camp for the Order 
of the Golden Seal, which took over 
the membership of the old Jewelers’ 
League. ; 

Mr. Bardel was married in 1873 to Miss 
Sophie Kugler, his wife also being a native 
of Nurnberg and an old childhood friend. 
She, two sons and three daughters survive. 
They are ‘Hans T., Gustave, Miss Hedwig 
Bardel, Mrs. M. De Saone and Mrs. E. Roth. 
The funeral services were held at Mr. Bar- 
del’s late home, 150 Winthrop St., Brooklyn, 
Monday last, at 2 Pp. M. 








DEATH OF GUSTAVE CHARPIAT 
Pneumonia Carries Off Well Known Watch 
Case Manufacturer of Chicago 


Cuicaco, Dec. 31.—Funeral services for 
Gustave Charpiat were held yesterday morn- 
ing at his late home, 3509 Lexington St., 
‘and interment was at Bluff City Cemetery, 
Elgin, Ill. Mr.-Charpiat, who was secretary 
of the J. C. Howard Watch Case Co., 
passed away at his home on Monday after- 
noon, at 5:10 o’clock. He had been ill for 
about four weeks with the “flu” which later 
developed into pneumonia and poisoned—his 
entire system. ae stoiin 

Deceased was 58 years old at the time of 
his death and had’ spént many ‘years. ia the 
watch case industry; ,He, learned his trade 
in St. Louis, under his father, and, after 
being there for a number of years, he went 
to Toronto, Canada, where he stayed for 
awhile. He later came to Elgin and worked 
in the factory of the Illinois Watch Case 
Co. Still later he then came to Chicago and 
joined J. M. Becker & Co., as a workman, 
and then 20 years ago entered into partner- 
ship with the late J. C. Howard and Charles 
Mentzel, under the name of the J. C. Howard 
Watch Case Co. He was secretary of this 
firm, which is located on the 9th floor of 
the Mallers building, 5 S. Wabash Ave., and 
held this office until his death. 

Mr. Charpiat, is survived by his widow, 
three daughters and one son. 








The Snow Jewelry Co. has opened a 
branch store in the Professional building, at 
Ocala, Fla. K. Vanderhoek is manager of 
the store. 
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LAST HONORS PAID 
Funeral of Henry A. Bornemann, New 
York, Held from His Late Home 
in Jersey City, N. J. 


As briefly noted in THE JEWELERS’ Cir- 
CULAR last week Henry A. Bornemann, suc- 
cessor to his father, the late Louis Borne- 
mann, and head of the firm of Louis Borne- 
mann’s Sons, makers of diamond jewelry 
and dealers in diamonds and precious stones, 
106 Fulton St., New York, died on Monday, 
Dec. 27. The services were held from his 
late home, 917 Summit Ave., Jersey City, 
N. J., last Wednesday night with burial on 
Thursday. Mr. Bornemann had been en- 





THE LATE HENRY A. BORNEMANN 


joying excellent health and was at his place 
of business on Monday, of last week. He 
went about his usual duties and returned 
home at the close of the day’s work. While 
sitting at the table writing in a memorandum 
book, he was suddenly stricken and passed 
away instantly. 

Henry Bornemann was born in Jersey 
City, N. J., on Jan. 29, 1867. His early 
education, he received in the public schools 
in Jersey City and later he attended Cooper 
Union Institute in New York. At an early 
age he entered his father’s jewelry shop 
where he worked at the bench for a number 
of years and received a practical know- 
ledge of the business. On the death of his 
father in 1904, he took over the business 
and until 1919, conducted it with his brother, 
Charles. In December, 1919, his brother 
died and Henry Bornemann then became 
sole owner. At the time of his death, Mr. 
Bornemann had been connected with the 
jewelry business for 44 years and was well 
known to the jewelry trade throughout the 
country. 


Mr. Bornemann served on the Board of 
Education of Jersey City for eight years 
and was prominent in a number of lodges. 
While a youth, he also sang in the choir of 
Trinity Church in New York. 

At the time of his death Mr. Bornemann 
was a member of the Triune Chapter No. 29, 
R. A. M. Bergen Lodge No. 47, F. & A. M., 
Jersey City Lodge No. 211 B. P. O. E,, 
Richie Lodge No. 5, K. of P., Arboret 
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Council, R. A., and the Hospital Bed Fund 
Association of Jersey City. 

Deceased is survived by his widow, one 
daughter and one son. The son has been 
connected with the business for 12 years and 
will continue it. 








DEATH OF CHARLES O. LAWTON 





Retired Boston Diamond Importer Passes 
on After Brief Illness 


Boston, Mass., Jan. 1.—Charles Otis 
Lawton, for many years one of the foremost 
diamond importers in this city, died today at 
Phillips House, Massachusetts General Hos- 
pital, after a brief illness. He was 69 years 
of age. 

Mr. Lawton retired from business three 
years ago, but for many years had been a 
member of the firm of Harris & Lawton, 
diamond importers, in the Jewelers building. 
The prominence which this house holds in 
the diamond business was largely due to his 
keen judgment, energy and affable per- 
sonality which won for him the support of 
a clientele of exceptionally wide dimensions. 

Recently Mr. Lawton made his home at 
the Hotel Brunswick, but was accustomed, 
since his retirement from business, to spend 
much of his time in traveling. And he had a 
Summer home at Point Allerton. 

Born in Leominster, April 24, 1857, he 
came of distinguished ancestry, being a 
descendant of Hezekiah Ripley, an officer of 
the Revolution. He married in 1885 Annie 
E. Collier, who survives him. 

Besides being ‘a prominent member of the 
Boston Jewelers’ Club, Mr. Lawton was a 
member of Trinity Church, and for more 
than 20 years was treasurer of the Men’s 
Club of that parish. He was also a member 
of the Society of the Cincinnati and assistant 
treasurer of the Massachusetts branch of that 
organization. He also belonged to Joseph 
Warren Lodge, A. F. & A. M., St. Andrew’s 
Royal Arch Chapter and Boston Com- 
mandery, Knights Templars. 

His passing removes a man who for a 
generation was regarded as an authority on 
diamonds, and one who was respected beyond 
the ordinary for his extreme courtesy, _his 
engaging personality and his integrity. 
Everyone in the trade mourns his departure 
and extends profound sympathy to the be- 
reaved. 

Funeral services will be held in Trinity 
Church, Jan. 3, and burial will be in 
Forest Hills Cemetery. 








Creditors Start Bankruptcy Proceedings 
Against Lerner Bros. & Buxbaum, Inc., 
New York, Following Heavy Loss 
from Robbery 


An involuntary petition in bankruptcy 
was filed on Tuesday of last week against 
Lerner Bros. & Buxbaum, Inc., manufactur- 
ing jewelers, 5 Eldridge St., New York. 
The petitioning creditors and their claims 
include the Marathon Co., $109; L’Anador 
Co., $60 and Schoengold, Inc., $425. Judge 
Bondy has appointed David Steinhart as re- 
ceiver under a bond of $2,500. The con- 
cern’s assets are placed at $5,000, while the 
liabilities are estimated at $20,000. This 
action was started by Goldman & Frier, at- 
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torneys, for the petitioning creditors, 15 
Maiden Lane. 

In January, 1926, this concern suffered a 
hold up in which five bandits carried off 
jewelry estimated at that time to be worth 
close to $25,000. 








IN FINANCIAL TROUBLE 


Creditors of Meyer Koulish, New York, 
Take Action in Bankruptcy 
Court 

Creditors of Meyer Koulish, dealer in 
precious and semi-precious stones, 64 Fulton 
St., New York, instituted bankruptcy pro- 
ceedings against Mr. Koulish last Wednes- 
day in the United States District Court. 
Those filing the petition include the Amer- 
ican Gem & Pearl Co., with a claim for 
$1,131; Johnson Matthey & Co., $528 and 
the Franco-American Precious Metals Corp., 
$1,000. An order signed the same day by 
Judge Bondy appointed Ilo Orleans as the 
receiver under a bond of $2,500. This order 
places the assets of the alleged bankrupt 
in excess of $5,000, while the liabilities are 
estimated at $50,000. The petition was filed 
on behalf of the creditors by Sternberg & 
Rosen, attorneys, in the Woolworth build- 
ing. 

A week previous to the instituting of the 
bankruptcy proceedings, creditors held a 
meeting at which a committee was ap- 
pointed. At this meeting, it was reported 
that Mr. Koulish owed creditors about 
$55,000 while his assets amounted to ap- 
proximately $22,000. 











ALLEGED SMUGGLERS HELD 





Two Young South Americans Charged with 
Defrauding Government of Duty 
on Gems 

Two young South Americans posing as 
students were arrested by New York de- 
tectives last Wednesday and after question- 
ing were turned over to the Customs 
authorities who charge the pair with smug- 
gling jewelry. Both men are being held 
for investigation but up until late Monday 
afternoon had not been arraigned in the 
Federal court. 

According to the detectives who arrested 
the men, one of the pair was discovered 
selling jewelry in the vicinity of Columbus 
Circle. On him, police said, were two 
diamond rings, one five karats and the other 
three. After questioning, he led the two de- 
tectives to his companion’s apartment, which 
yielded about $40,000 worth of various 
stones, the police said. 

According to the detectives the two men 
have been smuggling for about four years. 
Their method was to go every so often to 
Ecuador, where both have homes, buy jewels 
with poor settings, smuggle them into this 
country and then have new, modern settings 
made. One of the methods of getting stones 
into the country, the police believe, was to 
put the stones in rings, carry them off the 
ship and then take them out. 

Both apartments were well furnished, it 
was said, and officials understood that both 
men were the sons of wealthy rubber ex- 
porters in South America. Neither has 
American police records. 
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OT in the sense of custom only, but with a genuine 

appreciation of our pleasant associations during 
the past year, we extend to you our best wishes for 
a New Year of Happiness and Prosperity. 


YOKELSON-COOPER, Inc. 


106 Fulton Street, New York City 
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AUCTION TRICKS 





Philadelphia Jewelry Auctioneer’s Methods 
Lead to Complaints by Alleged 
Victims 

PHILADELPHIA, Pa., Jan. 4.—The jewelry 
auction evil was brought forcibly to the at- 
tention of the police here by one of the bold- 
est swindles yet perpetrated by “fakers,” and 
as a result Police Director Elliott may start 
a crusade against the swindlers. The ‘“auc- 
tion” in this instance is on Market St., and 
the tactics of those running it have been 
complained of more than once, but with no 
result. 

In this case one of the victims was John 
Strike, of 3869 Wiches Lane, this city, who 
clams he was swindled out of $200 by a 
new game here. Another was Anthony 
Manz, 1450 N. Lawrence St., who told the 
police he was duped out of $20. Only one 
arrest was made, that of the alleged owner 
of the auction, who ordered a_ policeman 
away from the front of the store when he 
prought the victims back in an attempt to 
obtain restitution. The prisoner was booked 
on a charge of disorderly conduct, but the 
next day was discharged by a magistrate. 
Mr. Strike told Policeman Hauber that he 
had no intention of buying but stopped at the 
store when attracted by the loud voice of 
the auctioneer. The latter, finding business 
very dull and no bidders for an alleged gold 
watch and a “diamond stickpin” he was 
holding up, accused the crowd of being 
“pikers” and charged there was not $200 in 
cash on the persons of all his hearers. That 
nettled Mr. Strike, he told the police and 
he pulled out $200 and waved it at the 
auctioneer. The latter saw his opportunity 
and requested Mr. Strike to hand him the 
bills for a moment. Mr. Strike did so and he 
says the auctioneer placed the bills on the 
stand in front of him and resumed calling 
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that he had no intention of bidding and that 
he handed the money up merely to show 
he had the amount. But the auctioneer 
waved him aside and went on calling for 
bids on another lot of “jewelry.” 

Mr. Strike went out, met Policeman 
Hauber and told his story. As they neared 
the store they met Mr. Manz who told the 
policeman he had been swindled out of $20 
in the same way. At the policeman’s sug- 
gestion Mr. Manz stepped inside the store 
and the auctioneer, by this time awake to the 
situation, called him over and handed him 
back his $20. That encouraged Mr. Strike 
to think he might get his $200 back, but by 
this time the auctioneer had ordered both 
him and the policeman away and _ the 
auctioneer’s arrest followed. A jeweler ap- 
praised the watches and stickpin wished on 
Mr. Strike as wortl about $50 in the ag- 
gregate. 

Complaints to the director of Police 
Elliott resulted in a promise of a searching 
investigation but the store is still doing 
business. 

Attention of officials of the Pennsylvania 
Retail Jewelers’ Association has _ been 
called to the case and they will prod the 
police heads until something is done toward 
enforcing the local auction ordinance, which 
although passed last April has been prac- 
tically a dead letter. The Better Business 
Bureau also has taken the case up and will 
do a little prodding on its own account. 








LOOK OUT FOR HIM 





Prisoner Who Escaped from State Prison 
at Raleigh, N. C., Passed Bogus Checks 
at Jewelry Stores 
WINsTON-SALEM, N. C., Jan. 3. Jewelers 
throughout the country are warned to beware 
of a man who gives the name of R. C. 


~ 





R. C. ODOM, CHECK SWINDLER, WHO ESCAPED FROM PRISON AT RALEIGH, N. C. 


for bids on the watch and stickpin. As none 
more came, he swept Mr. Strike’s money 
into the cash register, and handing him the 
gold watch, another timepiece and the stick- 
pin, announced the lot had been sold to the 
$200 bidder. 

Mr. Strike was so surprised that he took 
the goods without thinking, then tried to 
tell the auctioneer a mistake had been made, 





Odom who was sent to State Prison at 
Raleigh from Forsyth County to serve three 
to five years on a charge of larceny of 
an automobile and giving worthless checks. 
He made his escape from prison last week. 
With Odom were two other prisoners, 
Charles Kendrick and Frank Coffey. Coffey 
surrendered to the police at Fayetteville, 
a short while after the escape. Odom is 


65 


the man who passed bogus checks on several 
local jewelers prior to his arrest. 
According to details from Raleigh, the 


three men were allowed to carry a load 


of laundry to the Old Soldiers Home. In 
place of going there they headed toward 
Fayetteville at which place Coffey surren- 
dered to the police. He claims Odom and 
Kendrick compelled him to drive to that 
place. 

THE JEWELERS’ CIRCULAR carried a com- 
plete story a few months ago of the arrest 
and conviction of Odom after he had passed 
worthless checks on Winston-Salem jewelers, 
from whom he obtained both diamonds and 
money. 


RECOVERS DIAMOND RINGS 


Portland, Ore., Jeweler Nearly Loses Valu- 
able Jewelry Which Is Carried Off in 
Garbage Wagon by Mistake 

PortLaNnpD, Ore., Dec. 31.—Diamond rings, 
valued at $800 to $900, were rescued from 
the waste-paper dump, after they had been 
thrown into a garbage wagon and carted 
there from the jewelry store of Harry 
Brown, 149 3rd St. Because of the sudden 
illness of his wife one night last week, and 
his desire to get her home as soon as pos- 
sible. Mr. Brown did not exercise his usual 
care in putting the gems into the safe. One 
box was left lying on the showcase in the 
store. When the garbage man called to 
make his usual collection, thinking it empty, 
the man threw it onto the load. 

As the load of waste paper was later be- 
ing dumped out, the box opened and the 
driver saw the rings glistening in the sun- 
light. He reported the discovery of these 
rings to the superintendent, while Mr. 
Brown, who had discovered his loss the next 
morning, and the city superintendent of 
garbage disposal, were frantically searching 
every garbage dump in the city, and trying 
to find out the name of the man who col- 
lected on the Brown store route. On an- 
nouncement of the discovery, they rushed to 
the waste-paper dump and there recovered 
rings to the value of $800 to $900. The 
garbage driver was given one for his hon- 
esty. 

One thing that developed from this was 
the necessity of merchants learning the 
names and addresses of garbage drivers on 
their routes, as it is said valuables are often 
picked up on the floor or thrown away into 
trash containers. 

















One of the most welcome of the souvenirs 
of the season to come to the jewelry trade is 
the leather bound calendar diary and memo- 
randum book presented to their customers by 
Handy & Harman, metal dealers, refiners, 
etc., 57 William St., New York. This book, 
in addition to its pages for memorandum 
under every day of the year, contains a series 
of handy tables of weights and measure- 
ments ; tables of the weights of sterling silver 
sheet and wire, of silver circles, unit wire 
measure, etc., tables for translating troy 
and avoirdupois weights; decimal tables as 
to fineness or gold karats; tables on the 
density of melting points of metals, etc., and 
a mass of miscellaneous information, includ- 
ing facts on postal, parcel post, hints on 
first aid to the injured, etc. 
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C CSAPPHIRES . EMERALDS? 


— ALL SIZES. EMERALD CUT and SQUARE CUI 
=: =] T TA ind CALIBRE} Upward to5 carats for single stone rings 


FANCY SHAPES cut to order from the rough 
SAPPHI ye, a AND FANCY CUT DIAMONDS 
in porter 


rENRY GREE wat lither 
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One Word Unlocks Their Treasure Chests! 


Like the “Open Sesame” of the prices which only our method of buy- 





Arabian Nights is this word “Cash” ing could make possible. 

to the owners of the finest jewel Our large stock is always at your 
estates. So they come to us with their service—including Diamonds, Fancy 
gems, and we buy them. Cuts, Emeralds, Pearls and 


a variety of Wide Bracelets 


Then, re-set or re-cut to bring ; ‘ : 
up to 1¥% inches in width. 


out their fullest value, we of- 
fer these jewels to you at low 


HARRY WIN STON 


Premier Diamond for 
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BANKRUPTCY PETITIONS FILED 


Creditors of Kaplan Jewelry Co., Trenton, 
N. J., and I. Zieger & Son, Phila- 
delphia, Pa., Start Actions in 
Federal Court 

PHILADELPHIA, Pa, Jan. 4—Two 
jewelry failures have interested the trade 
during the week. One involving big liabilities 
was filed at Trenton, N. J., having a re- 
flection here in an ancillary receivership. 
The failed concerns are the Kaplan Jewelry 
Co., a chain concern with headquarters in 
Trenton and stores here, Harrisburg, Pitts- 
burgh, Easton, Allentown, Reading and 
several other cities in this State, and I. Zieger 
& Son of this city. 

A bankruptcy petition in equity was filed 
against I. Zieger & Son, who are wholesale 
jewelers at 726 Sansom St. The petitioners 
are Philip and Morris Kramer, trading as 
Kramer & Kramer and Ignatz Kleinberg, 
both of New York, who asked for appoint- 
ment of a receiver, their claims, both for 
merchandise, being respectively $900 and 
$5,426. The petition states that the liabili- 
ties are about $127,000 while the assets are 
estimated approximately at $150,000. The 
New York creditors assert in the petition 
that several other creditors already have 
filed suits or are about to do so and that a 
forced sale under these proceedings at this 
time would result in a heavy loss and that 
the concern is at present unable to pay 
principal or interest on large obligations 
now maturing. 

The Federal Court appointed Joseph 
Goodman and Nathan Halpert as joint re- 
ceivers with a bond which was placed at 

Before the New York petition was filed, 
the Zieger firm offered creditors a com- 
position offer of 10 per cent cash and 30 
per cent in notes but this offer was not 





satisfactory to the majority of the local” 


creditors, several of whom were about to 
unite in filing a bankruptcy petition when 
they were informed of the action of the 
New York creditors. 

The Zieger firm recently purchased the 
building at 726 Sansom St., erected by the 
late Samuel Deutsch and occupied it only 
a few weeks ago. It is understood that 
about $65,000 was paid for the property 
which is reported to be heavily en- 
cumbered. 

On Dec. 13 last, the firm figured in a 
holdup. Israel Zieger, head of the concern, 
his nephew, Simon Zieger, and a salesman 
named Cohen, told the police they left 
Zieger's home early on that morning in an 
automobile for Lancaster, where they in- 
tended to sell diamonds to several retailers. 
At a lonely spot in West Philadelphia, they 
said, their car was intercepted by another 
containing four armed bandits, three of 
whom robbed the Ziegers and Cohen taking, 
according to the police report, diamonds 
valued at slightly more than $39,000 from 
the elder Zieger and their money and per- 
sonal jewelry from the others. Another 
robber, armed with a sub-automatic machine 
gun remained in the bandits’ car, Zieger 
said. 

It transpired that the Ziegers had planned 
to make the Lancaster trip a week or two 
before the date of the holdup but delayed 
it because of an accident to their car. 
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Police and headquarters detectives worked 
briskly on the holdup but apparently lost 
interest in it after studying what clues were 
available. 

It was stated after the holdup episode 
that most of the diamonds reported stolen 
were the property of New York dealers, al- 
though several Philadelphia diamond mer- 
chants also were interested. Some lively 
happenings are expected at the first meeting 
of the creditors, no date for which has yet 
been set. 

The Kaplan failure, while not entirely 
unexpected to some, came as a surprise to 
the trade in general here. Proceedings were 
taken in the United States district court at 
Trenton by John Nelson, trading as the 
Queen Stout Suit So., of Brooklyn, N. Y., 
who filed a petition in equity asking for 
appointment of a receiver for the New Jer- 
sey property of the Kaplan company and 
for ancillary receivers here and in other 
places where the concern maintains branch 
stores. William L. Dill was appointed as 
receiver under this petition and he and 
Harry O. Boreth were named by Judge 
Dickinson as ancillary receivers for the con- 
cern in this city for proceedings in the 
federal court here. The bond was placed 
at $25,000. 

It was stated that liabilities of the con- 
cern will aggregate $400,000, while assets 
are placed at $500,000. The petition states 
that the Kaplan business has been con- 
ducted at a loss for some time, it being an 
installment one and that internal friction in 
the company and a policy of over-extension 
are to some extent responsible for present 
conditions. 

Officers of the concern are Harry Kap- 
lan, president; Hiller Kaplan, secretary and 
Ernest Singer, treasurer. The company was 
organized under a New Jersey charter in 
February, 1922. The company admits the 
statements in the Nelson petition and joins 
in the petition for a receiver. 

Shortly after the equity petition was 
filed at Trenton, an involuntary petition was 
filed there against the same concern by 
three creditors, the Gothic Watch Co., Inc., 
with a claim of $2,184; Brunner Watch Co., 
$500 and Finklestein Bros., $500. All these 
creditors are in New York. In view of the 
equity petition which already had been acted 
upen, no action was taken on the involuntary 
petition. 








The “Experience of a Jeweler” is the 
caption over an article which appeared re- 
cently in the Southern Jeweler contributed 
by Louis Hausmann, of Hausmann, Inc., 
730 Canal St., New Orleans. After giving 
a brief review of his early career, Mr. 
Hausmann pays a splendid tribute to the 
memory of his mother who retired from 
business in 1900 but who paid daily visits 
to the establishment up to within a month 
of the time of her death. The article then 
goes on to discuss the jewelry business 
and gives some splendid advice to jewelers. 
The repair department in the jewelry store 
is discussed and other features of the busi- 
ness covered. In conclusion, the article 
urges that jewelers should read their trade 
magazines, be members of their State retail 
jewelers’ associations, join the Jewelers Se- 
curity Alliance, subscribe to the National 
Jewelers Publicity Advertising campaign, etc. 
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SOUTH AFRICAN PLATINUM 





U. S. Trade Commissioner at Johannesburg 
Reports Progress of One Platinum Min- 
ing Company, but Says Early Optimistic 
Predictions as to Supply from These 
Fields Will Not Be Realized 


WASHINGTON, Jan. 1.—Signalizing the prog- 
ress of the new platinum industry in South 
Africa is the announcement by Onverwacht 
Platinum, Ltd., of its first dividend—10 per 
cent. Between Feb. 1 and Nov. 1, 1926, this 
company milled 16,745 tons of ore, from 
which 5,142 ounces of refined platinum and 
allied metals were extracted. In October 
from 1,432 tons of ore the output was 618 
ounces, or an average of 8.2 dwts. per ton 
milled, as compared with an average of 7.7 
in August and 10.9 in July, the record month 
to date, when 849 ounces were recovered. 

With the increased plant facilities which 
have just been installed, the maximum mill- 
ing capacity is now 100 tons of ore per day. 
It is expected, consequently, that the output 
from Onverwacht will be very materially in- 
creased, possibly to 1,400 or 1,500 ounces a 
month, reports Trade Commissioner Perry J. 
Stevenson, at Johannesburg, to the Depart- 
ment of Commerce. With the larger plant 
the percentage of platinum recovery will, it 
is hoped, be still further increased above the 
average for the September quarter, which 
was 81.7 per cent, a gain of 1.2 per cent over 
the June quarter results. 

According to the chairman of Onverwacht, 
Ltd., the refining process is operating with 
great regularity, and no difficulty whatever 
has been experienced in disposing of the re- 
fined product expeditiously and at excellent 
prices. The net proceeds from the sale of 
2,401 ounces sold up to Sept. 30 last was 
£45,612, or an average of £19 per ounce. Due 
to the larger consignments, costs have tended 
to decrease, and the net proceeds for Sep- 
tember sales were £19 17s 2d per ounce. As 
the natural result of larger mining and crush- 
ing operations, still further reductions in costs 
are expected. 

While the South African platinum indus- 
try, as a whole, cannot report the progress 
achieved by Onverwacht, Ltd., and it is clear 
that the early optimistic predictions of the lo- 
cal platinum producers as to potential pro- 
duction will not be realized, a few sound pro- 
jects will undoubtedly materialize, Trade 
Commissioner Stevenson reports. The pres- 
ent weeding-out process is causing pessimism, 
but it is probably necessary and the results, 
in the long run, will be beneficial. 





Lonpon, Dec. 24.—The platinum interests 
of the Johannesburg Consolidated Investment 
Co., now in course of development, show 
wide ore bodies carrying notable quantities 
of platinoids. Some of the ore contains pal- 
ladium and iridium. The grade of ore crushed 
last month was 7.5 dwts., of which 3.2 dwts. 
was platinum and 4.3 palladium. Some 25 
tons of concentrates have been shipped to 
European firms for smelting and refining, and 
future disposal depends on the results from 
these shipments. The company says its areas 
are easy to develop and rapid progress is as- 
sured. It is predicted that its Potgietersrust 
and Rustenburg districts will be able to sup- 
ply all the platinum and palladium that our 
trade here needs at a price that will leave a 
satisfactory profit margin. 
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“BUY FROM THE CUTTERS” 


GEMS 


EMERALDS AQUAMARINES 

RUBIES CHINESE JADE 

SAPPHIRES BLACK OPALS 
and other PRECIOUS 


and SEMi-PRECIOUS STONES 


AMERICAN GEM ©€> PEARL Co. 


Miners : Cutters : Importers 


SIX WEST FORTY-EIGHTH STREET 


NEW YORK 


LONDON PARIS 
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EVERYTHING IN THE STONE LINE 


S. NATHAN & CO. 


IMPORTERS AND CUTTERS OF 


DIAMONDS, PEARLS, PRECIOUS 
SYNTHETIC AND IMITATION STONES 


———_<—>—__—_ 


<Q" salesmen are preparing to visit you 


with a complete stock of the latest im- 
portations and up-to-date cuttings in 
ring stones and calibre. 


It Will Pay You to Wait for Them. 


71-73 NASSAU STREET, NEW YORK, N. Y. 
Cortlandt 0563-8377 
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THE WASHBURN 


SECURITY MAGIC NUT 
Automatic Holder for ear studs, scarf-ping 
etc. 


for all sizes of scarf- 
pin wire. Guaranteed, 


EAR a el 


for unpierced ears. 


iF Oz 


Closed. “<= 
"eal Circular on Application. 
Pearl Drilling and Adjusting a Specialty 
Special Order Work and Repairing 
Cc. IRVING WASHBURN, 108 Fulton Street, N.Y, 


The Buyers’ 
Directory 


SAFETY CATCH 
for Brooches, ete, 
Can be applied to any 
work where pin tongues 

are used. 
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Price, $1.00 





Circular 


The Jewelers’ 
Publishing Company 


11 John Street New York 











Cc. CULMAN 


is stamped on the best 
Caliper Jewel Setting Cutters 
* Pallet Jewel Setter 
MQ Balance Chuck Staytrue Clamp 
‘ Automatic Pivot Polisher 
jf Send for ‘‘The Bracelet Watch’; 
Fy will help you. 


SoZ CCULMAN, 22 Deve7 Som 
ODD SHAPE=—=—== 
WATCH GLASSES 


Perfect Fitting Dust Proof 


114 Fulton St., New York 
UGER & FANDE 


St. Louis Watchmaking School 


ESTABLISHED OVER THIRTY YEARS 
If you really knew how thoroughly we prepare 
you to fill a good position in a first class Jewelry 
Store, you would come to see us at once, and 
learn the practical work as must be done in & 
first class Jewelry Store. 
Write for our Catalog at once. 
St. Louis Watchmaking School, St. Louis, 


























Mo. 





~ping 


etc, 
to any 
ongues 


Closed 


J N.Y, 





——t 











January 5, 1927 


NEW JEWELRY BUILDING 
Sixteen Story Structure to Be Erected at 
Sixth Ave. and Forty-sixth St., 

New York 


To meet the increasing demands of the 
jewelry trade a new 16-story building will 
be erected at 74-78 W. 46th St. on the south- 
east corner of Sixth Ave., New York. For 
the past four years there has been a move- 
ment of all branches of the jewelry trade 
to the district bounded by 46th St., Fifth 
Ave. 48th St. and Sixth Ave. As a result 
a number of beautiful and up-to-date build- 
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NEW JEWELRY BUILDING AT 74-78 w. 46TH ST. 


ings have been erected in this section and 
are now occupied exclusively by the jewelry 
and kindred trades. 

The newest proposed building, illustrated 
herewith, will provide the necessary space 
for tenants who will require space in the 
Fall of 1927 and the Spring of 1928. The 
structure will be 16 stories high and will 
occupy a corner plot, with light on all 
sides, and will present an interesting addi- 
tion to the sky line in this district. 

According to present plans the ground floor 
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of the building will contain a banking space 
with ample mezzanine and with safe deposit 
vaults in the basement. The second floor 
will be designed for shops requiring show 
window display. The upper floors from 
the third to the 16th will be especially 
designed with a maximum of glass areas 
with the long dimension of the building 
75 feet facing the north. The floors will 
be so arranged small units can be provided 
with maximum north light. 

The exterior of the building will be de- 
signed in a modified style of Gothic architec- 
ture with pronounced vertical lines. The 
base of the building will be granite with the 
first and second floors faced with stone. The 
front of the building will be treated with 
brick of light tone, with terra cotta decora- 
tions. The building will be equipped with 
a special burglary protection system. 

The lessee is the Acquitania Realty Co., 
Inc., Sigmund Glatzer president, 150 W. 
42nd St., who controls the 63 year lease 
held on the property. F. P. Platt & Bros. 
are the architects for the lessee and also 
represents the interest of the Potter Estate, 
owner of the fee. Schroder & Koppel build- 
ers have been given the contract for the 
construction work and Brown, Wheelock, 
Harris, Vought & Co., Inc., are the agents. 








WINDOW SMASHER AT WORK 
Gets Loot Valued at $1,500 from Atlanta, 
Ga., Jewelry Store 


ATLANTA, Ga. Dec. 28—An_ expert 
window smasher, operating sometime be- 
tween two and four o’clock Sunday morn- 
ing, Dec. 26, broke the show window of the 
Gem Jewelry Co.’s store, at 143 Peachtree 
St., and escaped with approximately $1,500 
worth of jewelry, taking virtually every 
piece of value that was on display in the 
window. 

The smasher at first attempted to cut a 
square from the pane near the edge of the 
window large enough for him to insert his 
hand. For some reason, however, he decided 
that the process of cutting through the glass 
was too slow and gave it up to break the 
heavy plate glass with a stone wrapped in 
paper or some other heavy instrument. Then 
he systematically looted the window of 
everything of value. 

According to M. Miller, proprietor of the 
store, the job must have been done by 
some one who had watched the window, as 
the smashing took place at a time when prac- 
tically all of the goods shown were new, 
making it easy to dispose of them but difficult 
to identify them. And practically none of 
the old material on display in the window 
was disturbed. No attempt was made to 
enter the store or to rob the safe, the 
window smasher evidently being contented 
with the haul secured. 








lire, which started in basement of the 
Sibert jewelry store in the downtown dis- 
trict of Waterloo, Ia., Dec. 27, destroyed 
the store and caused loss of $150,000 to two 
adjoining business blocks, including the 
Crystal theater. Reduction of the Sibert 
stocks during the holiday season saved Mr. 
Sibert from heavy loss. 
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Window Smashers Visit Brooklyn Jeweler 
and Escape with Valuable 
Diamonds 


During the holiday season just passed the 
local jewelry trade was bothered with a 
window smashing epidemic which claimed 
many New York and Brooklyn retailers as 
victims. The loot taken from the windows 
smashed by the thieves ranged from a few 
hundred dollars to $5,000: None of the 
thieves were captured. 

The last victim of this holiday epidemic 
was Louis Pollock, retail jeweler, 2623 
Atlantic Ave., Brooklyn, whose store win- 
dow was smashed Christmas Eve and robbed 
of two trays containing 24 diamond rings 
worth $4,000. The jeweler’s loss is not in- 
sured. 

The thieves followed the usual procedure 
of driving up to the curb in front of the 
store. One man alighted while another sat 
at the wheel. Walking up to the window 
about 10.15 p. M., the man hurled a stone 
through the glass, grabbing the two trays 
of rings, jumped back into the waiting car 
and was whisked away. 

Hearing the crash of falling glass Mr. 
Pollock and his wife ran to the street just 
in time to see the automobile‘ carrying the 
thieves and the loot speed away. Mr. Pol- 
lock carried insurance until last February 
when he was unable to have his policy re- 
newed. 





Notes from Here and There 





Newman L. Porter, jeweler at Clarion, 
Ia., sold out to F. Bras. 

The jewelry which was stolen from the 
store of J. P. Lester at Cambria, Va., some 
weeks ago by burglars has all been found 
and accounted for and officers are preparing 
for further developments in the case. 

Two men disguised as telegraph messen- 
gers ransacked the jewelry store of Thomas 
J. Cassutt, Seattle, Wash., recently and es- 
caped with considerable valuable loot after 
beating up A. G. Cassutt, brother of the 
jeweler. 

The Mack Hurlbut jewelry store, Ft. 
Dodge, Ia., which was established there in 
1888, has been incorporated with $20,000 
capital. Mr. Hurlbut is president of the 
firm; E. I. Leighton, vice-president and 
Fred C. Wray, Chicago wholesale jeweler, 
secretary and treasurer. The store will be 
known as Mack Hurlbut, Inc. C. C. Oswald, 
Fort Wayne, Ind., is to go to Fort Dodge, 
Ia., to be in charge of the jewelry sales 
and purchasing department. 

An exact reproduction of the mission of 
San Luis Rey, considered one of the most 
beautiful of 21 California missions, attracted 
considerable attention from passersby when 
displayed in the window of the Ramor 
Jewelry Co., at Pueblo, Colo. The San Luis 
Rey mission was established near Ocean- 
side, Cal., by Padre Peyri in the year 1798. 
It is a beautiful example of the old Spanish 
architecture that prevailed in all the old 
missions of the south and southwest. This 
reproduction and a setting in the other show 
window at Ramor’s showing Cleopatra be- 
ing fanned by her slaves, were made espe- 
cially for the Ramor store. 
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GLYCINE ? 
IMPERIAL p WHAT ARE THEY 


GOERING e 


ELAINE, The Four Watch Lines of Absolute 
Standardization Sold by Reliable Jobbers 
for many years—Backed by Reliable 
Importers. 


If you have not already handled these lines, get acquainted. Put 
in GLYCINE, IMPERIAL, GOERING and ELAINE watches, 
thereby placing your Watch Department in a 


STAYING RELIABLE STANDARD 


and business increasing condition. 
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Bayer. *retzfelder & Mills Co. Inc 


IMPORTERS OF WATCHES FOR THE JOBBERS 
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AARON SVERDLIK & CO. 


IMPORTERS 


Pearlis---Precious and Semi-Precious Stones 
Antique Jewelry 


527 Fifth Ave. vw. oes New York 
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Federal Trade Commission Invites Wholesale Jewelry Firms to Meet in Con- 
ference and Take Measures to Reform Announcements Describing 
Jewelry Lines in Catalogs 
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Wasuincton, D. C., Jan. 1—As an- 
nounced some time ago, the Federal Trade 
Commission is inaugurating a series of trade 
practice conferences in various industries 
with the idea of eliminating certain abuses 
or practices which are in general use but to 
which exception has been taken and which 
sometimes formed the basis of complaints. 
In accordance with the new plan, letters 
have been sent out to a large number of 
wholesale houses in the jewelry trade in va- 
rious cities who issue catalogs asking them 
to participate in a trade practice conference 
in the near future, with the idea of approv- 
ing plans that would eliminate some of the 
practices in the advertising of catalogs to 
which the Federal Trade Commission feel 
exception might be taken. It is probable 
that some of the trade organizations might 
also be advised to: participate in the general 
discussion on the subject for the informa- 
tion of the Commission and for the benefit 
of the trade in general. 

The letter, which was sent out last week 
to some of the leading wholesale concerns 
in Chicago, New York, Cincinnati, St. Louis, 
Boston, Philadelphia and other cities, reads 
as follows: 


“Gentlemen : 

“A trade practice conference is con- 
templated for catalogue houses engaged in 
the wholesale jewelry industry. The pur- 
pose is to give all concerned an oppor- 
tunity to participate in deliberations which 
are expected to result in efficiently elim- 
inating from the industry unfair practices 
consisting largely of false and mislead- 
ing advertising and misbranding of im- 
itation jewelry, toilet articles, etc., by the 
use of terms and descriptions indicating 
that such articles are genuine. Thus, 
various imitation stones are illustrated and 
described in catalogues as: ‘Sapphires,’ 
‘Rubies,’ ‘Emeralds,’ etc., and imitation 
pearls are described as ‘La Tausca pearls,’ 
‘Deltah Pearls,’ etc., and celluloid toilet 
articles as ‘French Ivory,’ ‘Amber, 
‘Ivory on Amber,’ etc. Numerous mis- 
descriptions are also made as to watches, 
rings and other similar articles. These, 
and other unfair methods of competition, 
if any, may be discussed if the industry 
desires. 

“In other words, as experts in their line, 
men actively engaged in this industry are 
asked to define for the Commission such 
practices as they consider unfair, and to 
assist in the formation of rules of business 
conduct intended to eliminate simultane- 
ously the practices specified and any 
others which the industry recognizes as 
bad. Pending applications for complaints 
against concerns engaged in this industry 
are awaiting the result of the attitude of 
the industry towards the calling of such a 
conference. If a desire therefor is ex- 
pressed by a sufficient number, a recom- 
mendation to this end may be made. If 


held, the action of the conference will be 
informative to the Commission as to 
whether the interest of the public is best 
served by proceeding with the trial of 
various individual complaints, which in- 
volves expense and annoyance to business, 
or whether the industry by its own action 
desires that the practices in question be 
abandoned at one time by all users thereof. 

“In such conferences no charges are 
brought against individual concerns. The 
subjects discussed are intended to relate 
exclusively to the practices or methods, 
not to persons using them. The effect, 
however, is to eliminate the claim some- 
times advanced that one concern is justified 
in continuing such use as long as other 
concerns do so. 

“To assist in determining the extent of 
the demand for a trade practice confer- 
ence, as above described, an expression of 
opinion on this subject is desired from 
you, and a prompt reply is requested. 

“A  franked envelope, requiring no 
postage, is enclosed for your convenience 
in replying. 

“Very truly yours, 
“M, MarKHAM FLANNERY, Director. 
Trade Practice Conferences.” 
Enclosure. 
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Man Charged With Having Diamonds 
Valued at $125,000 Concealed in His 
Socks Arrested by New York Cus- 
toms Officials 


Franz Tielemans, watchman employed on 
the Red Star liner Pennland, is charged with 
concealing 627 carats of diamonds in his 
socks and attempting to land in this country 
last Sunday. He was caught on the dock 
by Customs Inspectors. According to the 
Customs authorities a search of the watch- 
man revealed diamonds worth about $125,000. 
Tielemans was held for a hearing yesterday 
(Tuesday) after THE JEWELERS’ CIRCULAR 
had gone to press. 

Guards at Pier 61, 20th St. and Hudson 
river, had orders to permit no member of the 
Pennland’s crew to land without search. 
Tielemans was searched, and it is said that 
two parcels of diamonds were found, one in 
each sock. There were 16 small packets in 
one parcel, 25 in the other, aggregating 627 
carats and ranging in size from melée to one 
carat stones. 

Tielemans was locked up at the Charles 
St. police station. He said, according to 
Treasury agents, that he did not know to 
whom the stones were consigned, his instruc- 
tions being merely to take them to a street 
intersection uptown and turn them over to a 
man with a red handkerchief who made the 
proper reply to a password. 

Federal detectives passed the greater part 
of Sunday sauntering through the nzighbor- 





. 


hood described by their prisoner, but no one 
gave the countersign Tielemans had given 
them. 

Information that an attempt was to be 
made to smuggle diamonds ashore from ‘he 
Pennland reached the Treasury Department 
soon after the vessel sailed for New York. 

The Customs men are now endeavoring to 
locate the person or persons who were to re- 


' ceive the stones. 


Only a week ago an employe on the Arabic 
was arrested while leaving the ship after it 
docked here and a search of this man re- 
vealed diamonds which were also hidden in 
his socks. 








Business Troubles 





Melvin E. Siegel, St. Petersburg, Fla., is 
in bankruptcy. 

It is reported that Umberto Pagliuca, New 
Haven, Conn., is in bankruptcy. 

It is reported that the McMahon Jewelry 
Co., Columbia, Tenn., has assigned. 

Harry C. Scatterday, Akron, O., has as- 
signed for the benefit of creditors. 

An involuntary petition in bankruptcy has 
been filed against Arthur Spencer, Pough- 
keepsie, N. Y. 

The Richards Jewelry Co., Tacoma, 
Wash., has made an assignment for the 
benefit of creditors. 

An attachment has been levied against the 
Brown Mercantile Co., Portland, Ore. The 
merchandise is valued at $6,000, accounts 
receivable, $3,700 with fixtures valued at 
$3,400. The liabilities of the ‘concern are 
placed at $40,000. 

Ed. J. Steuerwald, Virginia, Minn., has 
given a trust deed at E. G. Robie. The 
merchandise is said to be valued between 
$500 to $600 and fixtures are reported to 
be mortgaged. He owes for merchandise 
about $2,000 and $3,700 for store rent. 

The Davidson Jewelry Co., Montgomery, 
Ala., has filed a voluntary petition in bank- 
ruptcy. The assets are given as $7,151, un- 
secured claims $8,539, secured claims $3,325 
and priority claims $520. The concern 
claims exemption to the amount of $1,000. 








The Benedict Manufacturing Company, 
silverplated-ware manufacturers, of | East 
Syracuse, N. Y., following the successful 
operation of its group life insurance plan 
adopted some ¢@ime ago, has enlarged its 
original program to include the advantages 
of health and non-occupational accident in- 
surance. Both plans are being underwritten 
by the Metropolitan Life Insurance Co. 
Under the terms of the original plan, each 
employe was given a substantial amount of 
life insurance, the premiums being paid 
jointly by employer and employes. This 
feature is also included in the new health 
and accident program. When unable to work 
due to sickness from any cause or injury 
received while off the job, an employe will 
be paid benefits approximating one half of 
his weekly salary. These payments will 
continue for a maximum of 13 consecutive 
weeks, Besides the actual insurance 
features of the plan, the insurance company 
offers the advantages of a visiting nurse 
service and the periodical distribution of 
health conservation pamphlets. 
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Reports from the European Diamond Markets 











Conditions in the Diamond Centers of London, Paris, Antwerp and Amsterdam 
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Lonpon, Dec. 20.—As is usually the case 
among manufacturing jewelers during the 
few weeks preceding the Christmas festivi- 
ties, many of them are executing private 
orders which keep them busy. On the other 
hand, there is a general complaint that the 
season, as a whole, did not come up to all ex- 
pectations. The coal strike, which had a detri- 
mental effect and was particularly notable 
in the coal mining sections as well as 
throughout the country, can now be con- 
sidered as practically over. Re-assuring 
news received of late leads members of the 
trade to believe that a new period of activity 
in the diamond trade may be expected with 
the arrival of the new year. Some atten- 
tion has been attracted by reports in the 
daily papers relative to the output of alluvial 
diamonds but the erroneous stories which 
were circulated have been refuted by official 
telegrams from the London Diamond Syndi- 
cate. The market for rough diamonds is 
just as firm as it has ever been, as there 
are constantly more applications for rough 
than the syndicate can supply. The pool 
goods which were shown by the syndicate 
on Dec. 9 were entirely taken for Amster- 
dam and Antwerp accounts. A big diamond 
which was offered for sale recently at 
Christie's and which was valued at £20,000 
did not bring that price and was withdrawn 
from sale. There has been little business 
done in pearl necklaces of late, those which 
have been sold being all of medium quality. 
Those who observe closely in the trade are 
of the opinion that there has not been as 
great a sale for pearl necklaces of high value 
this year as has been the case in some years 
past. 





AMSTERDAM, Dec. 21.—In looking back 
over conditions in the diamond trade during 
the past year with particular reference to 
the American market, it can be stated that, 
except for some weeks of quiet business 
caused by holidays during the mid-Summer 
period, that during the remainder of the 
year there has been a fair attendance of 
regular customers from the American mar- 
ket. This was especially the case during 
the first quarter of the year, as buyers were 
encouraged by the satisfactory results of 
the Christmas sales during 1925 in the 
United States. At the same time, some of 
the European markets, notable among them 
France and Germany, have shown a revival 
during the year. This revival appeared dur- 
ing the Autumn season including September. 
During the last two weeks the trade of 
these countries has not been as brisk. Buyers 
of polished stones may have been influenced 
to some extent by reports appearing in the 
daily press but the unfounded rumors which 
were thus circulated were dispelled by the 
board of management of the Amsterdam 
Bourse for the Diamond Trade when official 
information from the London diamond syndi- 
cate was obtained. It can be positively 


stated that there is no danger of a slump 
in the price of diamonds. 


Manufacturers 


are at present adopting the same firm attitude 
regarding the prices of polished diamonds as 
has prevailed in the past. This is partic- 
ularly true of the better grades of stones. 
Prices recently received by the Syndicate 
for “rough” indicate that good qualities of 
polished stones will increase in price during 
the first few months of the new year. 





Paris, Dec. 22.—There has been little 
change in conditions in this market during 
the past few weeks. The fluctuation of the 
French franc influenced by the stabilization 
of the Belgian franc makes it difficult to 
continue the normal course of business. Com- 
ing as it does just at a time when business 
is at its highest during the year this upset 
causes considerable disappointment to mem- 
bers of the trade. It is well known that 
stabilizing a money market in whatever 
country this may occur, whereby gradually 
the gold standard is introduced, results in 
the standard of life for everyone becoming 
higher. This eventually leads to a demand 
for higher wages by workmen in all branches 
of the industry. So far as the diamond 
business is concerned, at the present time 
the trade is witnessing a similar condition of 
affairs, as the diamond workers are all 
claiming higher wages which, because of the 
lack of business, employers cannot meet. As 
a result of this condition some of the dia- 
mond cutting works have stopped work until 
conditions prove more favorable with the 
beginning of the new year. It must, how- 
ever, not be overlooked that during the pre- 
war times when trade was normal, the con- 
cluding months of the year were always 
quiet for the manufacturers and that em- 
ployment among diamond workers was al- 
ways at low ebb during December as com- 
pared with other periods during the year. 











James P. Black is making a two weeks’ 
trip to Canada. 

The annual banquet of the North Attle- 
boro Board of Trade will be held Thursday 
evening, Jan, 20. 

Congressman Joseph W. Martin, Jr., was 
home from the Congressional sessions at 
Washington over the holidays. 

John H. and Charles S. Peckham, of J. H. 
Peckham & Sons, are both out on the road 
calling on the trade in the interests of their 
firm. 

Mr. and Mrs. Donald LeStage, the past 
week, announced the engagement of their 
daughter, Miss Henrietta LaStage, to Allen 
G. Clarke, of Omaha, Nebr. 

W. G. Clark & Co., Inc., is increasing the 
facilities of its coloring department at 99 
Chestnut St., and adding to its force of 
scratchbrushers and satin finishers, 

William B. Peckham, New York repre- 
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sentative of J. H. Peckham & Sons, accom- 
panied by Mrs. Peckham, spent Christmas 
holiday with the former’s parents here. 

The bowling quintet representing the 
Evans Case Co. handed the Eagles a two- 
string beating at the Anawan alleys last 
Tuesday evening. The vanity box makers 
went well in the first string for a total of 
513. 

The Sturdy bowling team defeated the 
Hibernians three strings on the Anawan 
alleys, Tuesday evening. The initial event 
was a tie, with each team having 442 to its 
credit, but in the roll-off the chainmakers 
were the victors. Wilcox rolled the high 
three-string total of 298. 

John J. Sommer and Edmund T. Sommer 
announce the incorporation of the J. J. Som- 
mer Co., and the dissolution, by mutual 
agreement, on Dec. 31, 1926, of the partner- 
ship doing business under the name of J. J. 
Sommer & Co. The J. J. Sommer Co. has 
taken over the assets and liabilities of the 
partnership and will continue its former 
business policies. 

Proposed legislation for an investigation 
of gas and electric light rates in Massachu- 
setts has aroused considerable interest in the 
Attleboros. because of the feeling that the 
gas rate should be lower. The electric cur- 
rent is furnished from the municipal plant 
and the rate is believed to be reasonable. 
Manufacturing jewelers will welcome a 
probe of the existing gas rate, as this is a 
big item with them because of the fact that 
gas is used entirely for the soldering. 








Jewelers’ Gold Bars Withdrawn and 
Exchanged at New York 
Week Ending Dec. 31, 1926 
The U. S. Assay Office reports: 
Gold bars exchanged for gold coin..... $890,154.99 
Gold bars paid depositors.............. 38,312.83 
FO hn.c crn nchcsavasmamecacnntis $928,467.82 


Of this the gold bars exchanged for gold 
coins are reported as follows: 


Date Exchange 
MF ences ccna cu emensnw osm ntinkaee $301,616.78 
Bas cece Dé ee awe ee, e bemade 56,946.85 
Sf Dn i nt ceed enves Can Rmneaeewed 70,895.34 
SFO iwk ceeees se stciomes nme cneges 109,593.67 
a) sy-ohasel snare oss ocioneeatcks 351,192.35 
FOIA ioineccnder nce wisdooueetss $890,154.99 








Officials of the W. A. Scheaffer Pen Co., 
Ft. Madison, Ia., announced that work upon 
the new $75,000 club house for use of the 
900 employes of the plant, will begin at 
once. It will be two stories high, stucco 
finish over masonry and trimmed in terra 
cotta. It will be 92 x 62 feet, with a ground 
floor for handball courts, billiards, bowling, 
cards and shower and locker rooms for men. 
Indoor athletics will be provided for on the 
first floor auditorium with a playing field 
40 x 60 feet. This floor. may also be used 
for banquet hall and is equipped with kitch- 
en, serving room, men’s and women’s club 
rooms, women’s showers and lockers. On 
the second floor is the balcony and care- 
taker’s quarters but the remainder of the 
floor is not finished yet. Robin B. Cars- 
well of Ft. Madison, Ia., is architect. Com- 
pletion by Aug. 1 is expected and it is 
understood that on occasions the building 
will be open to the general public. 
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ECAUSE of the absorbing interest in early 

American things and the demand for homes 
and housefurnishings in the Early American 
style, we have created this new pattern— THE 
EARLY AMERICAN STYLE in Treasure 
Solid Silver. 


Going back to the very silver itself for its inspira- 
tion, this new modern pattern—which embraces 
the delightful and distinctive features of the 
spoons made by our early silversmiths—provides 
the ideal design to meet this important demand 
for housefurnishings of early American traditions. 


Here, then, is a pattern based upon a great wave 
of public interest, correct in the source of its 
inspiration and so superbly designed as to win 
enthusiastic admiration alone on its downright 


beauty. 
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EPORTS from 

correspondents in 
various sections of 
the country are incom- 
plete on the Christmas trade at the present 
writing, but from those already received it 
is clear that the business of the retail jeweler 
over the holidays more than held its own 
and in many places surpassed expectations. 
A lot of this was last minute business and 
in some instances, the jeweler was unpre- 
pared to take full advantage of the demand. 
In many parts of the country and particu- 
larly in the east, jewelers found a clear cut 
and solid demand for finer grades of ar- 
ticles, finer qualities of gems than they for- 
merly experienced, while there was an equally 
large demand for cheap novelties. If any lines 
of goods suffered by comparison it was the 
so-called card jewelry. The reports of many 
retailers whose sales did not in number ex- 
ceed those of the previous year indicate that 
the total amount of business done was in 
excess owing to the higher priced articles 
sold. In some sections of the country busi- 
ness proved good all along the line in all 
the departments of the jewelry store. In 
other sections the big demand was confined 
to a few lines. 

On the whole, the reports are more and 
more encouraging as they continue to come 
in and the members of our trade have every 
reason to look forward not only to a bet- 
ter and unusual after-Christmas business, 
but an excellent business during the be- 
ginning of 1927 at least. As Secretary 
Hoover stated in his new year message on 
business prospects, part of which was quoted 
in the columns of THE JEWELERS’ CIRCULAR 
last week: 

“Altogether we enter the New Year with 
a job in prospect for most everybody, with 
the whole nation better fed, better housed, 
and better clothed than any other nation. 
The large disappearance of poverty in the 
chronic sense should make us more sensible 
to the remedy of misfortune in the individual 
sense, and the high recovery of industry and 
commerce from the losses of the war should 
make us more sensible of the needs of agri- 
culture.” 

If this summarizes the fundamental condi- 
tion of the country it should be an excellent 
basis on which the progressive jeweler can 
develop his business properly during the 
next 12 months. 

We feel it is a solid basis on which THE 
JEWELERS’ CrrCULAR can wish its subscribers, 
advertisers and many friends in the indus- 
try, a most Happy and Prosperous New 
Year during 1927. 


THE JEWELERS’ 


Retailers Enjoy 
Satisfactory 
Christmas Trade 





Federal Trade 
Commission’s New 
Rule Defended 


HE action of the 

Federal Trade 
Commission is chang- 
ing the practice of the 
Board, sometime ago, by accepting stipula- 
tions of guilt from firms against which com- 
plaints have been made, has been a subject 
of considerable controversy, both within 
and out public circles. One of the partic- 


ular objections to the practice was that by 
such an act, the Federal Trade Commission 
was practically shielding firms guilty of im- 
proper trade practices from the publicity 
which would naturally attend a trial of the 
case and the order to “cease and desist” 
which the Commission would probably issue. 
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It was felt that in this way, the strongest 
weapon in the hands of the Federal Trade 
Commission in its fight against dishonest 
and improper practices was being weakened. 
The principle on which the Federal Trade 
Commission was founded was to throw the 
greatest possible light on all improper prac- 
tices and force their discontinuance by the 
weight of public opinion. Ending cases by 
stipulation, it was felt, prevented such pub- 
licity and practically gave immunity to the 
first offender, who, if made a defendant in 
a proceeding before the Federal Trade Com- 
mission could simply admit his guilt and 
stipulate not to do it again, thereby avoiding 
any exposé of his methods. 


Commissioner William E. Humphrey of 
the Federal Trade Commission, (who it is 
believed is in great part responsible for the 
new rule) answered these and other objec- 
tions officially in a formal statement issued 
Dec. 27 in which he discussed the changes 
in the commission’s method of procedure. 
Commissioner Humphrey strongly advocates 
the new plan of the Commission, because in 
some cases it prevented injustice and in 
many others, saved time and money to the 
people and in effect, accomplished the end 
sought. He points to the practical result of 
the plan as justifying it, saying that within 
the last 18 months under this rule, the com- 
mission has accomplished more in the way 
of stopping fraudulent practice then it ac- 
complished in the previous 12 years. Dur- 
ing the first year of the new rule, he said, 
the public was saved from fraudulent prac- 
tices of 270 concerns, (54 by orders of the 
commission and 216 by stipulation), while 
during the last year of the old rule, the 
commission issued only 54 orders to “cease 
and desist.” He claims that the new rule 
has already saved the taxpayers of the 
country more than $1,000,000 in expenses. 
The commissioner takes the ground that the 
“stipulation” plan not only accomplishes all 
that can be secured by a trial and without 
public expense, but that it is in harmony 
with the spirit of our jurisprudence which 
always holds out every inducement to settle 
controversies by compromise and settlement 
so long as the public interest is protected. 
Commissioner Humphrey in his statement, 
emphasis the point that stipulations are not 
accepted in cases where the business itself 
is inherently fraudulent or where the bus- 
iness is legitimate but is conducted in such 
a manner as to show the dishonesty of those 
engaged in it or in cases where the record 
and reputation of those complained of are 
such as to warrant the Commission in be- 
lieving that a stipulation would not be hon- 
estly entered into or honestly observed. 

Commissioner Humphrey makes a good 
defense for himself and the majority of his 
colleagues who have changed the method of 
the Federal Trade Commission, but he does 
not answer fully all the criticisms that have 
been directed at the new practice. It is evi- 
dent from his statement that he has little 
sympathy with sensational newspaper public- 
ity even when directed at fraud or vice and 
crime, and that he has sympathy with those 
whom he feels may have unwittingly over- 
stepped the line of the Anti-Truts Act and 
are willing to acknowledge their error when 
called to account by the commission. He 
seems to feel that saving these people from 
publicity for their acts of unfair competition 
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is just and proper. The statement, as a 
whole, will satisfy many but by no means 
all of the critics of the new rule, who fee} 
that it leaves an opening for the big respon- 
sible corporations to continue practices that 
they would not dare to indulge in if they felt 
that a proceeding calling them to account 
could not be ended quietly by stipulation, 





Platinum Law’s IX view of the ex- 
Chances of pressed desire to in- 
tc hae troduce the National 
Platinum Stamping 
Law at the present session of Congress the 
following, sent by the Washington corre- 
spondent of THE JEWELERS’ CIRCULAR, under 
date of Jan. 3 is pertinent. He says: 

“Even should the national platinum mark- 
ing bill be introduced immediately there is 
little probability that Congress will act on 
it before adjournment March 4. It is 
understood in Washington that a draft of 
the bill, which is of peculiar importance to 
the jewelry industry, had been agreed upon 
by the trade before the present session of 
Congress convened December 6. 

“The bill would require hearings and 
although these might be arranged by the 
Interstate Commerce Committee of either 
house, it is doubtful whether in the few 
weeks remaining of the session the bill 
would find a place in the crowded legisla- 
tive program. Senate and House leaders 
have announced that meritorious bills will 
be sandwiched in between the measures on 
the regular program when opportunity 
offers but several such bills have been pend- 
ing on the calendar since last Spring, 
awaiting only a vote, so there is not much 
chance that a bill not yet introduced could 
make much headway. 

“All bills which fall short of enactment 
this session will die with the 69th Congress 
March 4, regardless of the progress made 
towards their passage. The platinum mark- 
ing bill would share the fate of such 
measures if introduced now and would have 
to be reintroduced in the 70th Congress 
next December. 

“The launching of proposed legislation 
has some educational value, however, regard- 
less of the immediate fate of the bill. It 
serves to acquaint many Congressmen and 
the public generally with what is on foot. 

“The platinum marking bill is not expected 
to arouse any concerted opposition at the 
Capitol. It would require the stamping of 
platinum merchandise to protect the pur- 
chasing public from spurious imitations and 
inferior alloys in much the same way that 
present statutes protect the integrity of gold 
and silver articles by marking requirements. 
Although there might be some question as to 
the means employed, there would be no 
quarrel with the intent of the bill.” 

Even if the bill has little chance of pass- 
ing this session and will die March 4, we 
do not see any real loss in introducing it 
now. Much of the work that will have to 
be done on educational lines can be started 
as soon as the measure is in the hands of 
the Interstate Commerce Committees of the 
two houses and though some work may have 
to be duplicated when the bill is again intro- 
duced there is little doubt that much time 
will be saved when the measure is on the 
road to passage if the educational work gets 
under way during this session of Congress. 
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Emile Tas, diamond importer, 62 W. 47th 
St. and treasurer of the National Jewelers 
Board of Trade, returned from Europe last 
week. ; 

Joseph Beilenson, of Louis Beilenson, 65 
Nassau St., sailed last Saturday, on the 
Majestic, to visit the European diamond 
markets. 

Charles H. Conant & Bro., dealers in 
pearls, diamonds and precious stones, 527 
Fifth Ave., will be represented on the road 
after Jan. 1 by William S. Frink. 

John F. Schierloh has joined L. Kroll 
& Sons, dealers in American watches and 
loose diamonds, 15 Maiden Lane, and will 
be ready to call on the trade about Jan. 10. 

David Belais & Co., importers of dia- 
monds, with offices at 10 W. 47th St., have 
recently secured the services of G. A. Barho, 
well known in the diamond field, to repre- 
gent them in and about New York city and 
adjacent territory. 

The Treasury Department has refunded 
to Tiffany & Co., of this city, back taxes 
amounting to $160,711 which were illegally 
collected, according to a report on such tax 
refunds made public by Secretary of the 
Treasury Mellon Dec. 29. 

Sal Gutwirth, of Gutwirth Bros., diamond 
importers, 170 Broadway, sailed for Europe 
last Saturday on the Majestic. Mr. Gut- 
wirth has gone abroad to visit the European 
diamond markets and also to call at the con- 
cern’s headquarters in Antwerp. 


Edward L. Stern, of Jacques Kreisler & 
Co., sailed for the European markets on 
Saturday, Jan. 1, aboard the Majestic. Mr. 
Stern is accompanied by Mortimer C. Con- 
nors, also of the Kreisler concern. They 
will be gone for five or six weeks. 

Max S. Greenwald, who has been asso- 
ciated with Benjamin F. Levy, Inc., since 
1914, has resigned as traveling salesman and 
secretary of the firm. He is going into 
business for himself, a formal announcement 
of which will shortly be made to the trade. 

I. J. Barzilay, who has been in charge 
of the Williams Bros. Mfg. Co. New York 
office at 366 Fifth Ave., will hereafter make 
his headquarters at the factory at Glaston- 
bury, Conn. The New York office being 
discontinued all correspondence and inquiries 
should be addressed to I. J. Barzilay, Glas- 
tonbury, Conn. 


Creditors of Joseph I. Pomerantz, bank- 
rupt diamond dealer, 68 Nassau St., have 
been notified that a meeting will be held at 
11.30 a. M. Tuesday, Jan. 11, at the office 
of Peter B. Olney, referee in bankruptcy, 
7 Dey St. This meeting is to be held for 
the purpose of examining the bankrupt, prov- 
ing claims and appointing a trustee. 

Edward Achilles, who is connected with 
Jung & Klitz, 1 Maiden Lane, and who re- 
cently delivered an interesting lecture on 


“Diamonds” before St. Augustine’s Holy 
Name Society, will talk on the same sub- 
ject before St. Johns Social Union of the 
Evangelical Lutheran Church, 83 Chris- 
topher St., on Tuesday evening, Jan. 11. 

Jack H. Gorta and Joseph Herman, jewel- 
ers, both associated with the United Pledge 
Society, have taken a lease on premises at 
843 Eighth Ave., for a term of 15 years at 
a gross rental of approximately $200,000. 
Mr. Herman is one of the owners of the 
Jewelers’ Exchange on the Bowery. It is 
planned to make extensive alterations to the 
premises. The property is directly oppo- 
site the New Roxy Theater and almost 
diagonally opposite the New Madison Square 
Garden. Charles A. Schneider represented 
the lessees. 

Herman L. Baskin, junior member of the 
firm of Baskin Bros., manufacturing jewel- 
ers, 33 W. 60th St., was recently elected 
president of the Tau Delta Phi, a national 
Jewish fraternity, at the convention held by 
the organization in the Copley Plaza Hotel, 
Boston, Mass. Mr. Baskin was_ installed 
into office at the banquet at the Copley Plaza, 
which marked the closing of the convention. 
Among the celebrities at the affair was 
Mayor Curley of Boston. The 1927 con- 
vention of the fraternity will be held in New 
York. 


The Metropolitan Retail Jewelers’ Asso- 
ciation, Inc., is making arrangements for 
its entertainment and ball which will be 
held on Sunday evening, April 24, at the 
Hotel Pennsylvania. This affair will take 
the place of the usual annual banquet, and 
the entertainment for the evening will be 
furnished by professional talent. H. Astor 
is acting as chairman for the entertainment 
committee, Paul Edelman is the treasurer, 
and S, Levinson, secretary. Tickets for the 
affair may be obtained by writing to any 
of the committee or. any member of the 
organization. 

On Friday, Jan. 7, the newly elected of- 
ficers of the Amity Star Chapter, No. 692, 
Order of the Eastern Star, will be publicly 
installed in the Scottish Rite Cathedral, 34th 
St., near Eighth Ave. Among those who 
will take office will be Mrs. Stephen Varni, 
wife of Stephen Varni, of the Stephen Varni 
Co., lapidaries and importers of precious 
stones, 15 Maiden Lane. Friends of Mr. 
and Mrs. Varni are invited to attend the 
installation ceremony, which will begin at 
8:30 p. m. As it is a public installation, it 
is not necessary to belong to the Masonic 
Order to attend. 

The finance committee of the National 
Jewelers Board of Trade was scheduled to 
hold a meeting yesterday (Tuesday) at the 
organization’s headquarters, 22 W. 48th St. 
The directors of this organization will hold 
their last meeting of the year under the pres- 


ent administration on Thursday, Jan. 13. A 
week later the annual meeting will be held. 
P. J. Coffey, president of the Board, and 
Fred C. Backus, secretary, will leave for 
Providence this week to attend the annual 
meeting and dinner of the New England dis- 
trict of the Board. The meeting and the 
dinner will be held at the Turks Head Club. 

Samuel Mondzack, trading as the Mondz 
Jewelry Co., retail jeweler, 1929 Broadway, 
was petitioned into bankruptcy in the United 
States District Court, this city, on Tuesday 
of last week. The petition was filed by 
Sternberg & Rosen, attorneys, on behalf of 
the M. K. Jewelry Co., with a claim for 
$500; Jacob J. Schmukler, $100, and Max 
Singer, $100. Goodman Block was appoint- 
ed receiver under a bond of $1,000 in an 
order signed by Judge Bondy last Wednes- 
day. The liabilities are placed in excess of 
$5,000, while the assets are estimated at $2,- 
000, including jewelry, silverware, furniture, 
fixtures, etc. 

The newly elected officers of the Jewelers’ 
Square Club were installed on Monday night 
at a meeting held at Schwartz’s Restaurant, 
22 Dey St. The new officers include: Presi- 
dent, Ben Biffar; vice-president, Isidor 
Lassner; treasurer, William Peck; secre- 
tary, Otis A. Edwards, and sergeant-at-arms, 
James R. Theise. Fred C. Backus, chair- 
man of the membership committee, made a 
report at the meeting in which he stated 
that more than 50 new members were added 
to the organization during the past year. 
Mr. Backus has served as chairman of this 
committee since the organization was found- 
ed and has been reappointed for another 
year. 

Lewis L. Clarke, chairman of the execu- 
tive committee of American Exchange-Irv- 
ing Trust Co., was the recipient on Tuesday, 

ec. 28, of a handsome loving cup from 
officers and directors of the former Ameri- 
can Exchange-Pacific National Bank, of 
which he was president until its union with 
Irving Bank and Trust Company, Dec. 11. 
The cup was suitably engraved. Mr. Clarke 
has been a banker for nearly 38 years. En- 
tering the service of the American Exchange 
National Bank, March 17, 1889, he rose by 
successive steps until his election as presi- 
dent of that institution in January, 1910. 
Since the American Exchange-Irving mer- 
ger he has been at 233 Broadway, where 
Lewis E. Pierson, chairman of the board, 
and Harry E. Ward, president, also have 
their offices. 

Since the publication of the last list, the 
following additional contributions to the 
United Hospital Fund were received by 
Leopold Stern, chairman of the Jewelry 
Auxiliary: $500—Tiffany & Co.; $25—I. 
Ollendorff Co., Inc., S. Kaplan & Co., S. J. 


(Continued on page 83) 








82 THE JEWELERS’ CIRCULAR January 5, 1927 


es 


Over One Hundred Years the Jewelers’ Bank 


A Bank’s Best Friend 
Is a Satisfied Customer 


Hundreds of Jewelry Merchants opened their first bank 











MeN 


N SS 4 K account here and are among our best friends today. 
ATIONAL BAN Seieteeegeetetets 

AND B : 
TRust COMPANY We Welcome New Business 








Main Office—149 Broadway 
Branches—Battery to the Bronx 


Capital, Surplus and 
Undivided Profits over 


-fi e e 
a "Dollars Resources Over a Quarter of a Billion Dollars 

















IN THE HEART OF THE JEWELRY 
TRADE 


JEWELERS in steadily increasing 
numbers are finding our location 
most convenient and our serv- 
ice very satisfactory. 


EEE - aaa = 
= SLE RS NSA tah cn es ae te ae BR ESR er a i el REE 
-- : et a ges oe acme ee : 


et a ers re 


ms ogre eee 


Manufacturers of 


Seed Pearl Jewelry 





poet; 


‘ 
id 
if 
Hf 
h 
i 


Selection Package sent upon 
Request. Compare Prices. 


FIDELITY TRUST : : Repairing, Remodeling 





FF QE i OEE 


= SST ae 


CoMPANY e and Resvinging. 
110 William St., cor. John St. re JOHN M. BOYAJIAN & Co. 
New York o 50 West 47th Street 
NEW YORK CITY 





Date Deposit Baults 





















































Banking Gina for the on "Diade 


E offer to jewelers the special facilities developed through years of 
intimate association with their business, together with all the 
financial and service resources of a great banking institution. 


MARKET AND FULTON OFFICE 


AMERICAN EXCHANGE IRVING TRUST COMPANY 
81 Fulton Street, New .York 

















gz 


























nen 








January 5, 1927 





(Continued from page 81) 














Hunter, Ad. Schwob, M. & E. Chalom, 
Eduard Van Dam; $10—Donaldson Mfg. 
Co., Savoy Watch Co., Inc., Joseph Rosen- 
berg; $5—I. H. & B. H. Weinberg, Wolf- 
Solomon Co., Hutcheon Bros. 

The firm name of Keller Bros., lapidaries, 
62 W. 45th St., has been changed to F. J. 
Keller, Jr. 

E. Paul Staunton, resigned last Friday as 
the New York and Philadelphia districts 
manager of the Gorham Co. Mr. Staunton 
is well known in the trade and had been 
associated with the Gorham concern for over 
15 years. 

The creditors of Boris Rankin, a Philadel- 
phia jeweler, held a meeting last Monday at 
the office of Sternberg & Rosen, attorneys, 
Woolworth building, at which it was voted 
to investigate. The jeweler is said to owe 
$70,000 and has no assets. 

It was announced several days ago that 
H. R. Williams, general sales manager for 
the Waltham Watch Co., had resigned as of 
Dec. 31. Mr. Williams has joined the firm 
of H. N. Schiff, Inc., wholesale watch dis- 
tributor, 20 W. 47th St., of which house he 
is now vice-president. 

It was announced several days ago that the 
firm of Ginsburg & Abramson, 64 Fulton St., 
has been dissolved. A new firm, known as 
the D. Abramson Mfg. Co., has taken over 
the assets and assumed all the liabilities of 
the dissolved firm. The D. Abramson Mfg. 
Co. will continue at the same address, 

Joseph D. Little, manager of the Sterling 
Silver Galleries of the International Silver 
Co., 15 Maiden Lane, was scheduled to de- 
liver a lecture yesterday (Tuesday) after- 
noon before the Women’s Council of the 
Central Presbyterian Church at Huntington, 
L. I. Mr. Little was to take for his subject 
“The History and Romance of Silver,” and 
his talk was to be illustrated with lantern 
slides. 

Frederick H. Koehler, Sr., reputed to be 
the first watch repairer and jeweler to open 
a shop in the Astoria section of Long Island, 
died on New Year’s ‘Day at his home, 165 
Purdy St., Astoria. Services were held yes- 
terday (Tuesday). Mr. Koehler was 79 
years old at the time of his death. He 
opened his store in Astoria in 1879 and con- 
tinued until May 1, 1920, when he sold out 
to his son. 

K. Mikimoto, well-known dealer in Jap- 
anese culture pearls, has leased an office, in 
suite 1201, in the building at 44th St. and 
Fifth Ave. The Mikimoto cultured pearls 
were exhibited and awarded the grand prize 
at the Sesqui-Centennial Exposition in Phila- 
delphia. The New York office will be per- 
manent and will be in charge of T. Kato and 
R. Yokohama, who were associated with 
Mr. Mikimoto at Philadelphia, 

The Brotherhood of Traveling Jewelers 
will hold its annual banquet and meeting 
next Saturday evening at the Waldorf-As- 
toria. The meeting will open at 5 Pp. M. 
and will be followed by the banquet, which 
is scheduled to start at 7 p. m. At the meet- 
ing reports will be read, officers elected and 
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other business transacted. The annual meet- 
ing of the Traveling Jewelers’ Association 
will follow the business session of the Broth- 
erhood. 

Weinstein & Polansky, jewelers, this city, 
offered creditors a settlement of 25 per cent. 
on the dollar at a meeting held recently. 
This offer is payable 10 per cent. in cash and 
the balance of 15 per cent. in endorsed notes, 
maturing in four, eight and 12 months. A 
committee of creditors appointed at a pre- 
vious meeting made an investigation and 
after deciding the offer was a fair one rec- 
ommended that it be accepted. Creditors 
of the concern are being notified of the offer 
by Goldman & Frier, who request that all 
claims be sent to them at 15 Maiden Lane. 

The executive committee of the Jewelers 
Security Alliance held a special meeting last 
Thursday at the organization’s headquarters, 
15 Maiden Lane. Those present included: 
President A. L. Brown; Vice-Presidents 
Larter and Wormser; Chairman Butts, 
Treasurer Karsch and Messrs. Abbott, Dil- 
lingham, Brotherly, Luckey and Sloan of 
the committee. Fourteen new members were 
admitted in Class B and five Class A mem- 
bers transferred to Class B. Six rewards 
were ordered paid. The committee expressed 
its satisfaction in the payment of these re- 
wards because of the fact that in all but 
one case practically all the stolen property 
was recovered and returned to the member 
of the Alliance. 

At a meeting of creditors of Arthur Spen- 
cer, Poughkeepsie, N. Y., held in the Astor 
Hotel on Dec. 31, at which time a majority 
in amount and number of creditors were 
present, the following committee were ap- 
pointed to represent the creditors: Louis 
Aisenstein, of Aisenstein & Woronock ; Mar- 
cus -Goldsmith; Julius Oppenheimer, of 
Weiner & Oppenheimer, and Mr. Shulman, 
of J. Shulman & Co. Various propositions 
of settlement were then offered by the bank- 
rupt and after considerable discussion the 
committee recommended a settlement of 30 
cents on the dollar and its immediate ac- 
ceptance. This recommendation was accept- 
ed by substantially all of the creditors pres- 
ent. The offer is payable as follows: five 
per cent. in cash, upon confirmation of the 
composition; five per cent. in a promissory 
note, endorsed by George G. Salberg, due in 
four months after the date of composition ; 
five per cent. in a promissory note, endorsed 
by Gladys Spencer, due in eight months; 
five per cent. in a promissory note, endorsed 
by George G. Salberg, due in 12 months; 
five per cent. in a promissory note, endorsed 
by Gladys Spencer, due in 12 months; five 
per cent. in a promissory note, endorsed by 
George G. Salberg, due in 16 months. 
Creditors are being requested to forward 
their claims to Goldman & Frier, 15 Maiden 
Lane. 








The G. D. Robinson Co., Inc., 466 Central 
Ave., St. Petersburg, Fla., had more than 
half a million dollars’ worth of diamonds 
and other precious gems on display in the 
show windows and store during the holiday 
season. Included in the articles displayed 


was a copy of a pair of earrings made for 
Queen Marie on a recent visit to America. 
The earrings were “esigned by Philip Reiter, 
New York. The store was recently 
opened in the Poinsettia Hotel building. 





Twice within a week the plate glass show 
window in the jewelry store of Frank Adel- 
mann, 947 Broad St., has been smashed and 
replaced. The first break was caused by 
the Christmas ice storm, the second by a 
robber on New Year’s night. About $100 
worth of watches and trinkets were taken 
from the window by the robber, who first 
tossed a half gallon paint can through the 
glass. He was discovered by a passing 
truck driver and fled, the driver in pursuit. 
Police found finger prints on the paint can, 
but the man escaped. Mr. Adelmann es- 
timates his loss at about $60 for 12 watches, 
and $40 for miscellaneous trinkets. 

Three trust funds aggregating $80,000 are 
created by the will of William Riker of 
Orange, retired jewelry manufacturer whose 
death occurred Dec. 3. The Merchants and 
Manufacturers’ Bank of Newark is named 
as executor of the estate. The beneficiaries 
under the trust clause, are a cousin, Anna 
Matilda Marsh, who will receive the income 
from $40,000; a sister-in-law Caroline J. 
Shaw and another cousin, Harriet Brockett 
Barry, who will each receive $1,000 a year 
from two trust funds of $20,000 each. Upon 
their death the funds will be divided among 
Mr. Riker’s children, who will receive the 
residue of the estate. Minor bequests in- 
clude $5,000 for the Masonic Home at Bur- 
lington and $1,000 for the Masonic lodge at 
Irvington. 

Isidore Milstein, wholesale jeweler of 142 
Market street, Newark, was robbed of a 
grip containing jewelry valued at more than 
$1,000. while on a sales trip in Jersey City 
recently. He reported his loss to Jersey 
City police on the evening of Dec. 13. He 
was taking orders for holiday trade, he said, 
and had motored to Jersey City, with five 
bags containing jewelry valued at $15,000. 
He visited a number of jewelers on Newark 
Ave. leaving part of his jewelry in the 
car in charge of the chauffeur. At one 
place the chauffeur accompanied his. em- 
ployer into the store. When he got back to 
the car a small bag of rings was missing. 
Milstein told the police the bag contained 
a tray of -14-karat signet rings, a tray of 
reconstructed amethyst, ruby and sapphire 
rings for men, three trays of lockets, one 
of 14-karat neck chains, and three of gold 
Waldemar chains and a number of charms. 








The will of Frederick L. Mix, jeweler, 
Albany, N. Y., admitted to probate before 
Surrogate George Lawyer, makes bequests 
of about $75,000. Mrs. Nellie Browne 
Roberts, of 4 Chestnut St., receives $15,000 
and one-third of the residue. She is de- 
scribed as a dear friend of Mr. Mix’s 
deceased wife, Mrs. Henrietta W. Mix. A 
gift of $15,000 in memory of Mrs. Mix is 
made to the Memorial Hospital; $5,000 to 
St. Andrew’s Episcopal Church, $2,500 to 
the Albany Hospital and $2,000 to St. 
Margaret’s house. Mrs. Emma K. Hoag- 
land, sister of Mr. Mix, and daughter, Miss 
Emily K. Hoagland, receive each $5,000 and 
the residue of the estate. Bequests of from 
$2,000 to $5,000 are made to other relatives 
and friends. 
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Mr. and Mrs. Benjamin Blakney, of the 
Traub Mfg. Co., have gone to Bermuda for 
a month. They plan to wind up their vaca- 
tion with a visit to Atlantic City. 

John R. Feltus of West Acton passed 
away last week. He was in the jewelry 
and optical business for more than 40 years 
and was well known in Boston, where he 
was a frequent caller. 

All wholesale and retail stores report an 
exceptionally fine Christmas business. The 
result compares most favorably with for- 
mer years, and in some instances jewelers 
have done a record business. 

The death is announced of T. F. G. Day, 
for more than 35 years actively engaged in 
the trade in Boston. At one time he was 
manager for the John Kingsley establish- 
ment. He lived in Arlington and his pass- 
ing is deeply regretted by a host of friends 
in the trade. 

Walter Worthy, known by many other 
names in numerous cities, was sentenced in 
Springfield, Dec. 28, to serve from 13 to 15 
years in State prison for his part in the 
robbery of the Lynch jewelry store in June 
when $26,000 worth of jewels, which were 
turned over to a New York “fence.” 








Allentewn, Pa. 





E. H. Wetherhold, 723 Hamilton St., is 
confined to his home by illness. 

The following traveling men have been 
calling on the trade in this locality: Joe 
Klein, Shiman Bros. & Co., Inc.; Otto 
Somers, O. J. Somers Co.; M. Douglas, All- 
sopp Bros., and R. S. Redfield, Kohn & Co. 

Richard S. Redfield, representing Kohn 
& Co., with his family motored through 
Allentown Tuesday morning on the way 
to Tampa, Fla., where they will spend the 
month of January visiting Mr. Redfield’s 
parents. 

An essay contest on Abraham Lincoln has 
been inaugurated in the Catasauqua High 
School, to end Feb. 1. The winner will be 
awarded a large bronze medallion bearing 
the likeness of Lincoln, presented by the 
Illinois Watch Co., Springfield, Ill. The 
medallion is on display in the window of 
“Bob” Beitel’s jewelry store. 

Dec. 24, robbers smashed the display 
window of the Victor Jewelry Co. and stole 
36 diamond rings valued at $2,600. The 
thieves left all jewelry other than diamonds 
in the window untouched. Last week the 
Wilkes-Barre store of the same company 
was robbed of jewelry. This concern also 
has stores at Passaic and Paterson, N. J. 


The old town clock in the steeple of Zion : 


Lutheran Church on N. 5th St., Easton, 
rang out the hour for the first time in over 
four years at the stroke of midnight last 
Friday. The old clock was repaired and 
made ready for use after months of work. 
It was necessary for William N. Hatfield, 
the clock repairer, to go to the factory in 
Boston to try and get parts. The clock 
model, however, was so old that when he 
tried to secure new parts to replace broken 
and missing portions of the clock, the pat- 
terns could not be located. It was found 
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necessary, therefore, to cast new parts. The 
old timepiece is more than a half century 
old. The city of Easton through the de- 
partment of public property took care of 
the repair bill. The repairs were let on a 


contract to Mr. Hatfield. 














A. W. Hepler, of W. W. Wattles & Sons, 
who has been ill for the last six months, 
much of which time was passed in a hospital, 
is gradually regaining his strength and is 
again able to stay at the store a few hours 
a day. 

Emil Fryer, president of the Samuel 
Weinhaus Co., is leaving here in a few days 
for the east to buy goods. Having enjoyed 
a good holiday business, his house like others 
are in the market for merchandise of a gen- 
eral character. 

Boggs & Buhl held a clean-up sale imme- 
diately following Christmas and gave some 
extra inducements in the jewelry depart- 
ment. Some of the department stores report 
there is quite a lot of trade in cheap rings 
and especially those having rather massive 
stone settings. 

Numerous traveling salesmen were in 
Pittsburgh during the last week, some open- 
ing their lines here immediately following 
Christmas. From all accounts the merchants 
are making liberal purchases in anticipation 
of continued activity in the jewelry business. 

According to the statements made by 
jewelers, it requires considerable energy 
these days to keep collections up to normal. 
However, it is not believed that installment 
selling in the industries generally is having 
any serious effect upon either the volume 
of business being done or the collection of 
bills. 

All of the employes of Joseph DeRoy & 
Sons are receiving their bonus this month. 
Each employe receives a bonus on each sale, 
regardless of the amount, the plan was not 
to pay a bonus on the gross sale, but on the 
number of sales, as it is desired to encour- 
age sales, regardless of the amount of each 
sale made. This house also distributed in- 
surance policies to employes, as has been its 
custom. 

The Pittsburgh Association of Credit 
Men gave a Christmas dance and buffet 
supper in the William Penn Hotel last 
Wednesday night. On the previous day the 
Credit Club of the association held Christ- 
mas exercises in the Chamber of Commerce 
and ended with an exchange of gifts, each 
member present bringing a gift not exceed- 
ing $1 in cost and taking a different one 
away with him, in promotion of the Christ- 
mas spirit in business. 

Beginning Monday all of the city’s de- 
partment stores did not open until 9 A. M. 
and closed at 5:30 Pp. M. and most jewelry 
stores are expected to follow suit. The 
move was made through the Retail Mer- 
chants Association, the 11 leading depart- 
ment stores being members. It was stated 


by the Merchants Association that the new 
move was made to give employes more time 
to themselves and also because it is becom- 
ing the general custom throughout the coun- 
try. 


It is believed the action, owing to the 
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large number of persons working in these’ 
stores, will greatly aid the transportation 
problem. It is also contended that very few 
persons visit stores to make purchases be- 
fore 9 o’clock. The new move also will 


‘better fit in with the State labor laws. 


F. A. Caten, who for the last 10 years or 
since its organization has been secretary of 
the Retail Credit Men’s Association, has 
resigned and has been succeeded by A. B- 
Buckeridge, general manager of the newly 
organized and merchant owned Pittsburgh 
Credit Bureau. The credit body member- 
ship met last week and voted changes to the 
by-laws co-ordinating the interests of the 
Retail Credit Men’s Association and those 
of the Pittsburgh Credit Bureau. President 
Leon Michaels of the credit body says that 
under the new order of things, no merchant, 
unless he is a member of the Retail Credit 
Men’s Association, can obtain credit infor- 
mation from the Pittsburgh Credit Bureau, 
which is now the official reporting credit 
agency, in the matter of references, for mer- 
chants in all lines. Mr. Buckeridge’s elec- 
tion as secretary of the credit association 
was effective Jan. 1. 














Allen Dove, a traveling salesman for Saul 
L. Solomon, has returned from a week’s 
visit to New York City. 

Oscar Smith, of Hamric & Smith, Lex- 
ington, Va., a former Bowman Technical 
School student, was a recent visitor here. 

Edward Mason, of the sales department 
of M. Sickles & Sons, Philadelphia, and 
wife, spent the holidays here with relatives. 

Frank C. Beckwith, vice-president of the 
Hamilton Watch Co., delivered an interest- 
ing talk at a meeting of the A. B. C. at Hoe 
tel Brunswick, on “The History of the 
Watch.” He traced its origin to the earliest 
sun dials. 

These trade people were recent visitors 
to Lancaster on business: V. Chester 
Brown, Quarryville, Pa.; Jacob Fisher and 
E. E. Coble, Elizabethtown, Pa.; H.- J. 
Nuss, Strasburg, Pa.; Ward E. Trone, 
Hanover, Pa. 

A freshly built fire in the heater of the 
Kay Jewelry Co.’s store recently resulted 
in a fire call, the smoke causing some ex- 
cited individual to sound the fire call with- 
out first investigating to learn whether there 
really was a blaze. 

The year just ended, taking it all through, 
was a satisfactory one for the local jewelers, 
the business of most of them equaling that 
of 1925. Several say their trade was even 
ahead of the year 1925. The usual slump 
that follows Jan. 1 is expected, though the 
week between Christmas and New Year’s 
brought business from people fortunate 
enough to receive gifts of cash. 

D. C. Althouse, 557 Manor St., held an 
auction sale the night before Christmas of 
clocks, silverware, watches and jewelry. 
The unusual plan of billing the city was 
adopted, the announcement being made that 
goods bought for the Christmas trade were 
to be sold “at the customer’s own bid.” 
Mr. Althouse is not going out of business, 
but was “just moving his stock.” 
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A MEETING PLACE 
AND 
AN EATING PLACE 


FOR JEWELERS 


A Modern Up-to-Date Chop House, Convenient to the Uptown Jewelry Center, That Is Catering 
Especially for Jewelers Patronage. Open from 


11 A.M. to 1 A.M. 
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JACK KENNEDY’S CHOP HOUSE, Inc. 
NEW YORK 


121. WEST 45th STREET 
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Frank W. Raike, Doylestown, Pa., re- 
tailer, in his voluntary petition lists his 
liabilities at $7,262, with assets of $5,931. 
Jeremy E. Underwood has been appointed 
receiver with a bond of $12,000. 

James J. Blisard, Samuel Dankworth and 
Charles Vogel of the sales force of J. F. 
Blisard & Bro., are enjoying a week or 
two of rest at Atlantic City after their 
strenuous work during the holiday season. 
This vacation takes the place of the annual 
Bermuda trip. 

An involuntary petition has been filed 
against Isidore Deitch, trading as the Penn 
Jewelry Co. at 1500% Market St. by 
Aisenstein & Gordon, with a claim of $417; 
Joseph Goodman, $350 and Lipshutz Bros., 
$134. The petition charges preferential pay- 
ment to Joseph Bichoff of New York. 


Directors of the Sansom Street Business 
Men’s Association, composed principally of 
jewelers, met Tuesday with President 
Michael Ballen presiding and went over the 
activities of the year just ended. It was 
agreed that 1926 had been a year of ad- 
vance in the association, both in membership 
and other matters. Plans were outlined 
tentatively for 1927 but no definite program 
was adopted, this being left to a later 
meeting to be called by Mr. Ballen. 


Sansom Street merchants are congratulat- 
ing themselves that the holiday season passed 
without a criminal attempt. The street was 
effectually guarded by both uniformed police- 
men and plain clothes men during several 
weeks and the latter are known to have 
warned away several suspicious characters 
whom they “spotted” near the wholesale 
jewelry section. The police department this 
vear acted on the theory that prevention is 
better than pursuit and had a larger num- 
ber of men than usual watching the street. 

D. B. Solomon, president of the Associated 
Pawnbrokers of Philadelphia, has indorsed 
the proposed bill to more effectively regulate 
the sale of revolvers and other deadly 
weapons, which is being drafted for sub- 
mission to the Legislature which meets in 
biennial session at Harrisburg this month. 
Mr. Solomon states that the leading mem- 
bers of his association are strongly in favor 
of the measure and that he and other mem- 
bers have refused for some time to accept 
pledges on such weapons, or sell them, 
knowing that the armed bandit is a menace 
to society. He adds that the proposed bill 
is in favor of the jeweler, who often is 
selected as a victim by armed thugs and 
that any measure which will make it more 
difficult for criminals to obtain firearms is a 
good one. 


With the beginning of 1927 an active 
membership campaign is being planned by 
President F. L. Davis and other officers of 
the Pennsylvania Retail Jewelers’ Associa- 
tion. Mr. Davis and the executive and leg- 
islative committees also are busy in shaping 
the program for the measures to be sub- 
mitted to the Legislature regarding the 
auction and other evils in the jewelry trade. 
It is planned to have a bill drawn that will 
rid the State of the auction “fakers” and 
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other itinerants who prey on the public, 
especially in the coal mining regions where 
more “fake” jewelry is sold than in any 
other section of the State. Reputable re- 
tailers in the mining sections are injured in 
more ways than one by these swindlers for 
their operations often result in the victims 
blaming the jeweler for his loss, although 
the retailer had nothing to do with the case. 
But many of the coal workers make no dis- 
tinction between the swindler and the repu- 
table jeweler and the latter suffers loss of 
trade. As for the auction bill, it is prom- 
ised that the one now being drawn will have 
“teeth” and that it will scotch the evil in 
the entire State. 








St rer 


4 aman io 
hah Ae 





TRADE CONDITIONS 


With the exception of a few of the larger down- 
town stores and the installment houses, which 
enjoyed a good Christmas business, the volume of 
holiday sales in the retail jewelry trade taken at 
large was only fair and in scme instances dis- 
appointing. A brisk demand for watches, both men’s 
and women’s, wes perhaps the outstanding feature 
of the annual so-called narvest season. The bulk 
of the Yuletide business was done in the last week. 
Clesing down ot many factories for inventory in 
December instead of January had an important 
bearing cn the holiday buying as did the tie-up of 
the Buffalo-bound grain fleet by ice and storms. 
Scoopers who unload these grain boats earn from 
$100 to $150 a week when the season is at its 
height. They were deprived of this income this 
year by the early Winter which forced many boats 
to tie up for the Winter at the upper end of the 
lakes and as a consequence jewelers and other 
merchants serving communities bordering the water- 
frent suffered in decreased sales. It is generally 
conceded by both wholesalers and retailers that the 
past year fell behind 1925 in volume of sales and 
profits, with cf course, some exceptions. The June 
wedding season was not up to the mark and there 
were two protracted dull periods in both Spring and 
Fall which were not counterbalanced by as brisk a 
holiday trade as had been hoped for. 





George Kingan, Angola jeweler, accom- 
panied by his wife and daughter, visited 
friends in the city and the wholesale trade 
last week. 

Friends in the trade will sympathize with 
Richard J. and George J. Petersen, of the 
Petersen-Max Co., in the death of their 
brother, Frank J., on Dec. 30. 

Clark S. Hussey, Gowanda jeweler, as sec- 
retary of the Gowanda Club, took an active 
part in ceremonies attending the opening of 
the new clubhouse in the neighboring town. 

Jewelry and ivory toilet sets, valued at 
$150, were stolen by burglars who smashed 
the window of Charles M. Jerge’s jewelry 
store, 2211 Fillmore Ave., early Christmas 
morning. Mr. Jerge carried no insurance 
against this type of theft. 

Mrs. Wm. F. Ehmann, wife of the Elk St. 
jeweler, who has been under the care of a 
physician for the past two weeks, is now on 
the road to recovery. William Ehmann, Sr., 
writes his son from St. Petersburg, Fla., that 
he is enjoying the best of health. 

Fourteen small uncut diamonds and a one- 
carat diamond were stolen by thieves from 
the home of Harry Abrams, a dealer in dia- 
monds, 291 Walnut St., last Monday. The 
diamonds, said to be worth about $1,600, were 
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left in a jar on the buffet of the Abrams’ 
home. A rear door had been left open. 


James Carroll, 30 years old, no home, was 
arrested:on Dec. 29 by a patrolman who al- 
leges Carroll broke a window in Harry 
Gamler’s jewelry store, at 181 Main St., and 
took a diamond ring valued at $750. Cacroll, 
the police charge, stopped in front of the 
store, produced a screw-driver and cracked 
a hole in the glass. He snatched a-ring and 
was running away when overtaken by the 
patrolman, it is reported. The ring was re- 
covered. aes 

Walter Rea, 32 years old, of this city, ar- 
raigned in City Court on Wednesday charged 
with the theft of jewelry valued at $15,000 
from Patrick Kearns, salesman for the 
Spear-Susskind Jewelry eS Attleboro, 
Mass., was remanded to jail in default of 
$10,000 bail for further hearing next week. 
Rea was arrested after Kearns had reported 
the theft of his samples from his.room in the 
Brozel Hotel. Kearns alleges. the jewels dis- 
appeared from his room. sar 

Justice Horton in Supreme Court.. post- 
poned until Jan. 6 the argument scheduled 
for last Thursday on the motion for a new 
trial for George W. Bittle, convicted of mur- 
der, first degree, in connection with the slay- 
ing of Rufus Eller, clerk in. the Hoyler 
jewelry store, in April, 1924. Bittle’s death 
sentence was commuted by Governor Smith, 
and he is serving his sentence in Auburn 
prison. Judge George B. Burd, his counsel, 
obtained an order calling upon District At- 
torney Guy B. Moore, to show cause why 
Bittle should not be granted a new trial. 
Judge Burd claims to have new evidence in 
the form of some affidavits. Moore will op- 
pose the motion. Frank Minnick, actual 
slayer of Eller, paid the extreme penalty. | 








Market Prices for Silver Bars 
The following are the quotations for sil- 
ver bars in London and New York as re- 
ported for the past week: 


Selling Price 
London U.S. Gov’t New York 
Date Official Assay Bars Official 
Dec. 28, 1926.. 2435 5634 54 
eS eo <a 56% s 54 
a ae ce ae 56% 54% 
a a Te 56% 54 
Jan. 1, 1927... 25% Holiday Holiday 
eS Od ee 56% 54 








Leo Bouchard, of 554 Plymouth Ave., Fall 
River, Mass., who was arrested on Dec. 22 
in connection with the breaking of a display 
window and larceny of $940 worth of jewelry 
from the retail jewelry store of Thomas 
Morin, at 332 Stafford Road, Fall River, was 
adjudged probably guilty by Judge Edward 
F. Hanify, when arraigned before him on 
Wednesday, and was bound over to await 
the action of the grand jury in the sum of 
$1,500. Bouchard maintained that, although 
some of the stolen jewelry had been found in, 
his room at the time of his arrest within a 
couple of hours after the break occurred, he 
had taken no part in the robbery, for the 
reason that he stood at the corner of two 
streets near the store merely to act as a 
lookout for other members of the gang who 
are still at large and whose identity Bouchard 
refuses to divulge to the police. 











John Kelso, Dorrance St., was a business 
visitor in Beston the past week. 

Fritz Kraus is making a tour of the cus- 
tomers of T. W. Lind & Co., Inc., through 
the middle States. 

Samuel Hallam has been elected second 
vice-president of the Independent British- 
American Association. 

A mortgage for $15,000 against realty of 
Jacob Ernstof has been discharged by the 
Citizens’ Savings Bank. 

John J. Collins, of the sales department of 
the Ostby & Barton Co., was in New York 
last week for the concern. 

Samuel M. Magid, of the Brier Mfg. Co., 
accompanied by his wife left last week to 
spend the Winter in Miami, Fla. 

Mulchahey & Weller, Inc., 122 Clifford 
St., have invented a new process of mechan- 
ical etching for their brocade work. 

Gregor Krichbaum left last week for a 
several weeks’ business trip for L. Krich- 
baum & Co. through the middle west. 

Thomson A. Walker was elected Master 
of Work at the annual meeting of Palestine 
Lodge, Knights of Pythias last Wednesday 
evening. 

Miss H. Soderman, who with her sister 
conducts a jewelry and novelty retail store 
on Franklin St., Newport, is critically ill at 
her home. 

Miss Ellen Kalquist, secretary of the 
Baker Platinum Co., of New York, returned 
to her duties last week after spending the 
holidays with her parents in Newport. 

Joseph Vincent Tally, who graduated from 
Providence College last June, is now asso- 
ciated with his father, Joseph M. Tally, re- 
tailer in ecclesiastical goods, 506-12 West- 
minster St. 

The petition of Samuel M. Stone against 
the Williams Co., Inc., for a dissolution of 
corporation was heard before Presiding Jus- 
tice Tanner on Wednesday and granted and 
the necessary decree entered. 

Among those who participated in the an- 
nual Watch Night celebration of the First 
Light Infantry Veterans were James Brad- 
shaw, Nathaniel Fisher, Gregor Krichbaum, 
William H. Mason and Thomas Fisher. 

M. T. Guertin, retail jeweler of Arctic, 
captured several prizes with his Rhode 
Island Red poultry exhibits at the big Bos- 
ton Poultry Show last week. Mr. Guertin 
is also proprietor of the Modern Poultry 
Yards. 

The case of the National Novelty Art Co. 
against Carmino Nardolillo was heard in 
Superior Court on Friday before Judge 
Capotosto and a jury and the latter returned 
a verdict for the plaintiff in the sum of 
$71.80. 

The offices of the New England Manu- 
facturing Jewelers’ & Silversmiths’ Asso- 
ciation; the Manufacturing Jewelers’ Board 
of Trade and the National Jewelers’ Board 
of Trade closed Friday afternoon over the 
holiday week-end. 

Lieut. Paul W. Fletcher, son of former 
Mayor Henry Fletcher, a retired manufac- 
turing jeweler, has been appointed by Gov. 
Aram A. Pothier as a member of his mili- 
tary staff to succeed Lieut. Frederick B. 
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Thurber,, of the Tilden-Thurber Corp., re- 
signed. 

Standard Lacquer Co., Inc., to be located 
in East Providence, was incorporated on 
Wednesday under the laws of Rhode Island. 
Fifty shares of common stock without par 
value comprises the capital stock. The in- 
corporators are Elmer E. Tufts, Jr., Gurney 
Edwards and John S. Dole. 

Power in the Lederer building, 100 Stewart 
St., was closed' down the past week for the 
overhauling of machinery and making of re- 
pairs on boilers, etc. Among the firms in 
the building are S. & B. Lederer Co., Provi- 
dence Stock Co., Bojar Co., Brown & Mills 
Inc., and B. Novgrad & Co. 

At the 169th annual communication of St. 
John’s Lodge No. 1 of Masons, held at Free- 
masons’ Hall this city last Monday evening, 
Harold L. McAuslan was elected treasurer. 
The solid gold past master’s jewel that was 
presented to the retiring worshipful master 
was designed and executed by Harvey & 
Otis. 

Sigmund W. Fischer, Jr., son of Sigmund 
W. Fischer, president and treasurer of 
Fischer and Preufer, Inc., has been appointed 
Fourth Assistant Attorney General of Rhode 
land. The young man, who is one of the 
directors of the jewelry concern, has been 
Third Assistant City Solicitor of Providence 
since March 1922. 

Power in the Champlin building, at Clif- 
ford, Ship and Chestnut Sts., was closed 
down the past week for the overhauling 
and repairing of boilers, engines, machinery, 
etc. Among the firms in the building are S. 
B. Champlin Co., A. & Z. Chain Co., Hedi- 
son Mfg. Co., Heller & Co., Hirsch Jewelry 
Co., Thomas S. Poole and M. D. Serjenian. 


Among the members of the citizens’ com- 
mittee to arrange the testimonial dinner to 
Mayor Joseph H. Gainer at the Providence- 
Biltmore Hotel for Wednesday evening, Jan. 
5, on the completion of his 14 consecutive 
years as the city’s chief executive, were 
Jerome M. Fitz Gerald, Arthur Henius, 
Arthur L. Aldred and Joseph H. Lancor. 

Among the jewelry buyers reported in this 
city and vicinity during the past week were 
the following: Max Barish, of Max Barish 
& Bro., New York City; Messrs. McLean 
and Thompson, of P. W. Ellis & Co., Tor- 
onto, Ont.; Mr. Cummings, of Gimbel 
Bros., Philadelphia; Messrs. Bonn and Cerf, 
of M. Bonn Co., Pittsburgh, Pa.; S. Kind, of 
S. Kind & Son, Philadelphia; Charles 
Brown, of Stein & Ellbogen, Chicago; Mr. 
Schwipzer, of the Regina Jewelry Co., New 
York city; Mr. Schreiver, of Schreiver & 
Smith, Philadelphia; Gilbert Freundlich, of 
the American Wholesale Corp., Baltimore, 
Md. 

Caught between the gates of an elevator in 
the building at 43 Sabin St., Thomas 
Finneran, 54, of 12 Alton St., employed 


as a night watchman at the plant of 
the Joseph E. Miller, Inc., manufactur- 
ing jewelers, died before assistance 


could reach him, soon after going to his 
work last Monday night. Death was said to 
have been caused by strangulation when the 
man was suspended from the floor as the 
guard of the elevator came together. Fin- 
neran had signalled for the elevator and is 
believed to have stood on the edge of the 
well at the fourth floor watching the lift 
come to the top. The gate which divided in 
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two .sections as the elevator reaches the 
flooring, is thought to have caught the un- 
fortunate man and locked him between them, 
strangling him. Harry Josephensen, an em- 
plove about the building, discovered the 
body when he signalled for the elevator 
shortly after 6 o’clock, as he was about to 
leave the building. He summoned other 
employes and the body was extricated. Dr, 
Leo Cohen was called, but Finneran was 
dead when he arrived. Medical Examiner 
Magill was summoned and pronounced death 
due to accident. 








Pawtucket, R. I. 





S. S. Kresge Co. has been elected to mem- 
bership in the Pawtucket Chamber of Com- 
merce. 

The employes of the Shaw Paper Box Co., 
Charles K. Shaw, manager, were the re- 
cipients of gifts of gold from the firm at 
New Year’s. 

The stock of the London Jewelry Co., 181 
Main St., is being sold out at public auction, 
which began Saturday, and will continue until 
stock is disposed of. 

Damage estimated at more than $1,000 was 
caused by an early morning blaze at the retail 
jewelry store of Albert Michon, 744 Broad 
St., last Friday. The flames were confined 
to the rear of the store, but considerable 
damage was done by water and smoke. 

Under the direction of the office force of 
the J. M. Carpenter Tap & Die Co., a 
Christmas party with “St. Nicholas” and all 
the other features was staged last Friday 
afternoon at the company’s plant. A tree 
laden with presents decorated one of the 
rooms, while the colorful lights cast their 
beams, making a picturesque scene. The 
singing of carols was followed by a distri- 
bution of the gifts, the president, FE. C. 
Mowry, joining in the festivities and dis- 
tributing the firm’s annual Christmas gift to 
each employe. Refreshments appropriate to 
the occasion were served. 

Pleading guilty to attempted larceny of a 
diamond ring valued at $125 from the retail 
jewelry store of George N. Robinson, 25 
High St., Thursday afternoon, Thomas 
Taylr, 30, of 84 High St., was given a four 
months’ sentence in the Providence County 
Jail by Judge Tuck in Tenth District Court. 
His wife, Dudi Taylr, 30, who was also al- 
leged to have been implicated in the at- 
tempted theft, pleaded not guilty when first 
arraigned and was held in $300 for trial Jan. 
5. Later she retracted, pleaded guilty, and 
threw herself on the mercy of the court. 
Decision was reserved. The couple claimed 
that they came from Maine two weeks ago. 
Police Lieut. Dennis Ballou told the court 
that the man and woman were taken into 
custody after they had been looking at rings 
at the store and had hurriedly left with one 
valued at $135. They had been in the store 
the previous day looking at stick pins and 
said they would return on Thursday to make 
a purchase. Mr. Robinson discovered the 
absence of the ring just as the man was leav- 
ing the store and immediately notified Patrol- 
man Mulligan, who was passing at the time, 
and the couple was speedily captured. When 
searched no ring was found upon either of 
them, but was found soon afterwards where 
it had been thrown into the snow. 
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Chicago Notes 





Fred Kline, sales manager for Juergesm 
& Andersen Co., was in Lincoln, Nebr., last 
week on a special trip. 

Leslie G. Burklund, of Burklund’s, Inc., 
retail jewelers at Bloomington, IIl., was a 
visitor in Chicago during the past week 
making some purchases. 

“Bill” Penfold, of F. H. Sadler & Co., will 
return this week from a business trip to 
Cincinnati and other eastern points. He 
was gone for about 10 days. 

Percy Marshall, manufacturers representa- 
tive, left recently for a business trip to St. 
Louis and eastern points. He will be away 
until about Jan. 14 calling on the wholesale 
trade. 

Arthur Jones, of Jones & Neverman, Inc., 
Milwaukee, Wis., accompanied by Mrs. 
Jones, spent a few days of last week in 
Chicago looking over the markets and call- 
ing on friends. 

Raymond Klein, manager of the Chicago 
office of Goldsmith, Stern & Co., will return 
this week from New York, where he spent 
about a week at the home office attending 
sales conferences. 

“Bob” Rollins, southern representative for 
the National Railway Time Service, is 
spending a couple of weeks at his home at 
Birmingham, Ala. He is expected to return 
here about Jan. 15. 

Bert Hopper, assistant secretary and man- 
ager of the National Railway Time Service, 
accompanied by his wife, spent a couple of 
weeks at St. Louis, Mo., visiting with rela- 
tives over the holidays. 

“Bill” Lowe, of the Bliss Bros. Co., At- 
tleboro, Mass., with Chicago offices at 31 
N. State St., is leaving this week on an 
eight weeks’ trip through the middle west 
and west as far as the Coast. 

J. A. Connor, manufacturers representa- 
tive, 31 N. State St., returned last week to 
spend the holiday with his family. Mr. 
Connor just completed a business trip to 
St. Louis and Cincinnati. 

The Chicago office of Jacques Kreisler & 
Co. was moved to larger quarters on Jan. 1. 
Their new office is now located at 27 E. 
Monroe St. Tobey Stern will continue in 
charge of the Chicago office. 

Fred Haller, Chicago manager for the 
Ostby & Barton Co., and T. J. Noonan, 
representative for this firm, left Sunday 
night for a 10 days’ trip through the north- 
west calling on jewelers in the wholesale 
trade. 

Allen Pinero, manager of the Chicago 





office of the LeStage Mfg. Co., and H. Hail- 
parn & Co., left on Sunday night for a 
business trip through the northwest. Mr. 
Pinero will be away for about three 
weeks. 

Edward R. Tyler, and his associate Frank 
Feinberg, auctioneers, have just completed a 
sale for the Calvin Clauer Co., retail jewel- 
ers at South Bend, Ind. The sale was made 
for the purpose of liquidating the estate of 
the late Calvin Clauer. 

A. L. Hancock, representing the Bassett 
Jewelry Co., is spending a few weeks in 
New York visiting with relatives. Before 
returning to Chicago, Mr. Hancock will 
spend some time at the home office and 
factory getting his new Spring line. 

“Jack” Knosman, representing Meyer & 
Gross, with headquarters at the Columbus 
Memorial Vaults, returned last week from 
a business trip through the southwest. Mr. 
Knosman was gone for about a month and 
reports business as being favorable. 

J. D. Gottlieb, watchmaker to the trade, 
with offices at 31 N. State St., has been ill 
for some time, although he has always at- 
tended to his duties. He left last week for 
the Presbyterian Hospital, where he will re- 
main for about a week under observation. 

A. H. Brown and George W. Lossau, 
traveling for the National Railway Time 
Service, returned last week from their re- 
spective territories and will remain here for 
a couple of weeks. Mr. Brown represents 
this firm in the west and north and Mr. Los- 
sau in the east and south. 

B. Aronson & Son, diamond importers, 
Boston, Mass., discontinued their offices in 
the Columbus Memorial building, after be- 
ing here for about two years. They have 
returned to Boston where the home office is 
located and all transactions will be done 
from that office in the future. 

William L. Strauss, of Strauss & Strauss, 
New York, and with offices in the Columbus 
Memorial Vaults, just completed traveling 
through the west and the Pacific Coast and 
after remaining in Chicago for a few days 
left for the home office in New York, where 
he will remain for a few weeks getting his 
new sample line. 

Herman Horwitz, of H. Horwitz & Co., 
wholesale jewelers at 159 N. State St., ac- 
companied by his wife and son, returned 
to Chicago last week from Terre Haute, 
Ind., where they spent the holiday and week 
end with Mr. and Mrs. Nathan M. Rubin, 
retail jeweler of that city and parents of 
Mrs. Horwitz. 

Howard M. Eddy, who for many years 
was connected with the Stein & Ellbogen 
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Co., wholesale jewelers as a traveling repre- 
sentative, has resigned his position with this 
firm, to take effect about Jan. 15. Mr. Eddy 
is discontinuing the road in commemoration 
of his and Mrs. Eddy’s 25th wedding anni- 
versary. After a long rest Mr. Eddy may 
enter into the real estate field. 

Rettig, Hess & Madsen, wholesale watch 
dealers, who have been located in the Chi- 
cago building for more than 20 years, moved 
on Monday of this week into their new 
quarters, room 1456 Jewelry Mart, 35 E. 
Wacker Drive. The space is arranged with 
a large display and general offices and three 
private offices. The three private offices are 
for the use of members of the firm and Sol 
Hess, creator of “The Nebbs,” is fitting his 
office for a studio. The entire office is 
fitted out in new mahogany fixtures. 

C. T. Ahlborn, well known to the trade 
in Chicago and the middle west, returned 
last week from New York, where he spent 
two weeks making arrangements for 1927. 
Upon his return, Mr. Ahlborn announces 
that he has made connections with H. O. 
Dreher & Son, of 22 W. 48th St., New York 
city, Lapidaries, and G. Demay, New York 
city, manufacturers of precious stone set 
wedding rings. Mr. Ahlborn will represent 
these firms in Chicago and the middle west 
and has headquarters in suite 407 Capitol 
building, 159 N. State St. He will remain 
in Chicago until Feb. 1, calling on the trade 
before leaving on a trip. 

Louis Roos, trading as Roos & Spears, 17 
N. State St., has executed a deed of trust 
to Louis Goldman, of Goldman, Allshouse 
& Healy, as trustee, for the benefit of credi- 
tors. This action was made necessary be- 
cause of the debtor’s decision to quit the 
business and because of his inability to meet 
maturing obligations. The liabilities are ap- 
proximately $10,000, and merchandise and 
fixtures will amount to approximately $15,- 
000 to $16,000. More definite figures will be 
announced later. In the meantime in order 
to avoid precipitate action S. Winternitz & 
Co., have been engaged to conduct an auction 
sale of the assets in order that a prompt 
liquidation of the business may be had. A 
formal notice of the sale will be sent out by 
the auctioneers. The auctioneers are of the 
opinion that a very substantial salvage can 
be obtained. 

Friedman Bros., manufacturers of wed- 
ding rings, guard and ring mountings, are 
now located in their beautiful new quarters 
in the Jewelry Mart, 35 E. Wacker Drive. 
This firm occupies space in suite 814 to 
822, inclusive, and has acquired about 200 
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additional square feet. They have installed 
all new benches and additional new equip- 
ment. Their space faces the Wabash Ave. 
side and they have considerable window 
space. This firm formerly was located on 
the 11th floor of the Heyworth building. 

C. H. Ackert, president of the National 
Railway Time Service, accompanied by his 
wife are spending the Winter months at Bel- 
laire Heights, Fla., their Winter home. 

A. F. Cole, representing Wexler Bros., 
returned last week from Red Oak, Ia., where 
he spent the holidays with his parents, who 
have a retail jewelry business in that city. 

Carl Loeb, traveling for I. Schwartz, 
wholesale jeweler in the Heyworth building, 
returned last week with his wife and daugh- 
ter from a business trip through the south. 

Paul Brown, traveling for the National 
Railway Time Service, left last Wednesday 
night for Jacksonville, Fla., and other south- 
ern cities, where he will spend four months 
calling on his trade. 

V. B. Martin, Chicago representative for 
Buxton, Inc., has removed his office from 
22 W. Quincy St., to suite 1700 Heyworth 
building. In making this change Mr. Martin 
will be more centrally located and will have 
larger quarters. 

Jerome S. Wexler, of Wexler Bros., re- 
turned last week from the southwest where 
he visited the trade. Mr. Wexler announces 
that the merchants had a very good business 
for the holiday and they are very well 
pleased with the results. 

B. Aronson & Son of Boston, diamond 
dealers, who have had an office at 31 N. 
State St., this city, discontinued the local 
headquarters on Dec. 28 and ask that all 
correspondence be directed to the main office, 
373 Washington St., Boston, Mass. 

Son & Prins, diamond importers located 
on the 7th floor of the Columbus Memorial 
building, are enlarging their quarters. They 
have annexed one of the private offices in 
their suite to their space. This gives them 
the additional room needed for some time 
and does away with space that has not been 
in use. 

Jack L. Miller representing the Kalisher 
Mfg. Co., of New York, and Friedman 
Bros., of Chicago, completed a business trip 
to Cincinnati and Pittsburgh, and after re- 
maining in Chicago for a few days left on 
another trip through the south. Mr. 
Miller is now located in his office on the 8th 
floor of.the Jewelry Mart, 35 E. Wacker 
Drive. 

Mrs. Hilda Metzger Langdon, who has 
been located in the Heyworth building for a 
number of years, left last Sunday night for 
Washington, D. C., where she will join her 
husband and make her permanent home. 
Mrs. Langdon was a public stenographer and 
did work for a great many of the jewelry 
representatives who are located in that build- 
ing. Miss Evelyn Wallendon, who has been 
associated with the Chicago office of the 
Buxton, Inc., will succeed Mrs. Langdon, 
with offices in room 1700 Heyworth building. 

L. Spero, retail jeweler at 314 S. Clark 
St., has turned his assets over to Louis 
Goldman, of Goldman, Allshouse & Healy, 
as trustee for the benefit of his credi- 
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tors. The statement of assets is being 
prepared and as soon as the figures are 
available announcement will be made of 
them. The debtor has decided to quit 
the jewelry business and has _ obtained 
employment as a salesman in another 
mercantile line. The trustee is having an 
appraisal of the assets made amd’ is com- 
municating with several people who are 
interested in the purchase of this business. 

Albert L. Carroll, a colored sneak thief, 
who was captured and arrested in Cleveland, 
Dec. 15, has been identified by photograph 
as Arthur L. Caldwell, who has been wanted 
in Chicago for swindling Brandt & Nystrom, 
Inc., of 1042 Wilson Ave., and Charles E. 
Graves & Co., 35 E. Madison St. Upon 
seeing the story of the capture in THE 
JeweE ers’ CIRCULAR issue of Dec. 22, Ed. 
A. Schumacker, of the Pinkerton Detective 
Agency, sent a picture of Caldwell to the 
police at Cleveland. He was identified and 
upon questioning he admitted the crime in 
Chicago and also taking a diamond ring 
from the Scatterday Jewelry Co., at Akron, 
Ohio. 

Goldman, Allshouse & Healy, in a letter 
sent out to the creditors of the Vye Jewelry 
Co., Inc., 31 N. State St., Chicago, state that 
the debtor claims that his salesman has failed 
to return and account for a very large quan- 
tity of his merchandise, and for the past 
three days detectives have been endeavoring 
to locate the salesman in an effort to appre- 
hend him under a warrant charging larceny. 
Some of the merchandise that was pawned 
by the salesman has been located. A com- 
pleted and careful check up of the stock is 
now being made for the purpose of determi- 
ning the exact amount of the loss sustained 
and as soon as the figures are available, an- 
nouncement will be made. The debtor de- 
sires to continue in business and everything 
will be done to conserve the assets for the 
creditors, pending a satisfactory solution of 
the debtor’s financial difficulties. 











W. Lloyd Higgins has opened a retail 
jewelry store at 902 Merchants’ Bank build- 
ing. 

Charles W. Lauer & Co., jewelers, 405 
State Life building, will be in new quarters 
at the Century building early in January. 

A thief recently smashed the window of 
Emil Urfer’s jewelry store, 922 Massachu- 
setts Ave. Five women’s wrist watches 
valued at $125 were stolen. 

The erection of a new $3,500,000 hotel on 
the present site of the Hotel Denison wil) 
necessitate changes in several business con- 
cerns. Among those to be affected is F. L. 
Bryant, retail jeweler. 

Helen Lucile Kiewitt, age nine years, 
daughter of A. E. Kiewitt, local retail jewel- 
er, died Dec. 30. Funeral services were held 
Jan. 1 at Immanuel Reformed Church. In- 
terment was in Crown Hill. 

Jaffe & Sons, optometrists with stores at 
133 Pennsylvania St. and 7 N. Illinois St., 
have taken a 10-year lease on storerooms at 
119-121 N. Pennsylvania St. The lease is 
effective March 1 and aggregates $100,000 
in rentals. 
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Herbert Johnson, salesman with the Re- 
liance Silver Co., was ill during the holi- 
days. 

J. A. Hughes, retail jeweler of Milton 
Junction, called at wholesale jewelry houses 
in Milwaukee during the week. 


Harry Prudames, owner of a retail 
jewelry store at Delavan, was among recent 
visitors to the wholesale trade in Milwaukee. 

A number of jewelers were in Milwaukee 
after the holidays to enjoy a vacation. 
Among these visitors were Mr. and Mrs. 
Almer Aalseth, Edgerton. 

Visitors to Milwaukee wholesale jewelry 
houses during the past week included G. H. 
Frank, Jackson, and Harry Schneider of 
Schneider Bros., Burlington. 

While wholesalers are catching their 
breath after the holiday rush, E. H. Warnke 
Co., manufacturing jewelers report that they 
are very busy resizing and doing remodeling 
and repair work. 

Some Milwaukee jewelers expressed them- 
selves of the opinion that the arrival of the 
tax bills spoiled some good Christmas buy- 
ing. As an example they cited their own 
experience of receiving their bills on 
Dec. 24. 

Charles Cunningham, who opened up a 
small jewelry store at 65th and Adler Sts., 
Wauwatosa, died at his home Dec. 24 fol- 
lowing a long illness from heart disease. 
He is survived by a widow and four chil- 
dren. 

Wholesale and retail jewelers are occupied 
in taking inventories of their stocks during 
the after-holiday lull in business. Jewelers 
state that they were satisfied on the whole 
with business for the year, as sales during 
the last few weeks in December made an 
average which will clear last year’s record 
by a nice margin and leave a good percent- 
age of gain for the year. 

Tie Milwaukee Wholesale Jewelers’ As- 
sociation will meet Jan. 12 to lay plans for 
the advertising campaign which the asso- 
ciation will put on during the coming year. 
The success which has met the advertising 


‘put out this year is most gratifying. Retail- 


ers have expressed themselves as being par- 
ticularly pleased with this advertising and 
its friendly and helpful spirit. 

The local police have been asked to search 
for L. B. Rapin, 58, a jewelry salesman who 
disappeared from Clifton house, 330 Chestnut 
St., leaving behind a grip filled with jewelry 
and valued approximately at $1,000 and con- 
sisting of three diamond rings, a ruby ring, 
a number of men’s and women’s watches, 
and several gold crowns. It is feared that 
he may have met with an accident or sud- 
den sickness. 

The attractive holiday number of Bing’s 
Bulletin, a house organ published by the 
O. H. Bingenheimer Co., jewelers’ supplies, 
appeared printed entirely in red and green 
ink and full of useful information as to 
business prospects for next year and serv- 
ices which the house renders. O. H. Bingen- 
heimer Co. has announced that M. Sedler 
has become a member of the firm and will 
be in charge of the new Swiss material de- 
partment which the house has installed for 
watch repairs. 
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Minneapolis and St. Paul 





J. Clinton Anderson, retail jeweler, Monte- 
video, Minn., recently spent a few days in 
Minneapolis, where he did some buying. 

E. H. Kieknapp, Faribault, Minn., secre- 
tary of the National Optical Association, at- 
tended the meeting the latter part of Decem- 
ber of the State board of examiners in St. 
Paul. 

A. A. Mueller, R. G. Winter Jewelry Co., 
Minneapolis, left for Milwaukee, Wis., to be 
present at the funeral of his father-in-law, 
following receipt of a telegram on Christ- 
mas Day. 

The youngest daughter of H. L. Waldron, 
Staples, Minn., died the latter part of De- 
cember. Mr. Waldron was formerly a retail 
jeweler in that city. He sold his business a 
few years ago to Korpius & Pogreba. 

Clinton G. Lindquist, Jr., who is associated 
with his father in the retail jewelry business 
at 612 W. Broadway, Minneapolis, spent 
Christmas with relatives in North Branch, 
Minn. He was accompanied by his wife. 

Hugo O. Schleuder, Jr., whose father is a 
retail jeweler and optician at New Ulm, 
Minn., visited his parents in that city during 
the holidays. The son is with the American 
Optical Co., in its South Bend, Ind., office. 

Virginia Gaus, three-year-old daughter of 
Herbert W. Gaus, of Louis C. Gaus & Co., 
wholesale jewelers, 100 N. 7th St., Minne- 
apolis, is ill with pneumonia at Abbott Hos- 
pital, Minneapolis, where she was taken on 
Dec. 27. 

Mr. Fijerestad, traveling salesman for 
Thomas B. Wilson & Co., wholesale jewelers, 
100 N. 7th St., Minneapolis, returned Dec. 
24 from a trip of about two months. He 
had the experience on this trip of being 
snow-bound for about a week in the eastern 
part of South Dakota. 

W. A. Graff, R. G. Winter Jewelry Co., 
retailers, 608 Nicollet Ave., Minneapolis, re- 
turned home the morning of Dec. 28 from 
Des Moines, Ia., after visiting his daughter, 
Mrs. Francis W. Curtis, on Christmas. Mr. 
Graff left with his wife on Christmas “ve 
for Des Moines. She remained there to visit 
over New Year’s Day. 

Olav M. Coll, retail jeweler, 1209 E. 
Franklin Ave., Minneapolis, is pleased with 
his Christmas business this year. He reports 
that he has had no hold-ups, robberies or bad 
checks, and that he expects to have all the 
bills of his customers paid by Jan. 10. Last 
Christmas season Mr. Coll had a number of 
losses, and through a window smashing lost 
merchandise valued at between $500 and 
$600. 

C. M. Thomsen, wholesale jeweler, 100 N. 
7th St., Minneapolis, is preparing to treat 
the members of the Minnesota Wholesale 
Jewelers’ Association to a venison dinner as 
a sequel to a successful deer hunting trip 
which he made the latter part of last year. 
The regular monthly meeting of the associa- 
tion is scheduled for the second Thursday of 
this month. Mr. Thomsen was president of 
the association for three years. 

Hugo O. Schleuder, retail jeweler and op- 
tician, New Ulm, Minn., was in attendance at 
the sessions of the State board of examiners 
which met for a few days last week in St. 
Paul. Mr. Schleuder is recognized as a 
leader in the optical work of Minnesota, and 
has been a member of the State board since 
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it was organized a number of years ago. 
While in the Twin Cities last week he took 
occasion to visit the jewelry trade. 

W. B. Dahl, retail jeweler, 2423 Central 
Ave., Minneapolis, who went into business 
at his present address when he bought the 
interests of J. J. Allin, former retailer, on 
June 1, 1926, received a letter on Dec. 23 
from Mr. Allin, saying that he was in the 
real estate business in St. Petersburg, Fla., 
and was enthusiastic about the business pros- 
pects in that vicinity. Mr. Dahl is pleased 
with his business since buying the store. 

Louis C. Gaus, of Louis C. Gaus & Co., 
wholesale jewelers, 100 N. 7th St., Minne- 
apolis, attended the annual meeting of the 
Quarter Century Travelers’ Club, held at 
the Radisson Hotel, Minneapolis, Dec. 28. 
The session started with a banquet at 1 P. M. 
and extended until 5 p. m. Election of of- 
ficers was held after the banquet. This ts 
believed to be the only organization of its 
kind in the country. To be eligible, a man 
must have traveled 25 years. Meetings are 
alternated each year between Minneapolis 
and St. Paul. 

















TRADE CONDITIONS 

The last week in December did not bring in a 
very large volume of business to the local retail 
jewelers and in fact the dealers had expected little 
business during the week following Christmas. With 
the New Year at hand, they feel that the year 
1927 is going to be as good, if not better than 1926. 
They ‘point out that general business conditions in 
this city are better than they were a year ago at 
this time and that most of the large manufacturing 
plants are being operated steadily and that farmers, 
taken as a whole are getting in better shape all the 
time. Collections have improved some during the 
past month or two. In southern Indiana, southern 
Illinois and western and northern Kentucky most of 
the large coal mines are being operated on steady 
time and employment is being given to thousands 
of miners at good wages. This has_ greatly 
stimulated the business in many lines. 
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Ray Sisson, buyer of pearls at Hazleton, 
Tnd., and Decker, Ind., was a recent business 
isitor in Evansville. 

Miss Elizabeth FPeiggle, only daughter of 
Mr. and Mrs. Floyd Nester at Boonville, 
Ind., has resumed her studies at the Art 
Institute at Chicago, after spending the holi- 
days with her parents. 

Local retailers report they enjoyed an ex- 
cellent sale of diamonds during the past 
month. The holiday trade in diamonds was 
much better than it was for the correspond- 
ing period of last year. 

David Raphael, of Raphael Bros., whole- 
sale and retail jewelers, entertained a num- 
ber of friends of his daughter Hilda for a 
holiday dancing party at their home at 10 
College Highway on Christmas night. 

Helene Kruckemeyer, accomplished daugh- 
ter of Ben Kruckemeyer, of Kruckemeyer & 
Cohn, retail jewelers here, is chairman of 
the committee in Vanderburgh county for 
the Indiana University at Bloomington, Ind., 
to enlist interest of the general public in the 
university. Miss Kruckemeyer is a student 
at the Indiana University where she has 
taken high rank. 

Local merchants, including jewelers, are 
interested in a bill introduced in Congress 
recently by Representative Harry E. Row- 
bottom, of this district (the first Indinana) 
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to authorize the construction of a toll bridge 
across the Ohio River at Evansville. The 
local Chamber of Commerce has been work- 
ing for the past two years to get a free 
bridge across the Ohio River at this place 
and they are inclined to frown upon the toll 
bridge proposition, which merchants say 
would retard trade, while on the other hand 
a free bridge would be more likely to bring 
new trade to the city. 

Merchants in many of the southern Indi- 
ana towns are arranging to give bargain or 
“Boost Days” during the coming year. 
These “Boost Days” have proved successful 
in the past in many of the towns, where the 
plan has been tried out and have been in- 
strumental in bringing many farmers to 
town to do their trading. Retail jewelers 
have joined hands with the other merchants 
and report their results have been most sat- 
isfactory. Jewelers say that the time has 
come when they must reach out for more 
trade, the same as the drygoods merchants 
or a shoe merchant. In Evansville the mer- 
chants hold a bargain day once a month and 
as a rule it brings a great many out of town 
people here to shop. The plan was launched 
a number of years ago by the Retail Mer- 
chants’ Bureau of the Chamber of Com- 
merce, 





wenn 
ee 


Heard "Round the Capitol 





The increase in savings deposits, life in- 
surance and other forms of investment usu- 
ally taken advantage of by the public when 
they have a surplus over expenses discounts 
the alarms spread out about regarding the 
over-expansion of installment buying, said 
Secretary of Commerce Hoover, Dec. 30. 
He rejected the construction put upon in- 
stallment business as merely a cloak for 
over-production and stated that individual 
savings were probably higher in 1926 than 
in any year in history. While no compre- 
hensive statistical data is available on the 
volume. of installment buying the savings 
accumulated by the purchasing public are 
an indication at least that there has not been 
an extravagant volume of anticipation in 
purchases, Mr. Hoover declared. 

x * * 


The Interstate and Foreign Commerce 
Committee of the House of Representatives 
at its first meeting of this session, Dec. 21, 
upon the Capper-Kelly Resale Price Bill, 
decided to finally act upon this matter in 
January at a meeting to be called by the 
chairman. Representative Clyde Kelly, 
sponsor of the bill, is hopeful that the 
committee will realize the importance of 
this proposal for the advancement of honest 
merchandising and will favorably report the 
measure, so that we may have action at this 
session. “Exhaustive hearings were held by 
the committee in the last session and every 
phase of this important business problem 
was presented. The immediate necessity of 
a remedy for unfair practices in the sale 
of standard trade-marked articles was 
plainly proven,” said Congressman Kelly. 








The 40th milestone as a jeweler on Ber- 
genline Ave., was passed a short time ago 
by Arthur C. Reichel of Union City, N. J. 
He is 62 years old and still enjoys working 
behind the counter of his store at 708 Ber- 
genline Ave. 











Albert Kamberg and E. W. Berg, both 
of E. H. Pudrith & Co., passed Christmas 


and the week-end visiting relatives in 
Chicago. 

Eugene Grill, outside salesman for the 
W. F. Broer Co., will pass most of his time 
during the next two or three weeks at inside 
work in the Detroit branch office. 

A lone bandit entered the jewelry store of 
William F. Zorno, 14404 Charlevoix Ave., 
on Monday afternoon, held up the clerk, and 
escaped with three diamond rings valued at 
$1,000. 

M. A. Levette, wholesale jeweler in the 
Metropolitan building, with William Ham- 
berger, passed Christmas in Chicago. Both 
are back at their duties again and now are 
rearranging stock in preparation for an ex- 
tensive sales campaign. 

With the capture of a young man accused 
of ransacking a rooming house, the police 
believe they have in custody the person who 
held up and robbed Charles Amish, a retail 
jeweler at 5234 Russell St., of a small amount 
of money on Dec. 14. 

W. T. Blashill, Oxford, Mich., while in 
Detroit last week, buying new merchandise, 
reported he had one of the best holiday 
trades he has experienced in a number of 
years. He is located in one of the most 
prosperous territories in Michigan. 

Two youths have been arrested by police 
from the Canfield Ave. station and accused 
of having held up employes of the Cohn 
Jewelry Co. in November. They are being 
held on charges of robbery while armed. 
Most of the $1,500 loot taken has been 
identified, it is stated. 

With the curbing of the recent crime wave, 
Jose Winsen & Co., manufacturing jewelers 
in the Metropolitan building, are again 
operating with unlocked doors. Other 
jewelers also are relieved from the strain and 
anxiety of the last two weeks owing to the 
energetic work on the part of the Detroit 
police. 

H. T. Monroe, C. E. Wallace and A. W. 
Cowan, of the Wallace-Monroe Mfg. Co., 
will all be at the home office in Detroit for 
the next two or three weeks. It is sort of 
a family reunion at which business plans are 
being discussed for the New Year. All 
three express themselves as pleased with the 
outlook for 1927. 

The wave of banditry that preceded the 


Christmas holidays and during which a 
number of jewelers were victims, was 
brought to a quick termination through 


strenuous methods taken on the part of the 
Detroit police. Since a number of bandits 
have been shot down and killed, a let up in 
this kind of crime has resulted. Jewelers, 
bankers and storekeepers in general are 
heaving sighs of relief. It reached a point 
in some instances where certain jewelers 
were forced to operate behind locked doors. 

Harry Hogan, secretary and manager of 
the Retail Merchants’ Association, an- 
nounces that a little more than two-thirds of 
the stores reporting to the Retail Merchants’ 
Association showed an increased volume of 
sales for November of this year as compared 
with November of last year. Retail jewelers 
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are included in the list. There is a general 
consensus of opinion, he says that October 
and November taken together, equalled or 
exceeded last year’s business for the same 
period in most of the downtown stores of 
Detroit. Mr. Hogan reports, however, that 
collections are .off and that retailers must 
put extra pressure on this particular angle 
of their business. 

December 24 was to be the last day of 
operation for the three remaining downtown 
jewelry auction houses, according to a 
promise to Nathaniel H. Goldstick, assistant 
corporation counsel. The jewelers called on 
him voluntarily, it is stated, to ask how they 
might continue their business without further 
interference by the police under the jewelry 
auction ordinance, the State jewelry auction 
law or the State auctioneers’ law, and were 
told there was no way open for them. “They 
asked if they might do business in articles 
other than jewelry, and I told them they 
would not be allowed to operate. in Detroit 
any longer under any circumstances,” Mr. 
Goldstick continued. He said he told them 
also he was co-operating with the Woodward 
Avenue Business Men’s_ Association, the 
Better Business Bureau and the Retail 
Merchants’ Association in the preparation 
of a bill for submission at the next session 
of the Legislature, which would prohibit 
established auction houses and would require 
bonds and licenses for auctioneers. Mr. 
Goldstick ascribed the Christmas Eve 
promise of the last of the jewelry auctioneers 
to the many cases now pending against them 
in the Recorders’ and Circuit courts as a 
result of a six-year campaign to oust them. 
“They told me they weren’t making any more 
money,” Mr. Goldstick added. 











Harry Bernon, wholesale jeweler, has left 
for a business trip to New York and Provi- 
dence and other eastern points. 

The W. A. Jones Optical Co. is doing a 
considerable amount of remodeling to the 
wholesale department of its store. 

A. H. Ficken, watch jobber, left for a 
business and pleasure trip to New York city 
this week. Mrs. Ficken is accompanying 
him. 

J. A. Conn, auctioneer who has been con- 
ducting some sales in Florida for the past 
month or so, is expected in Cleveland this 
week, 

William Wagner, of the Wagner-Gilger- 
Cohn Coe., wholesale jewelers, who has been 
spending the holidays in New York, is ex- 
pected back this week. 

George High, Medina, well known to the 
trade through his long association with the 
jewelry business, is ill at his home, but is 
reported to be progressing favorably. 

Louis Michael, Sigler Bros. Co., has 
changed his plans, as mentioned in this col- 
umn last week, and will be connected with 
the Permanent Jewelry Co., wholesalers, 
from now on. 

There were very few out-of-town jewelers 
in Cleveland last week, but among those who 
did come in were Miss Miller, of the C. A. 
Miller Sons Co., Bellefontaine, and Mrs. 
McCarthy, Amherst. 
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Sol Nussbaum, who has been helping out 
at the Sigler Bros. Co. store during the 
holidays, expects to take a trip to Florida 
and Cuba, where he will stay until the worst 
of the Winter is over. 

Glen McGraw, retail jeweler who is lo- 
cated on Lorain Ave., near W. 90th St., is 
moving, several blocks up the street, into a 
new building, part of which will be occupied 
by a bank. His new quarters will be very 
attractive. 

The following manufacturers’ representa- 
tives were in Cleveland last week: Mr. 
Smith, W. E. Hayward Co.; G. Armstrong, 
General Chain Co.; Mr. Peach, Carter, 
QOvarnstrom & Remington; Mr. Tuttle, R. & 
G. Co., and Mr. Forman, Marathon Co. 

The Shaw Hayden Theatre building on 
Hayden Ave., E., Cleveland, in which the 
store of George Nelson is located, will be a 
more valuable location judging by present 
indications, as the new owners of the build- 
ing have decided to enlarge the theatre from 
600 seats to 1,600 and build a three-story 
addition. 

A. T. Heuter, retail jeweler, 8801 Supe- 
rior Ave., was again the victim of a window 
smasher last Wednesday. night. Judging 
from the size of the hole in the glass it must 
have been struck a heavy blow, for prac- 
tically the entire lower half of the window 
was shattered. The merchandise taken con- 
sisted of toilet sets and some Swiss watches, 
etc., to the approximate value of $100. This 
is the second time Mr. Heuter has suffered 
from window smashers recently. They visit- 
ed his store a short time before Christmas. 

The first member of the local trade to de- 
part for a warmer climate is William Van 
Horne, vice-president of the Cowell & Hub- 
bard Co., who left New Year’s Eve for St. 
Petersburg, Fla. Mr. Van Horne has re- 
cently acquired several thousand acres of 
land on the west coast at Homasassa, and 
he will pass part of his time there but make 
his headquarters at St. Petersburg. E. H. 
Dutter, manager of the silver department of 
the Cowell & Hubbard Co., will leave on a 
trip for California in a couple of weeks. 
The company is reported to have enjoyed 
the largest Christmas business in the history 
of the store. 

















For the first time in a number of years no 
jewelry robberies were reported to the 
Birmingham police during the Christmas 
holidays. This is accounted for by police 
from the fact there are but few unem- 
ployed people in Birmingham. Police and 
detective service has also been very much 
improved. 

Many of the show windows of the 
Birmingham retail jewelry stores this past 
Christmas were favorably commented upon 
by people at home and from a distance. 
Some of these windows this. past Christmas 
were the most attractive ever seen here. 
Among the best windows wete: Bromberg 
& Co., Reid Lawson, Inc., A. & A. Ash, 
Farmer & Cannon, Jaffee Jewelry Co., 
Brackin’s, Moore Jewelry Co., and Jobe- 
Rose Jewelry Co. 
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Walter J. Marble, representative of Bug- 
bee, Niles & Co. returned home to the Bay 
region for the holidays, after visiting south- 
ern California. 

Clyde J. Schoenfeld states that they are 
going to increase their territory considerably. 
They have made arrangements with new 
houses for merchandise. 

Harris B. Sproles, salesman for Knox & 
Kaye, was married on Dec. 26 to Miss Mil- 
dred Hall, Portland, Ore. The wedding 
took place in that city. 

L. D. Hepinstall, in charge of the Pacific 
northwest for the Oneida Community Ltd. 
came to San Francisco, to pass the Christ- 
mas holidays with Ivan L. Smith, the Pacific 
Coast manager with headquarters in the 
Jewelers’ building here. 

Martin Finberg who travels for M. 
Schussler & Co. in southern California has 
returned home from a successful southern 
trip. Harry Landsberger has also returned 
from a trip, representing M. Schussler & 
Co., and reports business good. 

In the holiday demand, A. I. Hall & Son 
felt the effect of their enlarged branch of- 
fices, in Los Angeles, Portland and Seattle. 
Business was excellent. The Los Angeles 
office has already outgrown its enlarged 
capacity and more space is needed which 
may be added shortly. 

On the whole, the past year was very 
satisfactory, according to Edward V. Saund- 
ers, Coast manager for the International 
Silver Co. Plans are being laid for getting 
the salesmen of the International out on 
the road by Jan. 15. Mr. Saunders is leaving 
for Los Angeles on Jan. 10. 

Thomas J. O’Neil, one of the travelers 
for S. J. Hammond has returned home from 
a 10 days’ trip through the Sacramento 
Valley. He found that the jewelers, gener- 
ally speaking, in the valley had been doing 
a good holiday business. Recent bountiful 
rains have greatly encouraged a feeling of 
optimism among the farmers. 

Holiday business was good with the whole- 
salers. Most of them were rushed to fill 
orders. The out-of-town jewelers were too 
busy at home to make trips to the city, so 
they telephoned or telegraphed for their 
orders. San Francisco retail jewelers were 
doing such a _ big business that each 
had its force working to full capacity. The 
weather was crisp and sunny, the rain com- 
ing at night. 

Martin H. Cooper, western representative 
of Morris Kaplan & Sons, New York, said, 
prior to leaving for New York, that he had 
had a very fair season. He left, just before 
the close of the year to attend the annual 
sales conference at the factory. Mr. Cooper, 
on his return trip, will stop in Denver, Colo., 
and will call on customers en route home. 
He does not expect to reach San Francisco 
till about Feb. 15. 

A letter has been received by J. H. Spiro 
from Mrs. Delhin of Los Vegas, Nev., an- 
nouncing the death of her husband, A. L. 
Delhin. The deceased was a leading jeweler 
and a prominent and public-spirited citizen 
of the Nevada town and his death will be a 
great loss to the community. He was in- 
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terested in many projects for the good of 
the city and the State of Nevada. Last 
Summer Mr. and Mrs. Delhin visited San 
Francisco and at that time he was ap- 
parently in excellent health. The deceased 
had been a customer of Mr. Spiro for years 
and, after meeting here, they formed a 
friendship. Mrs. Delhim who is a_ very 
capable woman, will continue the business. 











The Myer & Myer Jewelry Co. at 1224 
Main St., suffered a jewelry loss consisting 
mostly of wrist watches when their window 
was smashed early Sunday morning, Dec. 
26. A large piece of iron was used in 
breaking the glass which turned in the auto- 
matic alarm, but no trace was found of the 
thieves. 

R. G. Carroll, representative of the C. B. 
Norton Jewelry Co. in Texas and Oklahoma, 
will represent the firm of A. G. Schwab & 
Son of Cincinnati after the first of the year. 
He will have practically the same trade ter- 
ritory with headquarters at Oklahoma City, 
as he will take over the section formerly 
covered by Bob Fletcher, who leaves A. G. 
Schwab & Sons to go with the Gruen Watch 
Co. next year, . 








Pacific Coast Notes 





The Callhan Jewelry Shop at Davis, in 
the Sacramento Valley, Cal., has been 
moved to its new location in one of the 
A. G. Brinley stores. 

Fred H. Brown, 817 Main St., Pendelton, 
Ore., announces to the people of Umatilla 
and Stanfield that he has taken over the 
fixtures and equipment of Hanscom’s 
jewelry store and has stocked it with a 
complete new line of merchandise. 

Announcement has been formally made 
that S. O. Wallgren, pioneer jeweler of 
Everett, Wash., and his son, M. C. Wall- 
gren, who also conducts a jewelry shop in 
Everett, will join their establishments under 
an incorporation and will have one of the 
finest jewelry stores in the Pacific north- 
west. 








W. E. Biber, Spartanburg, S. C., has 
rented one-half the store formerly occupied 
by Spigel Bros., jewelers, on W. Main St., 
‘Spartanburg, and has begun operation of a 
jewelry business. Mr. Biber has left for 
New York city on a purchasing trip. Asso- 
ciated with him in the business will be his 
wife. The jeweler operated a store on N. 
Church St., for a number of years, and has 
been a citizen of Spartanburg for the past 
35 years. He intends to build his business 
up gradually until he has a large stock of 
merchandise in his new location. The 
Spigel brothers, who operated a store in the 
same location, have been in business in 
Spartanburg for many years, but have only 
recently sold out their holdings and retired 
from the business. Occupying the other half 
of the store with Mr. Biber will be Sam 
Stribling, who will practice his profession 
of optometry. 





TRADE CONDITIONS 


The year just closing has been fully as good as 
last year for the jewelry trade in the Omaha ter- 
ritory, according to a survey of the wholesale houses 
here. Christmas business was as good as last year, 
and in certain localities of the territory a great 
deal better. In the west end of Nebraska, business 
was better than in many years, as crop conditions 
there were much better tham has been the case in 
many years. Both Charles Duff, of the Byrne- 
Duff Jewelry Co., and A. F. Smith, head of the 


“A. F. Smith Co., wholesale jewelers of Omaha, 


said the business of the twelve months of 1926 
measured up very well with that of the previous 
year and slightly better, if anything. Diamonds 
of the better variety and running to the larger 
stones, ivory, silverware, and cigar lighters were 
among the items that went particularly strong 
during the holiday rush, while watches, pearls, etc., 
were all in strong demand. 





Omaha and Nebraska jewelers are taking 
a great deal of pride in quoting the figures 
on the number of marriages in Omaha dur- 
ing 1926, as compared to 1924. It was the 
Nebraska Jewelers’ Association which made 
a long strenuous fight two years ago in the 
legislature and finally obtained the repeal of 
the 10-day notice clause in Nebraska’s mar- 
riage laws. The 10-day notice required of all 
parties before marriage in the State under 
the law at that time was driving thousands 
of young romantic couples out of the State 
to be married, and the result was that thou- 
sands of rings amd wedding gifts were being 
purchased in neighboring States for Omaha 
and Nebraska couples. The jewelers of Ne- 
braska finally obtained the repeal of that 
clause, and the Nebraska marriages immedi- 
ately began to pick up. Nearly 1,700 licenses 
to marry were issued in Omaha in 1926, as 
against only 886 in 1924, just before the 10- 
day clause was repealed. Nebraska jewelers 
credit themselves with a triumph. 

A thief took two diamonds valued at $500 
from the jewelry store of Vic Holder, Coun- 
cil Bluffs, Ia., during the holiday shopping, 
two days before Christmas. Mr. Holder 
was out of the store at the time, and Mrs. 
Holder and her sister were temporarily run- 
ning the place. The man came in and asked 
to look at some diamonds. After getting 
two stones in his hand he asked to be al- 
lowed to take them near the door to ex- 
amine them in the daylight. Nearing the 
door, he bolted out into the street and dis- 
appeared in the Christmas shopping crowd. 
The women were handicapped in their ef- 
forts to get to the door and called for help 
in that they were behind the counter which 
butted flush against the wall near the door- 
Thus they had to run the full length of the 
counter toward the back end of the store 
before they could come out from behind the 
counter and again run the length of the 
store to get to the front door. By that time 
of course the thief had disappeared. It is 
believed by some that this man was familiar 
with the construction of the counter and had 
this handicap in mind when he _ bolted 
through the door, knowing the women could 
not get to the door before he had effectually 
made his escape. 








The Joseph Jewelry Co., 22 E. Main St., 
Marshalltown, Ia., was slightly damaged by 
hre recently. 


§ 
a 
4 
4 
A 
¥ 
g 
4 
a 
& 

| 
ee 

if 














94 


‘ih 


> 
teres 
Hiv: 










ee PEERS LETT 





= nae 7 - 


Kenneth Shearwood, 23, a jeweler of 3520 
Edwards Road, and Miss Maria Hement, 20, 
of 924 Armory Ave., obtained a license and 
were married in this city Tuesday. 

John Gerwe, president of Frohman & Co., 
is again at his desk after an absence of a 
couple of months, due to illness. Mr. 
Gerwe was stricken with pneumonia while 
in Houston, Texas, in October, and after a 
couple of weeks in the hospital and a long 
convalescing period at home he is again 
himself. 

- Maurice Phillips, treasurer of the Richter 
& Phillips Co., played the role of Santa 
Claus at Christmas time by presenting every 
person connected with the firm with a sub- 
stantial gift in the form of money. Being 
in charge of the exchequer he simplified all 
gift giving by presenting employes and at- 
taches with money. 

The second edition of the Guild Emblem 
is off the press and being distributed to 
members of the Gruen Watch Makers Guild. 
The Guild Emblem contains a New Year’s 
greeting from Fred G. Gruen, president. 
The booklet is published by the concern 
for the purpose of exchanging ideas and to 
create selling talks for the jewelry profes- 
sion. 

A voluntary petition in bankruptcy was 
filed in the United States District Court at 
Covington, Ky., Thursday,. by Albert F. 
Edgelite, jeweler, of Lexington, Ky. The 
bankruptcy apparently followed the failure 
of the holiday season to be as large as Mr. 
Edgelite anticipated it to be. He lists assets 
at $1,291.16 and liabilities amounting to 
$1,877.20. 

E. M. Valentine, road representative of 
Fox & Son, did not return to Cincinnati 
from Florida, but proceeded directly to 
Atlantic City to await the return of Mrs. 
Valentine. The latter recently underwent an 
operation of the eyes in Vienna in order to 
save her sight and from the cables sent over 
it appears that the operation proved success- 
ful. It is probable that-Mrs. Valentine will 
return to the States shortly. 


A Christmas party that stretched itself 
over a period of over six hours was held 
by Frohman & Co. in the offices in the 
Harrison building, Friday. The festivities 
started with a dinner served in the display 
room and because of the vast amount of 
merriment that developed the party did not 
end until 6:30 p.m., although it started at 
noon time. All of the employes were pre- 
sentéd with checks by the firm. 

‘A get-together party and dinner will be 
given employes of A. G. Schwab & Sons, 
Friday evening, Jan. 7. The firm will be 
host to all employes and their families on 
the occasion. It will start with a’ theater 
party at. Keith’s, following which the entire 
crowd will adjourn to the Al Buon Gusto, 
the most widely known Italian restaurant in 
Cincinnati. Messrs. Robert Lange and C. 
Spencer are in charge of the arrangements. 

R. H. Carroll, who for many years was 
connected with the C. B. Norton Jewelry 
Co., Kansas City, Mo., will represent A. G. 
Schwab & Sons in the southwestern part of 
the United States during 1927. Mr. Carroll 
is well known in the territory and officials 
of the Schwab firm have sent out notices 
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to the friends of Mr. Carroll and also 
Robert H. Fletcher, announcing the change. 
Mr. Fletcher is one of the group of repre- 
sentatives of the Schwab firm. 

George J. Gruen of the Gruen Watch 
Makers Guild is one of the directors of the 
newly created Central Trust Co. of Cincin- 
nati, which has become a $56,000,000 bank in 
this city. The former Fourth and Central 
Trust Co. merged with the Citizens Na- 
tional Bank and as a director of the latter 
Mr. Gruen becomes a director in the new 
bank. Headquarters will be located in the 
Union Central building, where the Central 
Trust Co. has been located for some time. 

The annual meeting of the Cincinnati 
Wholesale Jewelers and Manufacturers As- 
sociation will be held at the Hotel Gibson, 
Tuesday, Jan. 11. This will be three days 
after the annual dinner dance of the organi- 
zation on Saturday, Jan. 8. August Nuern- 
berger, of the Dorst Co., president, will pre- 
side until his successor is elected and the 
successor will in all probability. will be 
William W. Oskamp, who is the only nomi- 
nee for the position. The jewelers will sit 
down to a 6 o'clock dinner and hold their 
business meeting later, 


John McCarthy, credit man for the Proc- 
ter & Gamble Co., Atlanta, Ga., was a pas- 
senger on the Ponce De Leon train of the 
Southern railroad when it crashed with the 
Royal Palm at Rockmart, Ga., last Thurs- 
day, when nearly 20 persons were killed, 
Mr. McCarthy, who is a nephew of Walter 
H. Wilkening, manufacturing jeweler in the 
Andrews building, was on the way to Cin- 
cinnati to visit Wilkening. He had just left 
the diner and walked to the observation car 
when the crash occurred, which move saved 
his life as two children sat down at the table 
McCarthy vacated and they were killed. 

Several jewelry firms of Cincinnati re- 
ceived holiday presents in the form of re- 
turns from their 1926 income taxes as they 
are on the list reported by Secretary of the 
Treasury Andrew Mellon to the House 
Ways and Means Committee at Washington. 
The largest return to jewelers is that to 
William H. Whitehouse, executor of the 
estate of Joseph C. Whitehouse, consisting 
of $4,790.81 and $70.70. The Oskamp-Nolt- 
ing Co. W. 7th St., will receive $1,144, 
while the Schumer Bros. Co., in the Walsh 
building, will get a treasury check calling 
for $237.22. 


Funeral services for Harry C. Walton 
were held in this city, Tuesday. Mr. Wal- 
ton died at his residence in Evanston, Fri- 
day, after an illness of several weeks. He 
was well known in jewelry circles in and 
around Cincinnati, as he was one of the 
local representatives of the Keystone Watch 
Case Co. along with J. Charles Becker of 
the same company in the “Queen City.” 
Mr. Walton had not been actively engaged 
for the last decade. He was engaged in the 
sale of watches and cases for a number of 
years, as before becoming connected with 
the Keystone concern he was identified with 
the Wadsworth Watch Case Co., Dayton, 
Ky., across the Ohio River from Cincinnati. 


J. Harvey Phillips of the Richter & Phil- 
lips Co. presided at the dinner given by the 
Chamber of Commerce, Wednesday even- 
ing, to over 300 traveling men represent- 
ing 32 concerns in Cincinnati. Mr. Phillips, 
who is regarded as one of the most widely 
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known traveling men in the “Queen City,” is 
chairman of the wholesalers advertising and 
publicity committee. Hezcalled on *W. C. 
Culkins, executive vice-president of the 
Chamber of Commerce, who voiced the ap- 
preciation of the city, for services of the 
“knights of the grip” in selling Cincinnati 
on their respective routes. The Richter & 
Phillips Co. takes an active part in the 
wholesale department of the Chamber of 
Commerce and will have a display in the 
cabaret style show to be given in February. 


Philip Adler, one of the road representa- 
tives of A. G. Schwab & Sons, and Miss 
Mazie Saloshin of Paris, Ky., were mar- 
ried at the Hotel Alms by Rabbi James G. 
Heller, Wednesday evening. The ceremony 
was confined to members of the immediate 
families and members of the firm, who pre- 
sented the couple with a tea service as a 
wedding gift. Employes of the firm also 
gave them a wedding present, while a large 
number of telegrams were submitted to the 
couple. It was the culmination of a road 
romance, as Adler met his bride while on 
one of his trips for the jewelry firm. They 
left immediately after the ceremony on a 
honeymoon trip to New York and Wash- 
ington and Mrs. Adler will also accompany 
her husband when he goes on his first trip 
to Florida in February. 


All details for the annual dinner dance of 
the Cincinnati Wholesale Jewelers’ and 
Manufacturers’ Association have been com- 
pleted by the entertainment committee. The 
dinner and dance will be given at the Hotel 
Gibson, Saturday, Jan. 8, and will be in 
charge of Clarence Loeb, chairman; Arno 
Dorst, Eli Gutmann, Edgar Noterman and 
Arthur C. Jacobs. There will not be any 
favors for the women this year and this 
money will be expended for more enter- 
tainment features, a larger orchestra and 
other incidentals which go to make a large 
party successful. A number of tables have 
been reserved for special groups, chief 
among which will be: Gruen Watch Makers 
Guild, Wadsworth Watch Case Co., Richter 
& Phillips, J. Charles Becker for the Key- 
stone Watch Case Co., Louis Homan, Jo- 
seph Homan, and several others. The com- 
mittee plans a surprise in the matter of 
decorations and other things. 


The robbery of the show window of the 
Monmouth Jewelry Co., Madison Ave., Cov- 
ington, Ky., Tuesday, Dec. 14, will in all 
probability be cleared up, police officials say. 
They base their statement on the arrest of 
a youth. When he was arrested by Patrol- 
men George Moss and Albert Schneider, 
Sunday night, the youth was carrying a 
pool ball and a number of pawn tickets dated 
Dec. 15. The robbery of the jewelry store 
window was effected by a pool ball which 
was hurled through the pane and articles 
finished out through the hole. More than 
$600 worth of merchandise was taken and 
as the date of the pawn tickets was one day 
after the robbery the police are making a 
direct connection between the two. Offi- 
cials of the jewelry company will make a 
canvass of the pawnshops and determine 
whether the pledged articles form any part 
of the loot taken from the store. The youth 
was arraigned in Covington Police Court 
Monday on a charge of loitering. This 
charge was placed against him so he can be 
held pending a complete investigation by the 
local police. 
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TRADE CONDITIONS 


‘ Edwin C. Graham, president of the Board ot 
Trade, states that he predicts a very prosperous 
year for Washington’s wage earners and business 
establishments, basing his belief on the fact that the 
wealth per capita increased last year out of pro- 
portion to any city; that the wealth of the city was 
not concentrated. in the hands of a few, but was 
spread out over a large majority. Mr. Graham 
stressed the fact that more industries should be 
brought to Washington, as business has depended 
too much upon the government heretofore. District 
Commissioner Sidney F. Taliaferro made a public 
statemert, in which he said that the abnormal con- 
ditions here are giving way to the operation of the 
old law of supply and demand, that he regards 
Washington as a great city, and destined to grow 
as the center of things political, religious, scientific, 
literary and artistic, until it becomes a world 
model of beauty, culture and true greatness. John 
W. Leary, president of the Chamber of Commerce 
of the United States declares that despite depression 
in some maicr industries, he sees a higher degree 
of general presperity in the country just now than 
has ever existed in the past, that, notwiti:standing 
exceptional consumption of merchandise and ex- 
tention of consumer credit, our savings are growing; 
and that we should gc forward into the new year 
with confidence. Edward J. Stellwagen, president 
of the Union Trust Co., is of the opinion that 
Washington has passed through the postwar shrink- 
ing period and is launched on a new period of 
growth, <nd that the new year bids fair to end 
as prosperously for every one as has the year just 
ended. 





W. T. Franc, president of the Frank 
Jewelry Co., expects to leave soon for a 
visit to friends in Chicago. Mrs. Franc has 
been visiting at different points for some 
weeks, and he will probably join her before 
returning to Washington. 

Arrangements have been made by the 
board of governors of the Merchants’ and 
Manufacturers’ Association for the presenta- 
tion within the next week or two of tentative 
plans calling for the promotion of the indus- 
trial development of Washington, whereby 
the National Capital will take a conspicuous 
place in the industrial world as an inland 
seaport and manufacturing city of the first 
magnitude. 

A Filipino by the name of Santiago In- 
fante Diyes, alias “Santiago de Infantes,” is 
in jail here, charged with obtaining jewelry 
in the amount of $500 from H. Kur Jewelry 
Co., and M. Wurtzburger, jeweler, under 
false pretenses, and passing worthless checks. 
Diyes exhibited a bank book, showing a de- 
posit of $1,392. Upon investigation by police 
they allege that he only had $1 to his credit, 
having made just the one deposit. 

V. Speaker, in charge of the fraternity 
jewelry department of R. Harris & Co., 
made a trip to Baltimore recently for the 
purpose of purchasing a new automobile. The 
Christmas business of this firm was satisfac- 
tory in every respect, and though the receipts 
have not been finally determined, it is be- 
lieved the report far December will show a 
normal condition, perhaps surpassing trade 
for prior years. Several temporary clerks 
were added for holiday work. 

E. A. Upham, having been in Lexington, 
Ky., for the past five years, in a similar line, 
is now employed as buyer for the jewelry 
and other departments at the Palais Royal 
Department Store. Mr. Upham has had ex- 
tensive experience and appears entirely 
capable of handling the arduous task of 
supervising and supplying this busy floor. 
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The jewelry and silverware departments 
occupy a great portion of one floor. Mr. 
Upham reports a very satisfactory holiday 
trade. 

The trade in all lines is deriving great 
benefit from the Better Business Bureau. 
During the year just ended this organization 
has handled a total of 4,532 cases. It has 
been in existence eight years, and the director 
feels that advertising standards have been 
raised, and a more co-operative spirit be- 
tween buyer and seller is noted. Of the 
total number of cases handled, it is stated 
2,521 were merchandise, involving the ac- 
curacy of advertisements. The Bureau ex- 
pects still greater results in 1927. Washing- 
ton’s stores are larger, better equipped and 
stocked than ever before, the business section 
having undergone within the past six months 
a remarkable transformation. The vast build- 
ing program recently inaugurated by Con- 
gress and the business development which 
has just started, insures a brilliant future 
for the Capital City. 








Salt Lake City 


Harry Jolliffe, president of the Primrose- 
Jolliffe Corporation, has leit for Idaho on a 
business trip. 

W. T. Denn, of the Hubbard-Denn 
Jewelry Co., is a member of the big com- 
mittee of prominent business men and civic 
leaders who will have charge of raising 
money for the new University of Utah 
‘Stadium, 

R. V. Owens, owners of the R. V. Owens 
Co., railroad watch inspectors and jewelers, 
with a store and office in the Terminal build- 
ing, has sold out and gone to Omaha, Neb., 
where he will serve the Union Pacific 
System as general superviser of its watch 
inspection service. He has sold his busi- 
ness here to H. L. Rayle, one of his em- 
ployes during the past two years, who will 
change the name of the firm to the Hugh’s 
Jewelry Co., Hugh being Mr. Rayle’s first 
given name. Mr. Rayle said he did not con- 
template making any change in the business. 

Helen Miller, the 22-year-old daughter of 
the proprietor of the Miller Jewelry Co., at 
35 W. 2nd South St., cleverly outwitted a 
gem thief the other day and thereby saved 
a valuable diamond for the firm. A dapper 
young man had entered the store and asked 
to see some diamond rings. He was well 
dressed and polite and seemed to understand 
diamonds. After placing a tray of rings in 
front of the stranger for inspection, Miss 
Miller, who is regarded as a diamond expert, 
detected the man in the act of “switching 
rings.” In an instant she verified her sus- 
picions by an apparently casual inspection of 
the ring that had just been replaced on the 
tray by the supposed patron. A valuable 
ring was missing. The girl was alone in 
the store and she did not know what to do 
for a moment. She expected her brothers to 
return to the store any minute but realized 
they might not do so. The dapper young 
man after lingering a few seconds said he 
did not see anything he liked, and started for 
the door. “Oh, don’t leave yet,” pleaded 
the girl. “I am sure I can find you some- 
thing you will like,” and she smiled at -him 
sweetly, in the meantime keeping ‘one eye 
upon the door for her brothers: : Just as 
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Miss Miller had about exhausted all her 
ingenuity in holding the crook and he was 
leaving for the second time with the stolen 
ring, the two Miller boys, “Gelly” and 
“Perry,” both members of a baseball team, 
appeared on the scene. Then the thief 
realized he had been trapped, for the young 
Miller brothers were given the order to lay- 
hold by their sister, and it was carried out 
to the letter. The closing scene of the little 
drama ended by the crook making a success- 
ful dash for the door and liberty while the 
brothers were trying hard to make their 
sister see the justice of calling the police. 
Oi course, the ring was recovered. 








Notes from Ohio 





J. M. Noll, Alliarree, O., plans to dispose 
of his jewelry store and devote his full time 
to a chain of automobile accessory stores 
located in several eastern Ohio cities. Mr. 
Noll already has five stores and plans td 
open four more this next year. 

C. J. Duncan, well-known Massillon 
jeweler, and for several years active in the 
Ohio Retail Jewelers’ Association, and lately 
president of the organization has been 
elected president of the Massillon Kiwanis 
Club. He already has assumed the office. 

The W. A. Jones Optical Co., Inc., 
for the past two years in the First National 
Bank building, Canton, has outgrown its 
quarters and is now located on the eighth 
floor of the new Brant building Cleveland 
Ave. and Tuscarawas St., W. In the new 
location the company has connecting suites 
for office and factory purposes. 

The Akron-Canton district retail jewelers 

have been in the throes of the usual after 
Christmas holiday rush, with the week de- 
voted largely to exchanges and some little 
general buying is reported. Most every re- 
tail jeweler experienced a big holiday busi- 
ness and in many instances the volume of 
business was greater than the preceding 
year. 
An ordinance which will forbid the hold- 
ing of jewelry auction sales within the city 
other than by licensed pawnbroker has been 
passed by the city council at Barberton, O. 
The ordinance aimed against “fake” auction 
sales of goods shipped in from other cities 
and which fail to be as represented. The 
ordinance is similar in legislation to those 
recently passed by Akron, Cleveland, 
Youngstown and Canton. 

After being in the retail jewelry business 
for 35 years, Mr. and Mrs. R. C. Bates, 
Alliance are closing out their stock of mer- 
chandise to take an indefinite trip to the 
Pacific Coast for pleasure. Mr. Bates be- 
came a jeweler 35 years ago. Twenty-two 
years ago he opened his own store in the 
Lexington Hotel . building where he 
had been located ever since. Mr. and Mrs. 
Bates plan to~sell their present stock of 
jewelry and leave then for California for 
a visit with relatives. Mrs. Bates plans to 
leave soon after the first of the year, Mr. 
Bates following when the store is closed. 
They may return to Alliance and re-enter 
business, Mr. Bates said. 








N. P.-Larson recently opened a jewelry 
store in the Hotel Delevan Annex, Wau- 


paca; “Wis. 
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~LEATHER NOVELTIES — 


Gift Boxes, containing Key 
Case, Cigarette Case and 
Wallet. 


Popular Priced Autograph 
Albums to retail from 
50c. upwards. 





Picture Frames in all sizes 


and leathers. 





Travel Books to sell 
from 


$1.00 to $10.00 


Beverage Flasks and 
Nested Drinking Cups 


in great variety. 





Florentine Purses, Silk Lined, 
from $8.00 to $ | 8.00 per dozen. ‘ My 





Trip Agroay 





We Will Exhibit at Both Chicago Shows: | fi 


SHERMAN HOUSE 


January 24th to the 31st. 
Rooms 1203, 1204, 1238. 


PALMER HOUSE 


January 31st to February | 2th. 
Rooms 797, 798, 799 
with the 


Eastern Manufacturers and Importers 


A. L. REED CO. 


MAKERS OF REEDCRAFT LEATHER GOODS 


200 Madison Avenue New York 
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Featuring Gift Merchandise During February 








St. Valentine’s Day, Lincoln’s and Washington’s Birthdays Offer 
Opportunities for Winning Trade 








EBRUARY is a short month, but it con- 

tains many opportunities for gifts, and 
the pushing of gift department merchandise 
in the jewelry store. The holidays are Lin- 
coln’s birthday and Washington’s birthday. 
The festive day is St. Valentine’s Day. The 
jeweler can, without much changing abont 
of stock, run a window display of inex- 
pensive gifts—from $1 to $5, boxed, with a 
St. Valentine’s Day card in each box. 

The card in the window can read “Send 
her a little gift on St. Valentine’s Day.” 
The display can show little things which 
will appeal to both men and women with 
cards attached. Inside the store can be a 
table or a corner of a counter devoted to 
suggestions for St. Valentine’s Day gifts. 

There are many men and women who, only 
want excuses to send gifts and many hus- 
bands and wives exchange gifts at every 
possible holiday or other occasion. For the 
married folk who do this the jeweler can 
feature American pottery, pewter, and any 
colonial or early American reproductions 
which are in the gift and jewelry depart- 
ments of the store. A display of this type 
in the window can be called “Suggestions 
for gifts on Lincoln’s or Washington’s 
Birthday,” as the case may be. 

The regular merchandise which can be 
featured during the month of February in- 
cludes items of interest to the young girl 
and boy starting high school. Leather arti- 
cles, etchings and small pictures which the 
store may carry, and ship models, brass and 
copper pieces and other items, which are 
substantial, are best for this month. 

In the making of a Valentine gift window 
the jeweler should feature his valentines in 
the foreground, but should not show too 
many boxed gifts with valentine cards tucked, 
into the tissue paper. 

The suggestions of gifts for Lincoln’s 
Birthday and Washington’s Birthday can be 
about the same, but the jeweler who wishes 
to make his window very realistic can place 
in the center near the back a picture of 


Lincoln or Washington, as the case may be, 
about which a small American flag should 
be draped. Before this then can be placed 
the early American pieces which the jeweler 
has for sale and the tiny card suggestion 
that the articles displayed are very appro- 
priate for gifts. 

This same idea can be followed out in 
the advertising which the jeweler may av 
in his local paper. 


Gift Department Resolutions 
for the New Year 





OR the jeweler who conducts a Gift De- 

partment there are certain resolutions 
which he should make each year. Whether 
he keeps them or not is a question which he 
alone must answer. The list is not very 
long, and yet just long enough to make or 
break the Gift Department business of the 
new year. The jeweler has installed a gift 
department to increase his business, to be 
able to meet the demands of customers for 
novelties and for items which are not silver 
or gold or gems and yet are gifts. To make 
this department truly successful he will have 
to do certain things. Some of these things 
he shirks, some he does not seem to realize 
are necessary, and others he carefully ad- 
heres to. But with the New Year in sight 
and the problems for the next 12 months be- 
fore his business mind, he should scan the 
list and see what ones he has slighted dur- 
ing 1926 and decide about considering them 
in 1927. 


Here are some good resolutions: 


1. To keep a separate set of books 
showing how the gift department stands 
as to profit or loss in each of its separate 
lines and as a whole department. 

2. To see that buying trips are made the 
most of, and that the sales force profits 
from the knowledge gained from the jewel- 
er’s trips. 


3. To carefully consult a woman—either 
wife or saleswoman—for her point of view 
and reaction to the gift department angle 
of the business which is so feminine. 

4. To give window and store displays 
more attention than ever before, and in 
particular to change windows once or 
twice a week and have a _ saleswoman 
assist in the trimming to give the feminine 
touch. 

5. To do some type of advertising this 
coming year, either newspaper, yearly, 
booklet, or seasonable booklet, or program 
or school paper advertising. 

6. To watch stock very closely and in 
this manner eliminate one of the curses of 
gift departments—over stocking. 

7. To give service and to carefully study 
methods so that this can be rendered at 
the least cost. 

8. To study business methods of com- 
petitors whether they be jewelry stores, 
gift shops, or department stores so that 
the angles of competition will be carefully 
understood. 

9. To keep the merchandise in the gift 
department up to the moment in new 
items. 

10. To keep these resolves. 


These resolves are general, and some of 
the important little things have been elimi- 
nated from the list because they are really 
specific resolves and cannot be generally 
adopted by jewelers. The jeweler who re- 
solves to carry out the above listed resclu- 
tions will find that in the main he is cover- 
ing about everything and the little individual 
things can come under one of the resolu- 
tions. 





The International Art and Gift Exhibit 
will be held Feb. 28 to March 5 at the 
Benjamin Franklin Hotel, Philadelphia, Pa., 
where splendid facilities are available for the 
exhibit. The International Art and Gift 
Exhibit includes a considerable number of 
manufacturers and importers whose exhibits 
are representative of the best lines in the 
United States. Space is being rapidly sold to 
the exhibitors as they realize the advantages 
of co-operation and generous hospitality of 
the Benjamin Franklin Hotel. Every ex- 
hibitor is on the board of management which 
includes representatives of the biggest houses 
in the country. 





t 











98 





1927 


THE JEWELER®S’ 


7 g NS 1927 


At the 


CIRCULAR 


J 


PALMER HOUSE 
CHICAGO, ILL. 


January 31st to February 12th 


AMONG THE PROMINENT FIRMS EXHIBITING ‘ARE: 


Anchor Manufacturing Co. 

The Art Metal Works, Inc. 

The Atlantic Refining Co. 

The —-* Clipper Importing 


G. H. Ravvet & bg 

Ferdinand Bing & 
sors, Inc. 

Borrelli & Vitelli 

Bradley Studio 

Bybee Pottery, Co. 

California Faience Co. 

Carbone, Inc. 

Cassidy Compa 

Consolidated pena 4 Glass Co. 

Craftman Studio 

Clewell Studio 

Carlton Ware 

Day-Craft, Inc. 

Decorative Plant Co., Ine. 

Ebeling & Reuss 

F. Ehrenreich & Son 


Er 

Electrolite Products Co. 
Frankart, Inc. 
Fourman Bros. 

Fulper Pottery Co. 

The Gifts-Bazaar 

G. Granata & Co., Inc. 
J. Leo Grogan 


Co.’s Succes- 


Charles Hall, Inc. 

Murray M. Harvey 

Wm. F. Hayes & Co. 
Haeger Potteries, Inc. 
Tayes-Turchin Co., Inc. 
John J. Hines, Inc. 
Hubley Manfg. Co. 

W. H. Howell Company 

A. Hermanns & Co. 
Japanese Fan Co. 

Javan ‘Studios 

K. & O. Co., Inc. 

Kay & Ellinger, Inc. 
Koscherak Bros. 

Lador, Inc. 

The Lane Co. 

Emil S. Larsen & Co., Inc. 
Lazarus & Rosenfeld, Inc. 
Rudclf Lesch 

W. E. Lindemann & Co. 
George F. Little 

Mandix Co. 

L. R. Markell 

Mogi, Momonoi & Co., Inc. 
Mohr Art Co. 

Mountain Community, Inc. 
Mulholland Silver Co, 
Ann ree ang A Studio 

The Napier Co. 

Earl W. Newton & Associates 
Osage Textile Products Co. 


Peter Perazzo 
Pompeian Bronze Co., Inc. 
S. Craig Preston 
Elsie Prince Studio 
George G. Quincy & Co. 
Rehberger & Saul, Inc. 

. L. Reed Co. 
Ritz Import & Export Corp. 
Rustic Well Foundry 

John B. Salterini 
Saul Manfg. Co. 
Howard G. Selden 
I. Shainin & Co. 
Simondettt & Co., Inc. 
Lawrence B. Smith Co. 
I, S. Spencer’s Sons, Inc. 
Spicer Studio 

Saul Manfg. Co. 
Talavera Importing Co. 
E. R. Thieler 
Treitner & Froelich 
A. L. Tuska Son & Co., Inc. 
William H. Tombs Studios 
E. Torlotting, Inc. 
Vineland Flint Glass Works 
White * acea 

M. Wille 
Roger Williams Studio 
Wiltshaw & Robinson, Ltd. 
J. Baxter Webb 
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Know Your Market and Your Customers 


A Word as to What the Eastern Manufacturers and Importers Exhibits Mean 





to the Buyer 


By Georce F. Littre, Managing Director 














Nor sO many years 

ago the buyers of 
most retail establish- 
ments depended upon 
his salesmen friends 
for information of 
what was new on the 
market, and what was 
selling. Some were 
well informed, while 
others were misled, not 
through any mistake 
of the salesman, but 
through the error of thinking that what will 
sell in one part of the country will also 
sell well in another section. This I believe 
answers the question of why some merchants 
have their shelves loaded with goods that 
do not move. 

The other day it occured to me that if 
I could only convince one half the buyers 
of gift and art wares of the advantages of 
attending the gift exhibits throughout the 
country, they would be much enlightented 
and there would be a big saving of time, 
and money. This is not because they might 
see better merchandise than they would see 
if they spent a week in the market but be- 
cause of the fact that the educational value 
of seeing over 100 or more different lines 
of merchandise, and no two alike, under one 
roof, where information can be had upon 
any particular line, and where money and 
time means success to business, is a big ad- 
vantage. 

There is a great deal of selling going on 
throughout the country of gift and art wares. 
Hundreds of gift and jewelry shops are open- 
ing up gift departments, but some are not 
taking advantage of the opportunities that 
are open to them. They are using the same 
old method of waiting to see what their com- 
petitors are going to do, and what they are 
going to buy. It is selling that brings re- 
sults. All right, but the results are never 
what you expect them to be if you permit 
the other fellow to get the “jump” on you, 
when it costs so little to visit these exhibits 
and see the new things first. 

With the manufacturing and importing of 
art wares on its present fine basis, there 
seems to me to be no real reason for sales 
schedules to be disrupted by a flurry or a 
lull, as every day is a day when a gift is 
wanted for someone. You must have an 
exactitude that assures a knowledge of your 
merchandise and sales to a close margin. 
If you do not have it, something is wrong. 

I would say that the elementary principle 
of buying and selling is to know your mar- 
ket. By that I do not mean not to try and 
be first in having new things if 'they are at 
the right price and suitable for your trade. 
Nor do I mean to buy expensive merchandise 
and take a chance of selling it to Mrs. Smith 
and have Mrs. Smith refuse to buy. 





Georce F. LITTLE 


If you will look over your potential cus- 
tomers and place before your mind just what 
you should sell to this one and that one, 
and figure that it would mean about 10 per 
cent of your business, and find that still 
the other 90 per cent of your customers will 
want something you will find that you are 
as near to buying right as any good buyer 
can be. 

There is a singularly blind policy of buy- 
ing haphazardly because you partly forget 
what you have already bought at some 
other house when in the market. It is al- 
ways good policy to have a memorandum of 
everything you buy and also to get a dupli- 
cate copy of your order from the salesman. 
This avoids having a lot of similiar mer- 
chandise in stock and saves the cancelling 
of many orders. 

Had any one asked me two years ago how 
well I knew the gift and art wares mar- 
ket, it is quite possible that I would have 
pointed to our old prospect list of 30,000 and 
said that was the whole of it. It was— 
and then some. Today, with our list of 
20,000, we name as prospective buyers only 
those who are specifically interested in what 
we, Or our competitors manufacture or im- 
port, and can sell; that is what we are in- 
terested in. That is my idea of knowing 
your market. When you know that—when 
you know where your goods can be sold—the 
actual selling of them is a clearly defined 
problem. 

Every business has its individual pecu- 
liarities. In order to be successful it must 
have a definite selling market, and while its 
activities might enlarge it cannot get out- 
side that market where your merchandise is 
wanted. Our own exhibitors consist of 
manufacturers and importers of gift and art 
wares, whose products are of no value 
to some merchants but invaluable to others. 
Yet there was a time when we were ex- 
panding sales efforts on prospects which were 
not prospects at all, because they had not, 
and never would have, a use for our goods. 

I have worked nearly a year to devise a 
new method of checking our future prospec- 
tive sales. Taking our old prospect list, we 
checked up with Dunn, Bradstreet and the 
Jewelers Board of Trade. My object in 
calling this to your attention is to try and 
show you that if you will take the time and 
go through your telephone book in your 
own city, and go through it carefully, you 
will find those who are real prospects for 
your wares, and eliminate those whom you 

feel you have no chance of selling, thus com- 
piling a wonderful mailing list that can be 
checked up. It means that something must 
be wrong when the opportunity is there and 

you do not sell them. 
Knowing your customers or your market, 
as I have often said its possibilities and its 


limitations—does away with a lot of worry. 


and eliminates merchandise that you cannot 
sell. And knowing your market is a prin- 
ciple that should be put to use in every 
corner of business, in those mercantile busi- 
nesses that buy and sell as well as with us 
who manufacture and import what we sell. 

I have in mind a small city where there 
was a sort of a general store—one of those 
typically ones that carry jewelry, gift goods, 
glass and china—which had been in business 
for a number of years. This merchant, 
knew all his customers by their first names. 
He knew their wants—he supplied them. 
Naturally he prospered. 

The city grew and it was not long before 
two big city chaps, seeing the opportunity 
of opening up a regular high class jewelry 
and gift shop, spent a lot of money on fix- 
tures and a great deal more on stock, never 
taking into consideration what their market 
was, or what they could sell. They calcu- 
lated to make this old time jeweler look sick. 
One bright day they opened up ready for bus- 
iness. They announced a “Grand Opening 
Week”; had a band from the big city, 
served refreshments, and marked all goods at 
a discount for the week. 

Customers from miles around brought their 
friends to view this newest monument to 
civic development. They spent a lot of 
money buying gifts and art furnishings. 
When “Grand Opening Week” was over the 
books showed a handsome sales ratio. It 
seemed to look bad for this old time jeweler, 
who knew all his customers’ wants. 

But this old jeweler was a pretty shrewd 
business man for a small city merchant. 
While the band was playing and the crowds 
flocking to his competitors, the old jeweler 
sat back with a serene expression on his 

face,—but thinking. 

“Let’s see,” he said to himself, “there’s 
Miss Perkins up in town who has just been 
engaged. Suppose I go and see her mother, 
and see if I can’t help her select some of 
the wedding gifts her daughter would want.” 

Up went Mr. Jeweler, had a conversation 
with the mother and came away with a list 
of guests that would attend. His next move, 
was to provide the invitations, next he wrote 
to each one of the guests of what he thought 
Miss Perkins would appreciate as a wedding 
gift. Did he sell them? I say he did. Be- 
cause he knew his customers or market, and 
what they could afford to spend. This he 
has done on many occasions. Meanwhile his 
competitors, though their store was always 
well filled, began to wonder why they could 
not sell to guests for these special occa- 

sions. 

That was “knowing the market.” Mr. 


Jeweler knew what kind of merchandise to | 


carry on his shelves because of real contact 
with his customers. 


Now Mr. Jeweler had an advantage on a 


larger business—although his merchandising. 
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The Pairpoint Corporation 


Manufacturers 


of 


Silver Plated Ware, 
Metal Electroliers, 
Decorated Glass Shades, 
Cut and Engraved 
Crystal Glass, 

Fancy Colored 

Blown Glass 











Showing-a-New 
TABLE ENSEMBLE 
of Hand Wrought-Crystal 


The Pairpoint Corporation 


Factories: New Bedford, Mass. 


BRANCHES: 


NEW YORK MONTREAL SAN FRANCISCO 
43-47 W. 23d St. Coristine Bldg., St. Nicholas St. Hammond Bldg., 278 Post St. 
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problems were indentical. Some merchants 
cannot be as close to their markets. But 
regardless of our impersonal element or the 
number of our customers and our potential 
customers we who succeed in business today 
must devise a means of knowing our own and 
our customers’ limitations. That is why I 
ask every merchant to visit these exhibitions 
so that that his eyes may be opened and he 
may know his market. 





Greeting Card Association 
Standardizes Important Data 





HE Greeting Card Association, 354 

‘Fourth Ave., New York, has issued the 
following bulletin published recently in the 
Gift and Art Shop regarding the adoption 
of standard colors for birth announcements 
and giving standard lists of wedding anni- 
versaries, birthstones and flowers: 

“The attention of all members is called 
to the fact that at the annual meeting of the 
association, held in New York on Oct. 21 
and 22 last, action was taken on the colors 
to be used on birth announcements, and on 
uniform lists of wedding anniversaries, 
birthstones and flowers. 

“For some time past, there has appeared 
to be discrepancies in the practice of mem- 
bers in their various publications for these 
occasions. 

“A committee previously appointed by the 
executive committee, after an exhaustive re- 
search, recommended, and the annual meet- 
ing unanimously adopted, standard practices 
as follows: 

“Colors for Birth Announcements. 

“That, effective Jan. 1, 1927, the colors 
used by all members on birth announce- 
ments be blue for boys and pink for girls. 

“Wedding Anniversaries, Birthstones and 
Flowers by Months. 

“That, effective Jan. 1, 1927, the lists at- 
tached, be used by all members as standard 
lists for publications relating to wedding 
anniversaries, birthstones and flowers by 
months. 


Wedding Anniversaries 


i ee ee Paper 

DICOUIME, Sis bees eee casi Cotton 

0 a ar Leather 

00, Fruits and flowers 

2: Wooden 

PHBE: c-ons-secuinascear Sugar and candy 

Seventh ............. Woolen 

a ere Pottery 

1: ee Willow 

EE kirodees wineank Tin 

oo ee Steel 

Twelfth .............Silk and linen 

Thirteenth .......... Lace 

Fourteenth .......... Ivory 

ere Crystal - 

Twentieth ........... China 

Twenty-fifth .........Silver 

oo ree Pearl 

Thirty-fifth ......... Coral 

a Ruby 

Forty-fifth ......... . Sapphire 

ear Golden 

Fifty-fifth .......... Emerald 

Seventy-fifth ....... . Diamond 
Birthstones by Months 

January ....... Garnets 

February ......Amethysts 


THE JEWELERS’ CIRCULAR 
Math ..0c 906s Bloodstones and aquamarines 
PSP. coewew aa Diamonds 
ME na cbsiueaean Emeralds 
Cpane? ec uateaiee Pearls and moonstones 
OEE vans cary Rubies 
August .....Sardonyx and peridvots 
September .....Sapphires 
October .......Opals and tourmalines 
November .. ..Topaz 
December ..... Turquoise 

Flowers by Months 
January .......Carnations 
February ...... Violets 
MGS «:sicesaee Jonquils 
3) 3) eer ee . Sweet peas 
, eres e Lilies of the Valley 
VERIO? 5.540 atelavina Roses 
ti) rete -rl-srur 
August ........Gladioli 
September ..... Asters 
October .......Calendulas 
November .....Chrysanthemums 
December ..... Narcissi 





Valentines in the Gift 
Department 





THE jeweler with a gift department who 

has stocked greeting cards of all types 
is finding that he must not fail to add to 
his card and stationery department the St. 
Valentine's Day valentine. The field is so 
large that the jeweler can make a careful 
and dignified selection the same as he does 
with greeting cards of all kinds. In the 
jewelry store the dainty lace trimmed, en- 
graved, hand colored, etched, hand tinted, 
wood block and four color process valentines 
will find a logical setting. 

In the search for unique greeting cards 
the customer comes to the jewelry store for 
the high grade stock and in valentines the 
idea is the same. The jeweler can feature 
these cards in the front of his window, 
just as he does with greeting cards, and can 
display them on a small table in the front 
of the store, grouped according to price. The 
grouping according to price seems to appeal 
to customers on these small items. They 
know the limit they will pay and prefer to 
select cards and valentines without assistance 
from salespeople. 

In featuring valentines the jeweler should 
remember that they are more appealing to 
the young people, and to the newly married 
than to the couples of more matured years. 
For this reason in placing merchandise in 
the window along with valentines the mer- 
chandise should be of youthful appeal. 

The jeweler, who is going to combine the 
idea of gift merchandise with an accompany- 
ing valentine card, will have to feature mer- 
chandise appealing only to the young and 
sentimental, note paper, vanities, atomizers, 
small items from the leather department, a 
bud vase, etc. (according to the stock car- 
ried). 

As with the sale 01 greeting cards, have 
a place where customers can address their 
valentines, and accommodate them with 
stamps. The jeweler can even offer to see 
that they are mailed by having a pasteboard 
box into which they can be dropped and 
transferred to a nearby mailbox by one of 
the clerks. The valentine business should 
not be slighted or overlooked by the jeweler 
who carries gift and greeting cards. 
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Branches of Merchandise in the 
Gift Department 





THE buyer for a department store has a 

stock of knowledge of the goods needed 
in the different departments. The buyer for 
a mammoth department store is generally 
confined to the stocking of a single or per- 
haps two branches of goods. The proprietor 
of a jewelry store generally knows all about 
jewelry, but little about the goods best car- 
ried as his gift department stock. For such 
it is good advice to recommend that he 
should nail up in his office a list of the gift- 
departments which he can make profitable 
alongside his own jewelry line. This he 
can add to at the same time as “cutting out” 
any line he finds, from experience, does not 
fit in with his list of patrons. As a starter 
for his list maybe the following will cover 
most of his profitable departments; such de- 
partments should, however, not only have a 
name but a number, for easier reference. 
Thus: 


Department 1. Greeting cards and_ sta- 
tionery. 

epartment 2. China. 
Department 3. Glass. 
Department 4. Lamps. 
Department 5. Leather goods. 
Department 6. Beads. 
Department 7. Perfumes and toilet articles. 
Department 8. Pottery and flowers. 
Department 9. Children’s goods and toys. 


Don’t look askance at that last depart- 
ment. Get the favor of your patrons’ chil- 
dren and you will have a “pull” with them 
stronger than many retailers dream of. 
Aside from silver and gold rattles, there is 
children’s jewelry that might be better dis- 
played in the “Children’s Department” than 
in the general gold and silver smithing stock. 
—C. W. C. 





Attracting Attention to the 
Show Window 


(THERE are people in every city and town 

who have heirlooms, pieces of pottery, 
silverware, glassware, chinaware, jewelry 
and other articles which are suitable for 
display in the window of a jewelry store. 
The jeweler can arrange to obtain such heir- 
looms for display in his window, with a 
small card bearing the name of the owner 
and a few words about the history of the 
exhibit. 

These can be shown for a week at the 
most in the window and only from time to 
time throughout the year. They will not be 
any too easy to obtain and half a dozen 
good window displays of valuable antiques 
will be sufficient throughout the year. 

Art galleries will loan pieces to jewelers, 
from time to time as will private collectors. 
Antique dealers will also let jewelers have 
special pieces, to be sold if possible by the 
jeweler, 

This is a very good way of attracting at- 
tention, and of causing people to watch the 
windows. It brings antiques of America as 
well as of other countries before the eyes 
of passersby and adds to the prestige of the 
jewelry store because it can obtain these 
items.—V. R. B. 
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A Concentrated 
Buying Market 


The choicest Gift and Art wares of 
the world will be assembled and 
displayed in one large buying mar- 
ket, from February 28th to March 
5th, 1927, in the Adelphia Hotel, 
Philadelphia. 


This annual Spring Show of the National 
Gift and Art Association, a permanent 
organization, will attract jewelers from all 
parts of the country to meet under one roof 
and to compare qualities and prices of 
every known item of Gift and Art mer- 
chandise. This concentrated buying at one 
time and in one place, versus, scattered buy- 
ing, many times and in many places, will 
enlarge the jeweler’s choice, simplify his 
selection of best sellers and complete his 
buying within six days. This concentrated 
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VISIT NATIONAL GIFT 
AND ART SHOW 
February 28 to March$ 1927 
ADELPHIA HOTEL 


PHILADELPHIA, PA. ) 












Gift Shows 
buying will save time, effort and expense. 


Here, in the Adelphia Hotel, Philadelphia, 
within a few hours’ journey from all eastern 
cities, friendships will be renewed and both 
jewelers and exhibitors will participate in 
open discussions of new merchandising 


methods. 


All jewelers who are interested in Gift and 
Art merchandise are cordially invited. 
Anticipate your needs for the Spring and 
Summer Trade and plan now to attend. 











NATIONAL GIFT AND ART ASSOCIATION 


Emmet Wuite, President E.R. Turerer, Vice-President T.G. WitiiaMs, Treasurer 








A National Organization to Foster the Spirit Expressed in Gifts and in Art 









































Send for Write for complete information to 
Colored Window Cards Ww. S. Hays, Secretary, 789 Drexel Building, Philadelphia 
A Story any Business Man will Understand ~ 
The full 


=" This picture attracted your attention. 
color print, will do much better in your window. 
Besides, consider these other reasons why you 
should SELL PICTURES. 

They add charm to your store. 


They add customers to your clientele. 
They add dollars to your bank account. 


RUDOLF LESCH 


Publishers of Finer Pictures 


225 FIFTH AVE. NEW YORK 


“When you sell Pictures, sell ART.” 











© Rudolf Lesch 
“The Gorgeous Galleon” By J. D. Whiting 
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HE Moroccan leather cigarette case 
shown in the center of Group No. 752 
is only one of several articles made of this 
Moroccan leather which are suitable for the 


which is a popular item at present, is made 
of velvet or suede with metal receiver. 

* * x 
wall brackets and 


Small furniture and 

















Group No. 752—LEATHER CIGARETTE CASE AND U NIQUE CRYSTAL 


gift shop. The line even includes floor pil- 
lows. The cigarette case illustrated, which 
is different from the usual case in style and 
shape may also be used as a wallet. The 
fine tooling is done in gold in an all over 
design. The crystal pieces in this group 
include handsomely decorated items for the 
boudoir such as vases, powder jars, bottles 
and other useful appurtenances. 


*x* * * 


Inexpensive gift items are a necessity to 
the gift department but to maintain a high 
standing the merchandise must be individual 
in character and of good appearance. In 
Group No. 753 an assortment of such items 
are shown which are useful as prizes and for 
the “little’ remembrance. The telephone 
screens are either of parchment or covered 
with terry cloth. The waste baskets are of 
cretonne or parchment, all neatly finished 
with braid. These items are attractively 
decorated with colored designs. The bridge 
pads have decorated metal pad holders with 
pencil attached or of cloth of gold in various 
designs. The ash tray for the arm chair, 


WARE FOR GIFT STOCK 


shelves such as are shown in Group No. 
754-755 are suitable merchandise for the gift 
shop and may even be the medium through 
which other sales are made. Vases, book- 


be and creating a desire to possess these 
charming accessories. There are many styles 
in wall brackets, suitable for the display of 
a rare vase, a clock or for some especially 
treasured books. Besides their artistic value 
they be utilized for practical purposes. They 
are extremely well made and of splendid 
design. The bronze book ends and ham- 
mered brass vases shown in these groups 
are complimentary to this class of mer- 
chandise. 
x ok x 

Boudoir accessories, ornamental in charac- 
ter and highly decorative as those shown in 
Group No. 756. In this group are all sorts 
of cologne and perfume bottles with atomizer 
and powder tray combinations, as well as 
jewel boxes, cigarette ash trays, clocks and 
pud vases. Items of this character are es- 
pecially adaptable to the boudoir, being 
strictly feminine in character. These articles 
are plated with gold, in rose finish beauti- 
fully chased designs, studded with assorted 
rich, lustrous stones. The picture in the 
center of this group is a colorful print, Span- 
ish type, offering a fair example of the de- 
lightful pictures, both framed and unframed, 
that can be added to the jewelers gift stock. 

* * * 

Three boudoir lamps of charming indi- 
viduality and two tailored lamps for library 
or living room are shown in Group No. 757. 
These lamps, which are illustrated at the 
end of group, have pottery bases plain and 
undecorated in deep, rich and shimmering 
hues mounted on metal stands. The shades 
are simple in design and are made of pleated 























Grour No. 753—INEXPENSIVE GIFTS SURE TO ATTRACT ATTENTION 


ends and other decorative merchandise may 
he displayed to very good advantage in con- 
nection with these articles enhancing the 
value of both, showing the prospective 
customer just exactly how effective they may 


silk bound at top and bottom with a gilt 
passementerie and ornamented with a spray 
of silk flowers. The boudoir lamps are 
more elaborate in their decoration in keeping 
with the other dainty accessories of Milady’s 
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We Carry the Kind of Merchandise That High-Class Jewelers Show 
With Pride and Sell With Profit 


All the New Numbers in Our Imported and 
Domestic Lines of Art Giftwares 
will be displayed at the 


Eastern Manufacturers and Importers Exhibit 


ROOMS 784-785-786 


Palmer House, Chicago 
January 31, 1927 to February 12, 1927 
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Remember the Dates—This is the 
Show you cannot afford to miss— 
Ask the Jeweler who has been there 


FERDINAND BING & CO.’S 


Successors, Inc. 


67-69 IRVING PLACE ‘ 










NEW YORK CITY 









Pacific Coast Rep., Mr. Henry C. Hubley, Transportation Bldg., Los Angeles, Cal. 
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BYBEE POTTERY CO. 
Hand made in the foothills of the 
Cumberlands 


SPICER STUDIO 


Individual Shapes in Blown Glassware 


TALAVERA IMPORTING CO. 
Mexican Glass 


G. H. BARREL & CO. 
Morocco Pottery & Leather 


ELSIE PRINCE STUDIO 


California Poppies, Cosmos and Asters 


CRAFTSMAN STUDIO 
Specialties in Hand Wrought Copper 


BRADLEY STUDIO 
Daintily Decorated Novelties of a 
Thousand Uses 


CALIFORNIA FAIENCE CO. 
Distinctive Pottery and Tiles 


CLEWELL STUDIOS 


Bronze Pottery in an unusual treatment 


PETER PERAZZO 
Alabaster, Italian Majolica and 


Peasant Ware 
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TREITNER & FROELICH 
Hand Tooled Leather Objects 


Perfect in 


ROGER WILLIAMS STUDIO 


Every Respect 


This exceptional showing of 
new and distinctive merchandise 
will appeal particularly — to 
Jewelers. 


Many of the new lines have 
never been shown anywhere be- 
fore, and will prove a revelation. 
The merchandise is perfect, the 
price ts low and the opportunity 
for Jewelry Shops is unique. 


On exhibit at the Eastern Manufac- 
turers and Importers Exhibit at 
Chicago. 
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Early Italian Reproductions 


RUSTIC WELL FOUNDRY 
Hand Foundered Objects 
Artists 


by noted 


COWAN POTTERY STUDIOS 
Graceful Pottery in Exceptional Shapes 


EUROPEAN SPECIALTY CO. 
Delightful Italian Leather and Wooden 


Items 


J. BAXTER WEBB 
Dainty Organdy Boudoir Necessities 


CONSOLIDATED GLASS CO. 
Catalonian and Lalique Reproductions 


PYRAGLASS PRODUCTS, INC. 
Attractive Plaques of well known 
Prints on Special Mounts 


KAY & ELLINGER 
Austrian Pottery and Imported 


Candles 
tae] 
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boudoir. Great individuality of treatment 
both in the shade and base is shown in these 


THE JEWELERS’ 
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the keynote of, its charm. Vases, candle- 
sticks, as well as flower bowls with bisque 

















Group No. 754—UNUSUAL SMALL FURNITURE AND WALL BRACKETS 
(See text on page 103) 


lamps. The base is of metal with flowers 
and leaves entwined, breaking the symmetry 
of the long, slender upright. The shades, 
of soft georgette, are both charming accom- 


paniments to the artistically ornamented 


bases. 
x * * 

The graceful forms worked into unique 
flower holders in Group No. 758 are im- 
ported conceptions. Nature has not produced 
anything more graceful than the figure of a 
physically perfect woman and artists and 
sculptors of world renown have made their 
reputation in producing splendid master- 
pieces. The dancing nymph is grace itself, 
while the water sprite, rising from within 
the water-lily petals, is a wonderful concep- 
tion of beauty and modesty. These figures 
are inexpensive and just the class of goods 
with which the jeweler should embellish his 
stock. The centre group offers an interesting 
array of pottery with simplicity of coutour 
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centre figures are also included in this at- 


tractive line. 
* * x 


A great deal has been written on the re- 
verting of taste to the antique and the 
reproductions of the early efforts of our 
ancestors in the ornamental and decorative 
field. That there is such a demand for real 
articles of virtue that approximate the pro- 
duct of our forebears is the reason for again 
showing further decoration in reproductions + 
of Stiegel and other glassware. A tavern 
glass shown in Group No. 759 is of the 
eight-inch variety, made for a vase and 
treated in three different ways. One shows 
a whale. Another shows an old galleon, 
and the other has a conventional design of 
a basket of flowers. The other pieces call 
to mind the French Empire with the gar- 
lands of ormolu fashioned as a container for 
a brilliantly green cut glass bowl. The 




















GROUP No. 755—BITS OF FURNITURE AND OTHER ARTICLES SUITABLE FOR GIFTS 
(See text on page 103) 











cupid, in ormolu, is supporting a fruit or 
candy dish also of cut colored glass and the 
comport is of the same color with a digni- 
fied column of ormolu as the standard, upon 
the capitol of which gracefully rests the 
bowl of simple but graceful cutting in keep- 
ing with the stand upon which it rests. It 
is such things as these that lend real dignity 
to the gift section of a jeweler’s store where 
they attract the best class of customers who 
find it difficult to pass them by. They re- 
call what their early childhood was familiar 
with and are constant reminders of their own 
early family history. 
* * x 
To give a golf enthusiast a suitable present 
that will remind him of his game and yet 
not be an actual golf accessory is a difficult 
matter but Group No. 760 shows something 
to fill the bill. The clear crystal glass, with 
a copper wheel engraving depicting the ninth 
hole with all its difficult hazards, is for hold- 
ing cigarettes and the item next it is natur- 
ally an ash tray. The other articles in this 
group, also of engraved crystal, are as use- 
ful as ornamental. The writing sets are 
distinct novelties in the glass industry, but 
are astonishingly attractive and handsome. 
One does not have to wait a particular season 





to use them as gifts for they are, all of 
them, always seasonable. It is this class 





Group No. 756—BouDOIR ACCESSORIES AND OTHER ATTRACTIVE GIFTS 
(See text on page 103) 


of goods that a jeweler should always have 
in his gift department. They have all the 
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We Have Made Many 


More Friends 






(ZZ 










in the year just past 


and should like to have the privilege of 
serving you during this new twelvemonth 
so as to count you among our friends, too! 











The New and the Novel 


as well as 
The Old and the Ancient 
in 
Artwares and Gift Goods 
from China 
will be shown by us in profusion at the 
Eastern Manufacturers and 
Importers Exhibit 
Palmer House, Chicago, Jan. 31st to Feb. 12th, 


when and where our 
Mr. A. SHAININ and Mr. R. F. HARTMAN 


will be pleased to welcome you. 





I. SHAININ & CO. 


Direct Importers of Chinese Artwares 
Purchasing Offices in China at SHANGHAI and PEKING 


NEW YORK: 139 Fifth Avenue 
SAN FRANCISCO: 268 Market Street 


CHICAGO: R. F.. Hartman, 36 South State Street 
BOSTON: .H. P. & H. F. Hunt Co., 41 Pearl Street 
LOS ANGELES: Albert B. Hess, Transportation Bldg. 














“20 Years of Successful Merchandising” 
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Jonquills and Ragged Sailors 


“REALART” FLOWERS 


are made to fill the present day demands for washable cut flowers. 


For merit and beauty none can compare with “REALART.” 
They are the only flowers on the market that can be washed “~~ 
soiled. A close study of natural specimens has enabled us 
imitate nature in all her beautiful colors and detail. “REALART” 
copies are indeed hard to tell from the natural flowers. 


Write for information about our large variety 
of “‘REALART’’ Washable Cut Flowers. 


R.C. HAM & _sscocedliggaigal Inc. 
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ear-marks of quality, elegance and refine- 


ment. 


THE JEWELERS’ CIRCULAR 


sists of a variety of baskets, vases and other 
items all in natural colors. Pottery of such 

















Group No. 757—CHARMING LAMPS MAKE EXCELLENT GIFT STOCK 
(See text on page 103) 


The parrot lamp in Group No. 761 is 
made in statuary bronze, gold and bronze 
combination or golden color finishes. The 
golden colors give the parrot and base a 
gold finish and the bird blue tail and wings. 
The height of the lamp to top of parrot is 
12% inches while the overall is 2114 inches. 
The shade is 15 inches wide. This lamp can 
be purchased with or without shade. The 
shade is of embroidered georgette with 
fringe of tan. The colors of the embroidery 
match the colors of the parrot. The bird 
alone without the lamp attachment can be 
obtained as an art object. The base of the 
pedestal on which the bird is perched is 
made of a decorative bird’s foot. The pot- 
tery in this group is Naples ware and con- 
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a highly decorative kind lends contrast and 
color and strikes a brilliant note in the or- 
namentation of the home. The flowers and 
fruit decorating these pieces are in relief 
and most realistic in color and design. The 
candlestick in this group is one of an assort- 
ment of figures which finds favor with the 
young folk. It may also be wired for a 
lamp. Pieces of this colorful pottery inter- 
spersed with the somber-toned or plain glaz- 
ed pottery lend delightful contrast and in- 
terest to this particular corner of the gift 
department. 





Calendars as Gifts 





THE sale of calendars in the gift depart- 

ment offers a wide field to the enter- 
prising jeweler. The usual stock consists 
of a few metal calendars which can be 
used in a man’s office, on a man’s desk 
at home and in the kitchen. It also in- 
cludes some desk calendars in leather, brass 
and copper and bronze, but they usually 
complete a desk set. This is about where 





Group No. 758—GRACEFUL BISQUE FLOWER HOLDERS 
(See text on page 105) 




















Group No. 759—EXCELLENT REPRODUCTIONS OF ANTIQUE GLASS 
(See text on page 105) 


the jeweler stops and allows the gift shop 
to get the bulk of the business. 

There are on the market today many 
kinds of calendars which appeal to both 
men and women. Among these are cal- 
endars showing the month with a blank 
notation space of loose sheets of paper 
and those showing only the day with the 
same notation idea. There are calendars 
for the week which stand on metal holders 
and calendars with pencils attached and 
without pencils. There are also calendars 
which hang on the wall for kitchen use 
showing either the day or the month com- 
plete and having a pad or a pad and pen- 
cil attached. Added to these are pretty gift 
calendars which are so much in demand at 
the end of the year. 

The pretty gift calendars are of particular 
interest. They should be with the stationary, 
greeting card and motto merchandise. They 
are very attractive, very delicate, very col- 
orful, very simple or very complete with 
mottoes accompanying. They have etchings 
on the covers and the calendar worked out 
by the month or the week on each sheet 
below the cover. Others have hand decor- 
ated covers, while others have pictures in 
four color process and others in lithograph. 

There is such an assortment of these 
calendars which are appropriate gifts for 
the New Year and for Christmas to someone 
to whom just a remembrance is given that 
it would take more space than is allowable 
to describe them all. 
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M. Wille—Art Goods | }(q7/jhil 


41 UNION SQUARE 


Broadway at 17th Street 
NEW YORK 


An endless variety of Art and Gift Wares 
| remarkably beautiful and unique, such as we 
have been selling to the Jewe'ry trade 











Write for prices. 








since 1900 FACTORY 
Hundreds of items are our own creations, Springfield, 
made especially for us, not obtainable elsewhere. Mass. “Mad Hatter” 


New, quaintly decorated door stops and 
book ends from ‘Alice in Wonderland” 
and ‘Mother Goose.’’ New shapes in 
Day-Craft metal book ends. A trifle 
smaller, but of the same heavy steel, 
5 E 2 ‘na full assortment of colors including 
E. H. COLES brown, grey, and jade green. 

225 Fifth Ave. 


Los ANGELES:: 


M. J. LATTIE 
Transportation 
Building. 








New Yor«k 
OFFICE: 


~ 







Eastern 
Mfrs. Exhibit, 
Palmer House, 

Chicago, 


Jan. 31-Feb. 12. 
E, A. COLES 
in charge. 


INCORPORATED 
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{| PROFIT ECONOMY CONVENIENCE TO THE BUYER 























Dragsted Famous Pewter 
Throughout the Scandinavian countries “Dragsted” 
stands for quality and skill of the highest order. 


“Cuivre Poli’’ 


.. 
China.Glass 
Highly finished Brass Goods, Desk Sets and Py 
Desk Accessories. SS and Gift Show 


Golden Glow and Green Patina Coppers = 


Hand Wrought. iN Chicago y 


Reproductions of “Old World’’ Antique 
Pewter Hotel Sherman 


A very large collection of things unusual. 














Keramics from Famous Studios 
Marble Onyx and Alabaster 


combined with Bronze and Pewter. 


{ ETCHED and Cut Glass from Bohemia 
“Old Time” Bottles from Denmark 





These are just a few items of our large displays at the 





| Eastern Manufacturers’ and Importers’ Exhibit Mark the dates and attend the China, Glass and Gift 
\ Palmer House, Chicago, III. 
January 31-February 12, 1927 Show at HOTEL SHERMAN 
Statler Hotel, Boston, Mass. January 24-29, 1927 
March 13-19 Three floors of gift, china, glass and allied merchandise 
Sinton Hotel, Cincinnati, Ohio i i i 
April 3.9 for your inspection and comparison 
National Gift and Art Assn. Exhibit : ne ane Puapiegg _ 
Adelphia Hotel, Philadelphia, Pa. China, Glass and Gift Association 


February 28-March 5 Room 1650 53 W. Jackson Blvd. Chicago, Ill. 
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Wrapping the Gift Package ~*~ 


Attention to This Important Detail Will Please Customers and Help Advertise Your Store 











———J 








— 








T is an understood fact that women dislike 

carrying packages of every description. A 
woman will carry a large hand bag, a large 
pocketbook, and magazines, but she will 
evade carrying packages as much as possible. 
It is not that she dislikes being burdened but 
she dislikes the assorted wrappings and color 


the use of many very attractive papers in 
which the box or article is finally wrapped 
after the tissue paper wrapping. Even en- 
velopes of this colorful paper which are 
durable for carrying and yet most attractive 
are also used. 

For a long time it seems, the custom of 




















Group No. 760—ENGRAVED CRYSTAL WARE IN ATTRACTIVE DESIGNS SUITABLE FOR GIFTS 
(See text on page 105) 


schemes of the packages made up by stores. 
It is not that she hesitates about carrying 
an assortment of small bundles for fear she 
may leave one somewhere but it is because 
she does not want a brown paper package, a 
grey envelope, another package of another 
colored paper and then a dainty white paper- 
ed package. 

Concerns have made a study of packages 
which women will carry and which they will 
evade carrying if possible. Department 
stores have found that the women will carry 
packages which are small when such pack- 
ages have handles on the small boxes, or the 
bag has a loop in the paper which allows the 
bundle to hang by one or two fingers, along 
with the purse or whatever else the woman 
is carrying. Each store, though, uses a 
different colored envelope, and the woman 
who shops a great deal can tell, walking 
along Fifth Avenue, New York, just where 
her fellow shopper has been by the color of 
the envelopes without looking at the store 
label stamped on the bag. 

The gift shop and the jewelry store can 
serviceably wrap their packages, small and 
large, in ordinary wrapping paper, but though 
the woman knows that her purchase is from 
the best jewelry store in town, it will be a 
package and she will not care to carry it. 

Therefore the jeweler who does not deliver 
packages, or who does not want to carry 
on a large delivery service, can set about 
devising means whereby his customers can 
be enticed into carrying home their small 
purchases because the wrappings are distinc- 
tive and will be an added touch to the 
woman’s costume and not just a bundle to 
be carried. 

Gift shops are studying this situation in 
package wrapping and the result has been 





the jeweler has been to wrap his packages 
neatly in white paper or light grey when 
they are small, and in heavier paper when 
they are larger in size. With the appear- 
ance of the gift department the jeweler con- 
tinued this same method with all of his gift 
department merchandise. It is all right— 


store itself to wrap its packages. The 


colored paper is more expensive than just 
plain wrapping paper and it must be of 
a good quality to stand up until the package 
reaches the customer’s home. It must be 
fast-color to withstand weather conditions, 
and it must be a dainty design. The cord 
which will go with this paper will also neces- 
sarily be of a better quality than with the 
wrapping paper package, maybe fibre ribbon 
or some other strong but harmonious kind. 

There is an added expense in pleasing the 
woman who is carrying the package but what 
is the result? 

First: The woman likes the package. It 
is colorful, dainty, and adds instead of de- 
tracts from her appearance which she has 
been careful to see is at its best before she 
left her house on her shopping trip. 

Second: The distinctive paper is soon 
known as the wrapping or the envelope used 
by “Jones & Co.” and this means that other 
women whom she passes know where she 
has made a _ purchase. That pleases her 
vanity. 

Third: People who see this package or 
envelope mentally remark: “She bought at 
“Jones & Co.” And “Jones & Co.” are get- 
ting advertising which they cannot get in 
any other way. 

Fourth: Attractive packages will eliminate 
the small package delivery service or cut it 
down to a minimum and save on the cost 
of that department in the jewelry store. 




















Group No. 761—ATTRACTIVE LAMPS AND NAPLES WARE POTTERY 
(See text on page 107) 


but the gift shop with the novelty paper 
package for the woman who is carrying 
home her package is just a little more all 
right, and the plan is just a little more 
appealing to the customer. 

There are stationery houses which carry 
a line of colorful papers in packages of five 
sheets of 20 by 30 inch paper for sale to 
customers who wish to daintily tie up gifts 
at all times of the year. This same paper 
can be purchased in lots of 100 sheets for the 


Fifth: The gift department using this 
colorful wrapping system must have a color- 
ful wrapping system for the jewelry depart- 
ment, also. The jeweler can use the same 
kind of paper for the entire store, or, if he 
features his gift section as a complete sec- 
tion by itself, he can use different paper for 
the gift department purchases than for pur- 
chases in any other part of the jewelry 
store. 

The question of whether there will be a 
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THE BALTIC AMBER CoO. 


Finest Genuine Amber 
Largest Line 


of 


Cigarette Holders 


Handsomely Boxed 


Finest Faceted Amberlite 
105 WEST 40th STREET NEW YORK 














Pre-eminence in Any Line Inevitably 
Leads to Comparisons. 





We urge you to compare the values obtainable here 


with those offered anywhere—we are confident of OUR customers seek the unusual 
the result. ’ in gifts. You will find the Balti- 
The Bronzes—dependable and desirable in every more Clipper line featured in 


respect—are of the usual high class standard for 


: ; ae shops whose patrons demand distinc- 
which this organization 1s noted. 


tion at a reasonable price. 

Exhibited at Chicago Palmer House, Room 746 Br 
Eastern Manufacturers and Importers Exhibit <Atner’: 

Manager. 

Catalog and Prices Sent on Request 








‘ “Gye BALTIMORE CLIPPER IMPORTING @. 
Pompeian Bronze Co. 6E.Pleasant Strect PEE BaltimoreMaryland 


INCORPORATED Aa mp 
Manufacturers of Artistic Bronzes 


225 Fifth Avenue Room sex New York City Room 407, 225 FirtH AveNuE, New York 

















When she can’t decide what to buy for him you can easily sell her a 


Master-Lite De Luxe Pocket Cigar Lighter 


They have every element of a desirable Christmas gift. 

USEFULNESS—Indispensable to smokers, sportsmen and tourists. 
— your lady customers will delight in one for their smoking 
its. 

PRACTICAL—The most practical lighter made. Always lights. 
oe dangerous flint sparks. Never any trouble. Guaranteed 
orever. 

ATTRACTIVENESS—Gold plated and jeweled with Birth stones— 
encased in an attractive red leather case. 

FOR DEALERS—It is the best inexpensive Christmas gift item 
you can stock. The sales are rapid and the profits large. 
Easily retails at $3.00 to $5.00. 


Mail Us Your Trial Order Today for 
One Dozen—Price to you $1.50 each. 


110 A East 23rd St., N. Y. City 
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label on this paper is one which the jeweler 
can decide for himself. It will increase the 
price of the paper if there is one stamped 
or printed on the sheets when they are made 
up for the jeweler by the manufacturer. The 
jeweler who purchases his sheets and does 
not have them printed with a label can use 
a sticker label of dainty and small design 
which he sticks on the package after it is 
made up so that it always appears in the 
upper left hand corner. The jeweler who 
is going to use that particular type of paper 
indefinitely, and has arrangements so that 
he can obtain it indefinitely, does not have 
to put a label on the package, for the paper 
will soon be well known to the people of his 
town and unlabeled packages are more allur- 
ing to a woman than labeled ones. 

In other words, the jeweler with the gift 
department is trying to cut down on his 
delivery expenses by inveigling the woman 
into carrying home her own packages be- 
cause they are so attractively wrapped that 
they are a pleasure to carry. Therefore the 
jeweler who is going to carry out this meth- 
od must do so from the angle of pleasing 
the woman as completely as possible. A 
pleased customer is a walking, talking ad- 
vertisement for the jeweler and his store, 
and one who is pleased with the package she 
is given to carry is also a carrying adver- 
tisement for the jewelry store. 





Permanent Secretary for Gifts, Artwares and 
Novelties Association Appointed and 
Change: of Address of Executive 
Officers Announced 


Earl W. Steinbeck, president of the Gifts, 
Artwares and Novelties Association, under 
the auspices of which the annual Chicago 
Gift Show is held, announces a change of 
address of the executive offices of the or- 
ganization and the appointment of a perma- 
nent secretary to maintain the services of 
the organization throughout the year. This 
announcement accompanies the advice that 
the Gifts, Artwares and Novelties Associa- 
tion plans to extend in many directions its 
services both to the manufacturers and the 
buyers. Details of these plans will be made 
public following a meeting of Mr. Steinbeck 
and his fellow officers to be held in the near 
future. 

The new office of the association is in the 
Monadnock building, 53 W. Jackson Boule- 
vard, Chicago. The office is in charge of 
Miss Josephine N. White, who has for a 
number of years been connected with the 
association work when temporary offices of 
the show associations were maintained in 
the Chicago Association of Commerce of- 
fices. 

Well acquainted with the details of con- 
ducting the various hotel shows through five 
years’ experience, the selection of Miss 
White as permanent secretary was made by 
the association officials with a view to con- 
ducting the business of the organizaticn 
with maximum efficiency. 

Miss White is a graduate of the Univer- 
sity of Chicago, and in addition to her past 
activities in connection with the gift shows, 
has been identified with the activities of tle 
Convention Bureau of the Chicago Associa- 
tion of Commerce for five years. Previous 


to that Miss White was in the employ of ihe 
United States Shipping Beard. 
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Release of the list of exhibitors scheduled 
to display at the Second Annual China, 
Glass and Gift Show, Hotel Sherman, Jan. 
24-29, shows on December 10 an equal num- 
ber of exhibitors as at the same period last 
year. Indications of an equal or greater 
attendance of buyers were announced by the 
secretary of the association. It was stated 
by the association officials that a large nuin- 
ber of manufacturers have signified an in- 
tention of displaying. 

Buyers planning to attend the Mid-Winter 
Gift Show at Chicago are urged to make 
early reservation of hotel accommodations. 
If desired they may be made through the 
secretary’s office. 

The displays at the Hotel Sherman will 
comprise three complete floors of exhibits 
open to buyers continuously from Jan. 24 to 
29. The range of merchandise to be shown 
is more complete than ever before and in- 
cludes representative artwares, decorative 
furnishings, novelties and every form of do- 
mestic and foreign merchandise usually as- 
sociated with gift trade stocks. 

W. C. Owen, president of the China, Glass 
and Gift Association, a not-for-profit or- 
ganization, advises that from all indications 
this show will be a definite success. 





Decorating the Gift Depart- 
ment 





UITABLE decorative effect in setting up 

a gift department is an important item, 
which, if properly attended to as a frame- 
work to the goods displayed will do much 
toward increasing attention, hence sales also. 
Artistic color values are far too little un- 
derstood by the retailer, in fact often 
ignored. Grace Knudson, in her useful little 
work “Girr AND ArT SHop MERCHANDIS- 
ING,” has this to say on the matter: 

“The first very important detail to be con- 
sidered in any gift or art shop or depart- 
ment or side line, small or large, is the color 
forming the background for display. This 
should be in keeping with the individual 
service; that is to say, exclusively Italian 
or Chinese goods should be given a back- 
ground of Italian or Chinese coloring in 
order to help create atmosphere. Walls and 
woodwork must be neutral in tone to form 
a setting that will neither overpower and 
detract from, nor be out of harmony with 
the vari-colored merchandise which will be 
displayed against them; yet they should have 
enough depth of tone to give an air of life 
and cheeriness. 

There are too many authoritative and in- 
teresting books now available upon this sub- 
ject of color in interior decorating, and it 
would be wise to consult one before decid- 
ing upon this detail of tinting shop walls; 
for not only is color artistic in effect, but 
it has a direct and subtle influence in at- 
tracting interest, arousing sentiment and in- 
ducing customers to buy. This is a fact 
proven by experiment and observation. 

“In general, ivory white, light gray with 


a blush of rose in it for warmth, light green, - 


yellow, soft buff, are good backgrounds for 
a miscellaneous merchandise—nothing glar- 
ing. The merchandise—and its display—is 
the thing; it must not be detracted from by 
a too colorful setting. Useless trellises or 
grills are out of place, unless they have a 
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natural part in helping to show off goods. 

“Color of walls and woodwork has also 
its direct effect in economy of illumination. 
Just a suggestion as to the amount of light 
thrown back, to help in illumination, by dif- 
ferent colors upon surfaces: 

“A brilliant white reflects at least seventy 
per cent of the light which falls upon it, 
pale orange, about fifty-five per cent, pale 
green, about forty-seven per cent, pale yel- 
low, about forty per cent, pale blue about 
forty per cent, dark yellow, about twenty 
per cent, light red, about sixteen per cent, 
dark green, about ten per cent and dark blue, 
about six per cent. 

“Hence a window or interior with wood- 
work painted a light tone of color or finished 
in polished light natural wood can be illu- 
minated with less wattage than one finished 
in mahogany, for instance. A window or 
shop in which white goods are shown can 
be illuminated more economically than one 
carrying dark-colored articles. And ‘dark 
corners, if unavoidable, should be appor- 
tioned to ‘light goods.’ ” 





The Children’s Gift Depart- 
ment 





WHAT percentage of jewelers locks upon 

the children as numbering among their 
patrons? Other trades, aside from the candy 
business and the toy shops, watch out for 
the kiddies, seeing in them the “traction” 
powers they have over parents. And chil- 
dren, as every jeweler knows, have their 
jewelry and trinkets. But much of such 
adornment is purchased in the department 
stores. It is a sure bet that the jeweler with 
a gift department will increase his bank 
balance therefrom by adding a children’s 
section. Dolls may play their part as wear- 
ers of kiddy gems, and the girl accompany- 
ing her mother to her jeweler will quickly 
attract the maternal eye to the juvenile dis- 
play. 

Diminutive purses and handbags in their 
silver and silver-gilt trappings will cause 
mother and father to dip a little deeper into 
their purses to take home such proofs of 
affection in order to be repaid with the 
jubilation and kisses such pretty equipments 
will call forth. Lovely little shoe buckles 
should add to the display, mounted on vari- 
colored cards. 

Why leave Kris Kringle gifts to the de- 
partment store, toy shop and others, while 
the jeweler is looking around to find how 
to increase a meager income? Metal orna- 
ments of artistic beauty do not belong to 
grown-ups alone, the child needs such in 
its little hat. Even silver and silver-gilt 
buttons with lovely enamel ornament for 
the child’s cloak belong to such a gift de- 
partment. 

A child’s section in the gift department 
would prove, in the end, a fine advertise- 
ment for the jeweler to attract his patrons 
to call even when not in search of jewels 
or repairs. And the boys? Would they not 
prefer the gift of a little watch purchased 
by mother or father in the jewelry store 
instead of elsewhere? The watch-chain 
would gain in Master Jack’s eyes it pur- 
chased in its legitimate quarters. Put a 
sign in the window: “Children’s Gifts A 
Specialty.” 
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IMPORTANT 
Fred C. Reimer Co., Inc. 


49 W. 23rd St. 
New York, N. Y. 





Announces that on a recent trip abroad, ar- 
rangements were completed for many new and 


attractive lines. 


Today the Showroom is replete with the greatest 
array of novelties and useful articles that has 
ever been shown anywhere. Come in and see 
for yourselves or drop a line and a salesman 


will call upon you. 


Theresienthal Stemware, crystal and colored; 


Schierholtz Dresden ware; English Bone China. 


All exceptionally good lines for you. 





Bohemian Glass 


In all its wonderful 
colorings at low 
prices 


Gay Floral 
Decoration 


ee eer en ore: Doz. $7.20 
Bottle and Tumbler...Doz. $18.00 
Cigaret Holder........ Doz. $9.60 


Assortment of other numbers 











to retail @ $1.25 up. 


THE GIFTS -BAZAAR 


Miss E. D. Sanford Anne C. Wilmerding 
225 Fifth Avenue, New York 














A 
[avinité, 
[Rt0. US. PAT. OFF \ U.S. PAT. OFF. 
The Pottery Metallique 


Many New and Attractive 


One Dollar Sellers 


Will be found at the China, Glass and Gift 
Show, Room 1408, Hotel Sherman, Chicago, 
January 24 to 29, inclusive. 


ART INDUSTRIES, Inc. 


Exclusive Manufacturers for U. 8. A. 


225 Fifth Ave. New York 


Chicago Representative: 

W. C. Owen, Inc., 17 No. Wabash Ave. 
Los Angeles Representative: 
Shaw-Newell Co., 228 Stack Bldg. 
San Francisco Representative: 

F. C. Tuska, 150 Post St. 
























Gift Buyers 


While you are at the 
Eastern Manufacturers and Importers Exhibit 
We earnestly solicit that you visit our 
SHOWROOM 756, at PALMER HOUSE, CHICAGO 


where a complete line of 


Perfume Sprays, Vanities, Imported Hand Bags 
and a varied line of French Novelties suitable 
for the Jewelry Trade will be displayed. 


J. LEQ GROGAN 


225 Fifth Avenue New York 











THE BUYERS’ DIRECTORY 


Price $1.00 
The Jewelers’ Circular, 11 John St., New York 








Compend of Diseases of 
the Eye and Refraction 


By Gould and Pyle. Including Treatment and Opera- 
tions and a Section on Local Therapeutics. With For- 
mulae, Useful Tables, a Glossary and 111 illustrations, 
several of which are in colors. Price, Cloth, $2.00 





The Optical insets Company 
11 John Street : New York 








Why Not Now? 





M 
Finn 


Reg. U. S. Pat. Office 


The Latest 


























J. R. KITTLER 


Encrusted Fancy China in 
Gold and Platinum Finish 


Assortment No. 6 
A $25.00 Special! 





of Geld end Pletinum Chine Wistoosle Only 
5 Pair Salt & Peppers 2116 Hudson Ave. 
; dlp og -. Creamers CHIC AGO 


1 4-piece Condiment Set 
1 6” Vase 


Try It! You Will Call Again. 





Ask for Representation. 
Your territory may be open 
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Making Service Pay Dividends 








The Customer Appreciates Attention to Details and Tells Her 
Friends About It 
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HE business side of the Gift Department 

is not taken into consideration enough 
by the majority of jewelers. An article has 
been published on the proper care of the 
stock room that it may give the jeweler the 
best service. There are other things which 
can be touched upon to give the jeweler 
still more satisfaction than he has at present. 
The proper appropriation of window space 
has been covered, buying trips have been 
given consideration, the layout of the store 
and display of merchandise has been dis- 
cussed until jewelers need very little more 
on this subject, but service, salesmanship 
and bookkeeping remain to be touched upon 
more than they have heretofore. 

We might say that this article will be de- 
voted to service while two others will cover 
the subjects of salesmanship and bookkeep- 
ing. The idea of dividing these subjects into 
three articles has been conceived because of 
space, and also because nobody likes to wade 
through long articles but will read three 
short ones and gain more from them. 

So—Just what is “Service” in the gift de- 
partment ? 

Service is something which is given cus- 
tomers, apparently without charge, which 
makes them feel satisfied with their pur- 
chases, which makes them feel that they have 
been given extra consideration, which makes 
them feel welcome again in your store. 

Service can be arranged into the following 
divisions: Special boxing and wrapping of 
merchandise purchased ; appropriate cards of- 
fered the customer to accompany purchases 
and be wrapped with the articles; a messen- 
ger or delivery service; the same sales per- 
son to wait on the same customers each time 
they come to the store; a cheery greeting 
and a pleasant farewell. 

The question of special boxing and wrap- 
ping of merchandise will appeal to more 
women than the jeweler realizes. Very few 
women have the facilities home to repack 
their purchases and send them off in style 
to the receipients of the gifts. If the jeweler 
properly wraps his gift department mer- 
chandise as he does his jewelry he will have 
customers who will come again and again 
for no other reason than that the merchan- 
dise is in his box and is done up better than 
they could do it themselves. 


If boxes for all merchandise are an ex- 
pense which the jeweler does not feel justi- 
fied in taking on at this stage of his gift 
department business, then he should have 
plenty of tissue paper, and a very good 
grade of wrapping paper, something dis- 
tinctive, and cord which no other store in 
the neighborhood is using. 

Blank cards at a table can be carried by 
every jeweler. The sales person should ask 
if the article is a gift and if the customer 
Wishes to enclose a card with the merchan- 
dise. Many customers will be glad of this 
service. It eliminates the looking up of a 
card at home and the untying and retying of 
the package. The cost of maintaining this 


service is so small that the jeweler will not 
notice it. 

A messenger service or a delivery service 
involves a real expense. Whether the de- 
partment warrants the service is for the 
jeweler to decide. Customers are accus- 
tomed to carrying things home from a 
jewelry store, but gift department items are 
very often bulky and, on the other hand, 
customers often like the store to deliver the 
gift direct. For special delivery service in 
the jewelry department a porter is usually 
used, or in important cases a young sales- 
man is sent out. In the gift department the 
porter may be used to some extent, but the 
idea of sending a salesman is not practical. 
Most jewelers will find that an errand boy, 
or messenger will be very handy in this de- 
partment. He can fill in on the jewelry de- 
partment if he has any spare time, but there 
will most likely be no spare time, as the 
jeweler will not take him on until he finds it 
necessary and the boy will most likely be 
run to death from morning to night. 

The same salesman to wait on the same 
customer will appeal to many customers. 
Salesmen who wait on a customer a couple 
of times will get an understanding of the 
mentality of the customer and be better able 
to handle that customer than would a 
strange salesman each time. Customers also 
like to feel that they know the people in the 
stores where they make purchases. 

Selling is a great wide world of blarney 
and nobody knows it better than the sales- 
man in the gift department of the jewelry 
store. Knowing a customer’s likes and dis- 
likes a salesman is often able to save the 
customer’s time and his own, too, by mak- 
ing appropriate suggestions of merchandise. 
There are many reasons for this which the 
jeweler will think of himself and approve. 

The idea of a cheery greeting and a pleas- 
ant farewell is one which few salespeople 
use and which many customers like. “Good 
Morning” or “Good Afternoon” should be the 
greeting of each salesman to a customer, 
followed by the name of the customer if 
possible. The customer feels at home then. 
“Good Morning” or “Good Afternoon” should 
conclude the interview, and if it has been 
a sale, even though only for a 50 cent item, 
it should be followed by “I hope we can be 
of service to you again soon” or words to 
the same effect. The customer likes service, 
and the gift department must give service 
to customers just as any other line of busi- 
ness must. 





oe 
— 





“Why so sad?” 

“My wife left me last night.” 

“Gosh! That is tough.” 

“Yeah, she’s coming back home today.” 





Sim: I hear young Mirandy bought her 
new raincoat down to Green Fence Cor- 


ners. 
Sam: Yep, her paw told her to keep away 
from these here new city slickers—Pup. 
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Arranging Window Space 





(THERE are many jewelers who have gift 

‘ departments but who have not yet real- 
ized the value of window display for gift 
department merchandise. Most of the suc- 
cessful jewelry stores with gift departments 
which are making a profit have come to a 
decision on the amount of window space 
which the gift department merchandise 
should have. The jeweler who has not 
reached this point will be surprised at the 
amount of space the successful gift depart- 
ment jeweler ailots. 

Where there are two windows the suc- 
cessiul jeweler will give the bigger one to 
his gift department merchandise. Where 
there is only one window he will either put 
a small platform in the center and devote 
that to jewelry and give the rest of the win- 
dow to gift merchandise and a few silver 
pieces or he will partition off, with low 
wooden partitions, the window into three 
parts and show his jewelry in the center, 
with some silver pieces in the back, or he 
will just group his jewelry display in the 
front of the window on a piece of velvet 
and devote the rest of the window to gift 
merchandise. 

In other words, the jeweler who knows 
the value of the gift department merchan- 
dise will give more than half of his win- 
dow display space to it. He figures, “A 
few rings, a few watches, a few bracelets, 
a few pieces of jewelry, and a lot of gift 
merchandise—they know I ama jeweler with 
a complete stock but they can never tell 
about my gift merchandise and so I must 
show them constantly.” 

There are a few iewelers who have a 
silver and jewelry window the first part of 
the week with only a vase or two or a 
lamp or a few pieces of glassware or china 
to draw attention to the gift merchandise 
carried, and in the latter part of the week 
run the gift merchandise window with only 
a few pieces of silver such as vegetable 
dishes, trays and vases, and a very few 
pieces of jewelry as a reminder that the 
store is a jewelry and gift shop combined. 

This latter idea is one which the jeweler 
who has just gone into gift department 
merchandise can try out if he is skeptical 
as to the advisability of giving so much 
space in his valuable window to gift mer- 
chandise. He must remember though that 
because his window space is so valuable he 
should use it for the merchandise which he 
is so desirous of pushing—the gift depart- 
ment merchandise. As soon as he realizes 
this the method of the small jewelry dis- 
play in the front of the window and the 
rest of the space occupied by gift merchan- 
dise will be the next step. And he will 
most likely maintain that rule as long as 
he has a store with only one window for 
display. If the jeweler has a two show 
window store, from the day that he stocks 
gift department merchandise the larger of 
the two windows should be devoted to the 
display of gift merchandise and the other 
devoted to jewelry and silverware. 

The jeweler who has not given his win- 
dow space in this proportion to jewelry and 
gift merchandise should try it for a time— 
and he will continue the idea. In fact he 
will make a New Year’s resolution tu con- 
tinue the plan. 
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What may the engaged man 


give to his fiancée ? 


THE WHAT, WHEN AND HOW 
OF REMEMBRANCES.. . DON’T 
GUESS— ASK YOUR JEWELER 


Aa Aa MN 


N engagement ring, of course! But what 
A else, during the engagement period may 
a man give to his fiancée—with propriety and 
good taste? 

This is one of the many puzzling problems in 
the delicate and intricate art of proper gift-giving. 


Certain kinds of gifts, including all forms of 
jewelry, the engaged man may bestow upon his 
bride-to-be as freely as his means and wishes 
sanction. Other types of gifts, such as wearing 
apparel or furniture, he cannot give at all, with- 
out breaching the canons of approved social 
practice and good form. 


But there are other equally perplexing ques- 


ADDRESS 


tions in the etiquette of gift-giving. What, for 
example, should a bridegroom give to his best 
man and ushers before the wedding ceremony? 
And the bride to her bridesmaids? What are 
the proper anniversary and seasonal gifts to 
friends and relatives? 

When you have a delicate gift problem to 
solve—don’t guess—go to an expert for author- 
itative counsel. See your jeweler. He is past- 
master in the science of gift selection. His con- 
sultations are free. 

But, today, send the coupon below for the 
Tiny Treasure Book, a pocket brochure that 
treats of the What, When and How of Remem- 
brances. A copy is waiting for you. 


ELGIN 


THE WATCH WORD FOR ELEGANCE AND EFFICIENCY 





Cy ess 


Send for the tiny TReasuRe BOOK, a delightful little brochure of Gift Facts and Gift Suggestions. Sent free 


Elgin National Watch Company, Dept. 13, Elgin, IU. 


Tuts advertisement appeared in four colors in The Saturday Evening Post, January 1, 1927 
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ose nes aerate tos ores ae tee 


That this department shall prove mutually bene- 
ficial to our readers, it is desirable that the mem- 
bers of the trade generally communicate with THE 
JEWELERS’ CIRCULAR regarding any advantageous 
device or plan which they are utilizing in con- 





nection with their business. 














Business Facts Worth Thinking About 





Written Expressly for The Jewelers’ Circular 














— years ago THE JEWELERS’ CIRCULAR 
published a number of comprehensive 
articles on the cost of doing business and 
the proper way to figure profits. The Har- 





your business year, exclusive of real es- 
tate. 

2. Charge rental on all real estate or 
buildings owned by you and used in your 


Here are some figures secured by the 
Harvard Bureau of Business Research two 
years ago from 254 retail jewelry stores: 


yard Bureau of Business Research con- business, at a rate equal to that you would Wiha Items 
ducted several investigations giving the receive if renting or leasing it to others. ~“ To mee Departments : 
ne jeweler valuable information based on orig- 3. Charge in addition to what you pay plese Salaries and Wages........ 17.7% 
inal and painstaking research. Operating for hired help, an amount equal to what your B vertising ...... rte e eee ee eees 3.1 
expenses, gross margin, net loss and stock services would be worth to others. Also Delive and Wrappings ........... 1.1 
turn for a number of representative retail treat in like manner the services of any rag st eet e cece c ec ceeeeeeees 0.3 
jewelry concerns were calculated and later member of your family employed in the R ce Supplies and Postage...... 0.7 
published in booklet form. Numerous facts business, not on the regular payroll. eo ee ee 48 
about the repairing department were also 4. Charge depreciation on all goods car- “ae Light and Power.......... 0.9 
given.* Even with all this there are many ried over on which you may have .to make baa, +4006 Cbes Stee mee ReewN abies 1.0 
jewelers who do not show a profit and profit a less price because of change in style, Some tee eeeeeeee shee eeeeeees 0.7 
is the real desideratum. Profit in any business damage or any other cause. pomachee of Store Equipment ee 0.3 
is what gives reserves to the whole country, 5. Charge depreciation on _ buildings, fs ae of Store Equipment.. 0.8 
allows surplus money to be invested for tools, fixtures, or anything else suffering ne setae CO 49 
constructive purposes, gives employment to from age or wear and tear. NE ere 1.6 
the unemployed, speeds up the production of 6. Charge amourts donated or subscrip- osses from Bad Debts ......... 0.4 
existing factories and opens up new ones, tions paid. ; pane 8 
all, of course, with the aid of an efficient 7. Charge all fixed expenses such as Total Expense (+daewkas eee we 38.3% 
banking system. taxes, insurance, water, light, fuel, etc. vet gy Sincin a alhoncre senate 39.5 
One jeweler who complained to the 8. Charge all incidental expenses such as oe . FONE 1. eee cece esc eees 1.2 
writer some years ago that he could not <rayage, postage, office supplies, delivery ne ee (times a year) teeeees 0.9 
show an adequate profit was asked how Wagons, telegrams, telephone, advertising, Repairing Receipts=100% 
much salary he allowed himself. Salary, CaMvassing, etc. ; Repairing Department: 
of course, was figured in his cost of doing 9. Charge losses of every character in- Salaries and Wages ............. 61.4% 
business. The astonishing response was Cluding goods stolen or sent out and not Supplies and other Direct Expenses 18.3 
received that he allowed himself $7,500 a Charged, allowances made, bad debts, etc. Indirect Expense ............... 14.6 
year salary and the same amount to a part- 10. Charge collection expenses. J 
ner, making a total of $15,000. It is not 11. Charge any other expenses not Total Expense :............... 94.3% i 
easy for many jewelers to show a profit oe ype , iit aitiae ee ee ee ae 5.7 ’ 
: 2. en you have ascertai v . ; é 4 
Which, of course was enly one item in the the sum of all the foreging items amount Proportion of Repairing Receipts to 
great chain of expenses that boosted his to prove it by your books and you will die "§ cum . te é., Net Merchan- } 
cost of doing business. Under some cir- have your total expenses for the year. Then a Receipts) 16.4% i 
cumstances such a salary might be justifiable, divide this figure by the total of your sales The slow stock-turn is a source of worri- 
but in this particular case it could hardly nd it will show you the percentage which ment to every jeweler, for profits depend ' 
be justified by the turnover. This is men-  ‘t has cost you to do business. ___ largely on the number of times the mer- { 
tioned because there may be others figuring 13. Take this percentage and deduct it chandise is turned over. That is where de- 
a salary so large that there is really not from the price of any article you have sold, partment stores prosper. A large New York 
much left for profit and consequently the then subtract from the remainder what it department store one year had nine turn- 
complaint itself about lack of profit may Cost you (invoice price and freight), and overs on an average inventory of five million | 
not be justified. Let us recall some of the the result will show your net profit or loss dollars. Some seasoned merchants believe | 
“ expenses which must be figured in the cost ©” the article. the jeweler’s initial mark-up should be i 
of doe busines. 14. Go over the selling price of the va- relatively high, because, so they claim, of i 
i.‘ Charge: interest ca the net annunt “of articles you handle and see where you the difficulty of getting a rate of turnover 
your total investment at the beginning of stand as to profits. Then get busy in put- as satisfactory as in many other lines. 
a ting your selling figures on a profitable It is possible that even the department i 
basis and talk it over with your competi- store record mentioned has since been beaten 
*See latest Harvard Bulletin No. 58, for 1925. tor as well. and this department store head told the 
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MASTERPIECES of the ART of CLOCKMAKING 











Bronze Metal Tambour Clock 





Just a few examples of the extensive 
line of 8-day, High-grade, World 
Renowned, Chelsea Clocks. 

Cost more than others, 

BUT 


The Value is there. 


On sale by Highest-class Jewelers 


CHELSEA CLOCK CO. 
(Established 1897) 
10 STATE STREET BOSTON, MASS. 


Louis XVI Clock 
Bronze Metal Cases 





GIFTS THAT LAST— 
CAN BE HANDED DOWN AS HEIRLOOMS 
Banjo Clock 


hcecainiine: Geanmened METAL CASES FINISHED TO ORDER AS DESIRED 


“a CHELSEA | 
ee | CLOCKS {ss 








Yacht Wheel Ship’s Bell Clock Clock and Barometer Desk Set “Commander” Ship’s Bell Clock 
(Also Without Base) (Also Clock Sold Separately) 
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writer the department store is handicapped 
by its inability to give the service rendered 
by the progressive, up-to-date, capable 
jewelry merchant. The retail jeweler has 
a real advantage in the sale of jewelry, be- 
cause of his special training in jewelry and 
horology, but he does not play this up to 
advantage strong enough, at least he did not 
until recently, when many jewelers are very 
wisely following suggestions offered by THE 
JEWELERS’ CIRCULAR for many years, and 
that is, to use in their advertising the 
slogan, “Buy your jewelry from a jeweler, 
who is a specialist in his line.” 

How turnover is to be increased has 
always been a problem and will be a prob- 
lem for a long time with many. A correct 
analysis of conditions in his own territory 
where he is actually doing business, is 
what each jeweler needs. The method should 
be adapted to the conditions, the buying 
motives should be known, industrial condi- 
tions, salaries and wages earned and the 
amount of business done in the respective lo- 
cations by different industries. This all 
sounds very theoretical perhaps, to some 
people, but business is becoming increas- 
ingly scientific and those with the neces- 
sary knowledge who know how to investi- 
gate intelligently have the best opportunity 
to succeed. With this knowledge of con- 
ditions the jeweler can advertise more ju- 
diciously in order to increase his turnover 
and bring down his cost of doing business 
for even advertising should not be attempted, 
as many retailers in every line attempt it, 
without knowledge of conditions and: with 
little idea as to store policy which they 
should adopt as a permanent procedure on 
which to build business. Some jewelers 
make money by resorting to sensational ad- 
vertising and their whole storekeeping and 
merchandising system is in harmony with 
this; others succeed by adopting a different 
method, a sort of middle ground, neither 
sensational nor too conservative; still an- 
other class chooses the dignified, conserva- 
tive procedure. Many have elected to sell 
jewelry on the deferred payment or instul- 
ment basis and are pushing this in sensa- 
tional advertising copy. There are many 
opinions about the advisability of entering 
the instalment business and about what will 
eventually happen if this method of con- 
ducting business continues. Practically 
every trade has gone into the deferred pay- 
ment plan; those who sell perishable mer- 
chardise, of course, take the greatest haz- 
ard. Some claim that the time will come, 
owing to this increasing American habit of 
buying everything on the instalment plan, 
when much national economic loss will result, 
because of the well established economic prin- 
ciple that business runs in cycles and that un- 
wise credit extension proves dangerous when 
reaction sets in. These are all things to be 
considered by the retailer, who must study 
his own individual problems in his own 
location very thoroughly. He must ask 
questions, get the advice of experts and 
know how much to add to cost to get a 
Profit above his overhead. With intense com- 
petition in many lines he must fix his price so 
that he will get a profit and yet the mark-up 
must not be prohibitively high. Luckily 
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the jeweler has much merchandise which will 
stand a generous profit and the jeweler as a 
specialist is entitled to a fair profit for his 
skill and counsel. When advertising is re- 
sorted to, to increase the turnover, an at- 
tractive price placed on a.desirable article is 
bound to pull business if it is properly fea- 
tured and if it is brought to the attention 
of enough people. The loss taken on a good 
leader can be made up on other lines. 

The advertising and featuring of leaders 
gives the jeweler a reputation of being up-to- 
date and progressive, and besides that he 
will be rendering a real service to his 
patrons; his ability to secure good mer- 
chandise to be featured in his advertising 
will undoubtedly be remembered and com- 
mended. 





A Display of Children’s Silver 





J ERE is a display prepared by a prominent 

silver manufacturer featuring baby 
spoons, baby sets and child’s sets. The 
window display will appeal forcibly to all 
friends of the kiddies. The kiddies’ silver 
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Resolve to Cut Overhead During 
Coming Year Credit Executive 
Advises 





é6PDAY less attention to volume and more 

to overhead” is the New Year’s resolu- 
tion suggested to business men by J. H. 
Tregoe, Executive Manager of the National 
Association of Credit Men, in his regular 
monthly letter mailed to the association’s 
members last week. 

“We have,” Mr. Tregoe says in his letter, 
“become veritable fanatics on volume. Many 
of us believe that volume is the producer 
of all profit, But we can find many in- 
stances where volume has: increased losses. 
By concentrating on volume, we lose sight 
of the open spigots through which profits. 
trickle. 

“It is axiomatic that prices must be right 
in order to attract business and to increase 
consumption. Prices control orientation in 
the direction of the buyer and the seller. 
Prices must yield proper profits and attract 





EXCELLENT DISPLAY OF CHILDREN’S SILVER PREPARED FOR THE JEWELER BY A WELL-KNOWN 
MANUFACTURER 


is packed in beautiful decorated gift boxes 
and in what is designated as, “Quick-Selling 
Assortments.” 

The display is easily made by lining the 
window with wall paper, crepe paper or 
cretonne in an appropriate pattern. A card 
in the window bears the inscription, “Fas- 
cinating Pattern in Silver Ware for the 
Little Folks.” The two dolls in the display, 
one admiring the layout on the table and 
the other seated on a high chair, give life 
to the display. 








She: Do you smoke? 

He: Never have. 

She: Do you drink? 

He: No. 

She: Swear? 

He: No. 

She: Pet? 

He: Never have, but might. 

She: Well, you’d better not. You might 
hurt yourself—Colorado Dodo 


business. To keep prices and profits right, 
overhead must be right. There are many 
items of cost that arise without attracting 
attention but which often offset profits and 
put enterprises in distress. 

“Overhead is mostly thought of as fixed 
costs of operation, but overhead also includes 
intangible losses. For instance, the cost of 
carrying past due receivables is part of a 
concern’s overhead. Very few enterprises 
take this cost into account. Also, allowing 
long terms as a means of securing volume 
increases the operating costs and it is an 
overhead which does not often receive atten- 
tion. 

“If a customer is offered goods. that 
are priced on a basis of 60 days, succeeds in 
buying them on a basis of 2 per cent for 
cash the 10th of the month following de- 
livery, this difference increases the operating 
costs of the business. How frequently this 
expedient is resorted to for the sake of 
volume without any thought of how it re- 
duces profits.” 
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\LDE! 


SA Wrist Watch 
6-O Size 7 Clewels 


Made inUS.G.in the Gngersoll Jeweled Watch Factory 
Warketed and Guaranteed by Yngersoll Watch Co, Inc. 
The Name ‘ALDEN is on the Dial. See Jllustration 
Both rectangular and cushion shape, white and green, 
rolled gold-plate cases. Tivoli quality. Cased at the 


Factory. Pin release strap. Gach watch packed ina 
beautiful silk-lined box. Uccuracy~Beauty ~ Serviceability 


daw $7 50 


Gin Unusually Liberal Profit to the Dealer Order from Your Jobber or Direct 
INGERSOLL “WATCH CO. inc. Wew York~ Chicago ~ San francisco 
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Inviting Store Fronts 





Store Front of Simmons & Clark, Detroit 
Mich. 
IMMONS & CLARK, retail jewelers at 
1543 Broadway St., Detroit, Mich., have 
within a comparatively short time built up a 
big business largely by resorting to window 
displays and extensive direct mail advertising. 
When Mr. Simmons and Mr. Clark first 
opened for business they had only half of 
the store. But they adopted window display 
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value in a place that may be reached by 
means of a brick or other missile. So all 
valuables are removed promptly at night, 
but the windows are left in such a con- 
dition that they can be arranged promptly 
and effectively at the opening time the next 
day. 
The concern has recently added an optical 
department. 
x * k 
One Window Devoted to Diamonds and 
Watches, the Other to General Displays. 
NOTEWORTHY jewelry _ establish- 
ment is that of the Reinheimer Jewelry 
Co., Joplin, Mo., whose store front is il- 
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ATTRACTIVE STORE FRONT OF SIMMONS & CLARK, DETROIT, MICH. 


and direct mail advertising with all their 
energy. It was only a short time before 
they were so crowded they had to look 
around for means of expansion. Just at 
this time it happened that the adjoining half 
of their building became vacant. This was 
immediately acquired and an entire new front 
was constructed and partitions removed. In 
this way the floor space was doubled and 
an extra window acquired. At the same 
time the direct mail advertising was pushed 
for all it was worth. 

Mr. Simmons and Mr. Clark find their 
customers largely among the small shop 
keepers, mechanics and other classes who 
have moderate but regular incomes. Such 
prospects as these do not live all over the 
city. They are found usually in the com- 
fortable residential sections. So it is into 
these locations that Simmons & Clark send 
their direct advertising. The firm is en- 
gaged almost entirely in a credit business. 
Furthermore they have found by picking 
their class of prospects they have cut their 
losses practically to a minimum. 

The displays are usually changed every 
day or so. This is easy for nothing of great 
value is left in the windows after the store 
is closed for the night. Although the firm 
has never had an experience with window 
smashers, it has heard of and seen enough 
in the downtown section of Detroit to know 
it is not advisable to leave anything of 


lustrated. The fixtures of the store are of 
mahogany. The show cases are ten feet 
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long and illuminated with electric lights. 
The show windows measure nine feet from 
the door to the lot line—that is, there is 
a recess of nine feet. One window is de- 
voted to watches and diamonds and the 
other to general displays. The windows are 
changed three times a week. The store 
is departmentized and the cost of doing 
business in each department is carefully 
calculated. American watches and several 
makes of Swiss watches are carried in stock. 
Several silver patterns are carried. The 
jeweler occasionally features umbrellas as a 
special and advertises extensively the re- 
modeling of jewelry. 

Mr. Reinheimer distributes circular letters 
each month. Theater programs and motion 
picture advertising is also resorted to. Man- 
ufacturer’s dealer helps are also used liber- 
ally, including booklets, which are distrib- 
uted monthly and show window material. 
The jeweler in a recent communication said, 
“We think a retail store is part of the man- 
ufacturers’ organization, that our interests 
are almost identical and therefore whenever 
the manufacturer does anything to help the 
retailer he in turn is equally benefited.” 

This business was organized three years 
ago to succeed Leopold Reinheimer who 
founded it in 1885. Both a credit and an 
installment business are conducted. 

The illumination of the store is particu- 


‘larly good, there being eight 150 candle- 


power lights suspended from the ceiling and 
besides all the showcases are illuminated. A 
number of dainty lamps exhibited for sale 
are also kept lighted. 








“Oh, Marilla, how could you break that 
lamp?” 

“Sorry, mum, I was accidentally dust- 
ing.”"—Wesleyan Wasp. 





“Will you marry me?” 

“What for?” 

“T don’t know; but that doesn’t matter, 
does it?”’—Vanderbilt Masquerader. 




















THE REINHEIMER JEWELRY CO., JOPLIN, MO., CHANGES ITS WINDOW DISPLAYS THREE TIMES 
A WEEK 
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Established 1864 


Western Tray & Case Company 
427-429 Plum Street Cincinnati, O. 





== SRN 


PRODUCTS s No. 5 Individual Ladies’ Wrist Watch 
Cincinnati, Onio. 


HE time has arrived for the retailer to see that his displays are as attractive as possible, to 
stimulate his sales. Our specially designed trays to exhibit the new styles in jewelry and 
watches will increase your season’s business. 


WE RESTRING NECKLACES 
ARE YOU MOVING ? 7 With a French Knot After Each Bead 
LOOKS BETTER—LASTS LONGER 


If so 
’ LA VIE PEARL CO. 
BUY YOUR SAFES NOW—At a great saving. 65 Nassau St. Cortlandt 0650 New York City 


Will store them for you until needed at no extra charge. 


S. KRASILOVSKY & BRO. SEND US YOUR SPECIAL ORDERS FOR FH Ire, 
rd el and Entire hsttdine eueLEM S- BAD DGE, 























Canal—8885-0824-0817 - M E DA LS _ 


Safes — Bought and Sold SCHOOL - COLLEGE & FRATERNITY Ss. 
INTERBORO MEDAL & BADGE CO., 32 E. 22d St., New York 


(gy ) Pastor Stop The _ 
' <a Watch Only ongcrespeny Snel 


ber 0. It is a new addition 


$7.50 io our nner diem, 














The Lion Safety Pin Clutch Co. 


Pat. Feb. 20, 1917 20 W. 22nd St., New York Pat. May 3, 192 





Fifth-second, unbreakable crys- 
tal, guaranteed. Thousands of 


ieee — gl _— Fairchild & Company, Inc. 








THE STERLING 49 EAST 21st STREET 
STOP — co. NEW YORK CITY 
Manuf, . We Are Manufacturing 
15 East 26th Street Pencils and Kindred Articles in Gold and Silver in New and 





New York, N. Y. Exclusive Designs, and the “Fairchild’’ Gold Pens 
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Selling Jewelry in the Typical Small 
Southern Town 





An Interview with H. W. Schmidt, Jeweler cf Irvine, Ky., Secured by Russell Raymond Voorhees 
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HE east may be east and the west may 

be west but it is also true that the north 
is the north and the south remains the south, 
at least as far as merchandising is concerned. 
And when it comes to smati iowns n the 
south—well they have a _ merchandising 
method all their own. 

Kentucky is one of those typical Southern 
states despite its close proximity to the 
north. This State is literally crewded with 
small towns that smack of the typical 
southern town where soutuern merchandising 
methods must be followed. ‘Take Irvine for 
instance. It is one of those small typical 
Southern towns where in order to sell the 
retailer must sell according to a very typical 
Southern Hoyle. H. W. Schmidt, the 
jeweler, knows how to sell jewelry in 
Irvine, which means that he knows the 
Southern Hoyle of jewelry merchandising. 
Suppose we have Schmidt tell us about the 
peculiarities of such merchandising. 

Selling jewelry in the typical Southern 
town, especially the towns like Irvine, Ky., 
is more a matter of education than it is of 
merchandising,” says H. W. Schmidt in dis- 
cussing the peculiarities of his locality. 
“People in towns like this one are not accus- 
tomed to buying and wearing jewelry and 
thus they have no desire for it. The 
jeweler, if he expects to make a go of his 
store, must first of all educate the people to 
the cultural value of jewelry before he can 
expect to sell any to them. To be sure the 
men have watches, and good ones, too, but 
outside of that their purchases in jewelry 
stores are most limited. I found that out 
when I located here. 

“When I first opened my store in Irvine 
I soon learned the fact that most of the men 
had watches, many of them good watches, 
too. And I also learned the fact that swap- 
ping watches was a favorite pastime with the 
men. They would wander into my store, 
look around and not say a word. Finally 
one or two would venture to talk and 
generally the first thing they asked was 
whether I wanted to swap watches. Not 
only did they want to swap watches with 
me but they are great watch swappers 
among each other. I know of one fellow 
who had a good watch that he had paid 
$12.50 for, second hand. Somehow or other, 
however, he didn’t like the name on the dial 
of the watch and so he started out to swap 
it for anything that he could get. He 
finally swapped it for a seven jewel watch 
of another make and a pistol. He later sold 
the pistol for $15, so you see for his original 
investment of $12.50 he got a watch and $15. 
Certainly not bad trading I would say. 

“When they find that you won’t swap 
watches with them then it resolves into a 
period of waiting for them to come around 
and begin to ask about jewelry. I have 
found that one of the best ways to get them 
interested in jewelry is the window display. 


Many of the people in this section won't 
even come into the store for a long, long 
time but they will look into the windows as 
they pass by. Perhaps they will see some- 
thing that attracts their attention but they 
will not come in just then. This goes on 
for some time until finally they begin to 
come in. Frequently it will take them a half 
hour to make known ‘their wants but if a 
jeweler is patient and is willing to work 
with them and in their way he can land 
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IN THIS SMALL STORE, H. W. SCHMIDT, IRVINE, 
KY., HAS MANY INDIVIDUAL PROBLEMS 
TO SOLVE 


their business. They are slow people, very 
slow. ‘ 

“The first thing necessary is to gain the 
confidence of the people and while this is a 
hard proposition it is possible with patience. 
After that confidence has been gained the 
jeweler is on a solid footing with the people 
so long as he doesn’t abuse their confidence. 

“As I said before, watches are the first 
thing that they think of and a jeweler who 
can get along with the small town folk will 
find that he can sell them watches after he 
once gains their confidence. Most of them 
have watches, and many of them are good 
watches, but, nevertheless, there are always 
plenty to whom a better watch can be sold. 

“In selling watches or anything else for 
that matter, salesmanship, as it is under- 
stood in the larger cities, doesn’t count at 
all. In fact the jeweler who tries to use 
salesmanship will soon find that he is 
finished in the community. The country 
folk must be handled with gloves on in the 
fullest sense of the word but if a jeweler 
will do that he will find that business can be 
created. 
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“The sale of jewelry is limited in a com- 
munity like this. From time to time some 
of the people will finally be educated to the 
value of jewelry but the process is slow. 
On holidays some jewelry is sold and for 
some anniversaries, but it is limited. It 
takes a lot of education to make these people 
buy jewelry. 

“One good thing about a community like 
this and that is that when they buy anything 
they have the money with which to pay for 
it. That makes merchandising in a com- 
munity like this pleasant in a measure at 
least. Some of the business is time buying 
to be sure but the credit is good so that 
little fear need be felt about collections. On 
all repair work we get cash without trouble. 
The people in a community like this are 
simple country folk and they are not edu- 
cated up to the idea of buying beyond their 
means and paying for the things that they 
buy when they are able. On the other hand 
they buy only what they want and need and 
pay for it which after all isn’t a half bad 
way of living.” 





Book Review 





“Testing Before Investing’’—By Edmond E. 
Lincoln, some time assistant professor of finance, 
graduate school of Business Administration, Har- 
vard University, author of “Applied Business Fi- 
nance.”’ “Problems in Business Finance,” etc. Pub- 
lished by A. W. Shaw Co., Chicago, III. 

THE average man unversed in the art of 

finance finds it a difficult problem to- 
day to invest his savings judiciously. The 
great mass of securities listed on the finan- 
cial page of our daily newspapers are be- 
wildering to many who lack the experience, 
knowledge and resourcefulness to enable 
them to determine the present and potential 
value of stocks issued. Buying on the tip 
has been the bane of many an investor, and 
incompetent advice has also worked havoc. 

The real function of this little volume is 
to enable the investor to get competent ad- 
vice. “The combination of testing and con- 
sulting,” says the author, “should .place suc- 
cessful investing within the reach of every- 
one. 

“No matter what a man’s present income 
may be, if he is looking ahead to a better 
future, he should be thoroughly interested 
in the fundamentals of investment. To help 
arouse this interest through a brief, simple 
and convenient statement of certain impor- 
tant facts, which have proved helpful to 
many small investors, is the primary reason 
for the publication of this volume.” 

The helpfulness and scope of the book 
may be perfectly summed up in the follow- 
ing list of contents: 

“Who Should Invest,” “How to Start 
Right,” “How Not to Start,” “Guideposts 
for the New Investor,” “Are Bonds ‘Good 
as Gold’?” “Should the Small Investor Buy 
Stocks?” “What Public Utilities Have to 
Offer,” “What Governs the Value of Rails,” 
“Points to Consider Before Buying Indus- 
trials,’ “How to Pick Foreign Bonds,” 
“Weak Spots in Real Estate Bonds,” “Eco- 
nomic Influences to Watch,” “How to Buy 
Bonds and Stocks.” 

In the back of the book is an interesting 
glossary of investment terms. “Testing Be- 
fore Investing” will prove most valuable to 
anyone seeking to find a safe field for sur- 


plus funds—R. F. N. 
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6 PROFESSOR JULSTAFF Says: 


The feller who sez that it’s hard to make 
people change their methods of doin’ 
things prob’ly hasn’t got the proposition 
they should change to. Folks change 
easily to the W. H. S. method of buyin’ 
watch repair material. 
















iS a conservative estimate of the amount you save when 
dealing with us on watch repair material. Just figure out 
what this will mean on a year’s supply of balance jewels, 
balance staffs, end stones, roller, plate or train jewels, and 
other material! You gain in quality too. 


W. H. S. 
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WATCH REPAIR MATERIAL 











} WALTHAM HOROLOGICAL SCHOOL, Waltham, (54) Mass. ¢ 


“DIRECT FROM MAKER TO YOU” 


| Write for Information J 
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The Horological Questionnaire 
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AutHor’s Note—Realizing that there is a’ scarc- 


ity af competent watchmakers employed or engaged 
in the jewelry business, this article is written 
at the request of the technical editor for the pur- 
pose of interesting the younger generation in the 
selection of watchmaking as an occupation. Among 
the mechanical oceupations, watchmaking stands 
pre-eminent as a-clean, profitable business, ~elim- 
inating the monotonous routine of many other lines. 
The watchmaker has invariably been honored as 
the highest exponent of human mechanical skill, 
and delicate precision instruments of every de- 
scription come within the scope of the watch- 
maker’s ability. It would be impossible to operate 
our vast industrial system without the aid of ac- 
curate time pieces. Strictly speaking, the name 
“watchmaker” is a- trade misnomer, as’ watch- 
making generally comprises the manufacture of 
watch movements.’ However, the name, “watch- 
maker,” in the jewelry business, is invariably 
applied to one who repairs watches, and a com- 
petent watchmaker or. watch repairer should be 
able to make practically any part of the different 
kinds and models of watches now in use. 

If the remarks contained in this article are ‘‘old 
stuff’ to the competent workman, we trust that 
it will be considered in the same spirit, in which 
it is tendered, viz.: that of interesting and im- 
parting information to the beginner.—L. B. P. 





(Continued from Technical Issue of Dec. 1) 


Question—We will assume that our ad- 
Justable stop has been completed and applied 
to the slide rest. With this aid we are able 
to mill the teeth in our 30° winding pinion 
cutter so that all the teeth end at the same 
point and our pinion cutter presents a unt- 
form appearance throughout. How shall we 
proceed to harden the cutter? 

ANSWER—To harden such a cutter appears 
at first thought to be a very simple matter, 
but, unless we are very careful in all the 
hardening operations, our cutter is liable to 
be distorted. We should have a cup of cot- 
tonseed oil at hand, also a Bunsen burner 
that can be adjusted to an angle of 45°. The 
flame should be just hot enough to produce 
a cherry red and we must be very careful 
to not overheat the steel. The cutter may 
be held with a pair of tweezers on the op- 
posite end from the teeth and it should be 
held in an upright position directly over the 
cup of cottonseed oil. All we need to heat, 
is the toothed end of the cutter and as soon 
as it assumes a uniform cherry red it should 


. the best. quenching. medium and the risk of” 


he plunged quickly into’ the oil. ‘The particu-', 
lar point to observe in hardening a cutter 
of this type is to plunge it into the oil in 
an upright position as the slightest variation 
from’ upright position is liable to distort the 
cutfer. Do not attempt to use water for 
hardening such cutters. Cottonseed oil is 


distortion is greatly reduced with oil. As-_ 
suming that the cutter .has been properly 


hardened, which may be quickly determined 
by testing it with a file, then we may re- 
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move the ‘scale by immersing it for a few 
seconds in dilute hydrochloric acid. Then 
the shank may be gripped in the wire chuck 
and polished smooth. 

QuEsTION—Assuming that our cutter is 
properly hardened and true tn every respect, 
what type of attachment is required to use 
the cutter for milling the teeth in our wind- 
ing pinion? 

ANSWER—To use a cutter of this type, we 
shall require a spindle that will take a wire 
chuck in the same manner as the lathe head. 
In making the attachment for this purpose, 
we may use the frame of our regular wheel 
and pinion cutting attachment and we shall 
make an extra spindle to fit this frame. On 
first thought, this may appear to be a big 
order, but all of the work may be done on 
the watchmaker’s lathe, with the exception 
of the inside threading of the draw-in spindle, 
to take the wire chucks, and some threading 
on the end of the spindle and the adjusting 
collar. The spindle, bearing and all parts 


are to be made of Stub’s steel. The spindle 


is hollow, just as our regular lathe head 
spindle,, but is much shorter. The hole 
through the spindfe and the rough turning 
and threading may be done by a machinist, 
which‘ will save considerable time in the 


- making of the spindle. 


Question—W hat attachments and tools, 
in addition ‘to our lathe, shall we require in 
order to make this spindle? 


ANSWER—We shall require a slide rest to 


, turn the various parts of the spindle true 


and to accurate dimensions, also a small 
traverse grinder to be mounted in the slide 
rest. The grinder is used for accurate grind- 
ing after the various parts have been hard- 


FIG. 121 


ened and tempered. Then we shall require 
an extra large taper to fit in the tail stock 
spindle. The large taper is necessary in 
order to properly swing the hollow spindle 
and the bearing of the attachment we are 
going to make. The large taper may be 
easily made by turning down from a piece 
of Stub’s steel rod one-half inch in dia- 
meter. To obtain the correct length, we 
shall make a drawing or rough sketch. The 
point should be an angle of 60°, which we 
shall draw first, then the width, which is 
one-half inch. Then we shall measure the 
length from the end of the tail stock spindle 
to the cross hole in the spindle. We shall 
fill in this length, then we may readily meas- 
ure the length of our drawing and know 
how long the piece of rod should be in or- 
der to make our taper. 

Assuming that we have a piece of rod at 
hand of the required length, our first step 
will be to center both ends accurately. 

QuesT1ion—What kind of a tool is most 
suitable for the purpose of locating the cen- 
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VTF MIFANS 


V TF WATCH GLASSES have stood the test of time, 
their quality is so well known that no explanation as to why 
they lead all other makes in popularity, 1. e. volume of sales 
is here required. 


V TF MIFANS cover a newer field—that of Wrist and 


Bracelet Watches—and a few words relative to their superior 
quality may be enlightening. 

VTE MIFANS are made of the clearest, strongest glass 
known to the glass making art and perfectly annealed. For 
this reason they are not over-thick as in the case of other 
makes. Hence, no grinding is necessary to correct their surface 
when fitted in the delicate groove of a wrist or bracelet 
watch bezel. 


Each Mifan is made to fit an actual watch case, no non- 
descript sizes, no dead stock. 


‘Snap them in, that’s all’’ yo 
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ter point of rods, such as we wish to make 
our taper from? 

ANsWER—Machinists use a center square 
for quickly centering round or square stock. 
There are many such tools on the market, 
but most of them are too large for very 
small work. A tool of this kind that will 
accurately center any rod from % of an 
inch in diameter up to 34 of an inch in dia- 
meter will be found very useful for various 
jobs. Such a tool may be either brass or 
steel, but tool steel is preferable, as it may 
be made more accurately, and may be hard- 
ened if we wish. 

We will select a piece of quarter inch 
steel rod about two inches in length. The 
rod should be heated to a cherry red and 
then bent into the form of a square with 
ends of equal length. This may be easily 
done by holding the piece in a vise. The 
square should be formed sharp and as ac- 
curately as possible. We may determine 
the squareness of the angle by comparing 
with a small T square. When the piece is 
cold we may finish it all over with a file 
and also dress out the angle inside to an 
exact square with sharp corners. It is very 
important that the inner surface of the 
square be flat and true in every way. 

Our next step will be to select a piece 
of flat steel, one and a half inches in length, 
one quarter of an inch in width and one 
sixteenth of an inch in thickness. This 
should be dressed flat and smooth. The 
edges may be made straight by comparing 
with a straight edge. This flat piece of steel 
should be riveted onto one arm of the square, 
so that one edge of the flat piece bisects the 
square accurately. We may position the 
flat piece accurately by centering a small 
disc in the wheel chuck with a sharp graver 
point. Then we should draw a line through 
the center of the disc and intersecting the 
center point.. We may use this disc as a 
guide for positioning the flat piece. With 
the flat piece accurately positioned, we may 
melt a small piece of shellac on the under 
side and attach it to the square sufficiently 
to hold while we drill the rivet holes. A 
No. 50 drill is amply large enough for the 
rivet holes. 

We should use the tail stock with a flat 
taper when we drill the holes, in order to 
have them true and upright. It is best to 
drill each hole just deep enough at first to 
cut into the body of the square, as the shel- 
lac is liable to get warm and allow the 
piece to shift. After the holes are “spotted” 
clear through it would not make any material 
difference if the piece did work loose; we 
could finish drilling the holes and they would 
be accurately placed. The rivets should be 
made of steel and to fit the holes closely. 
Then it is a very simple matter to clean 
off the shellac and rivet the piece firmly 
onto the square. We may test the truth 
of our center square by selecting a true disc 
of steel, which should be faced off smooth 
in the wheel chuck. We may place our 
center square on this disc and draw a fine 
line with a sharp pointed scriber, with the 
point held closely against the edge of the 
rule. Then we may turn the disc half way 
around and draw a similar line. If our 
center square is made true, these two lines 
should exactly coincide. 

Fig. 120 illustrates the center square and 
Fig. 121 illustrates a piece of half inch steel 
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rod which has been centered with this tool. 
The intersection of the cross lines represents 
the exact center of the rod or circle. 

Now, in order to make these center cross 
lines serve our purpose properly, we must 
punch a mark and drill a hole without run- 
ning off the fine center point we have located. 
To do this, we shall require a sharp, 60° 
center punch hardened and ground to a fine 
point. When we use this center punch we 
must be sure to hold it in an upright posi- 
tion. After the rod is punched, we may 
examine the mark carefully with a glass. 
We can easily determine if the cross lines 
exactly intersect the punch mark. The cen- 
ter punch should be driven into the stock 
so that the diameter of the punch mark on 
the end of the rod is about .050. Then we 
should select a drill about .025 in diameter 
and drill into the stock about one-sixteenth 
of an inch. This will give us a good, strong 
support for the tail stock taper when we 
do our turning on the rod. Now, of course 
all this careful work is unnecessary in the 
making of the large tail stock taper we 
require, but when we make our extra wheel 
and pinion cutter spindle, we will find cer- 
tain work that requires very accurate center- 
ing, hence, the complete description at this 
time. 

To proceed with the marking of our large 
taper; we will assume that the rod has been 
properly centered; we will also assume that 
we have a wheel chuck that is true and will 
take the half-inch rod. Then we place the 
rod in the wheel chuck and with the tail 
stock taper in the center hole of the rod, 
we may turn the end of the rod down until 
it fits into our tail stock spindle. The angle 
of the tapers where they fit into the tail 
stock is usually from 1° to 2° and the slide 
rest may be shifted to turn the proper angle. 
By trying the taper in the tail stock spindle 
and noting where it rubs, we may easily 
produce a correctly fitting taper. A taper, 
to fit correctly should show a bright sur- 
face along its entire length when it is turned 
in the hole of the tail stock spindle, and 
the end of the taper should just show slightly 
through the cross hole in the tail stock 
spindle. 

Assuming that the end of the taper fits 
the tail stock spindle correctly, then we may 
remove the rod from the wheel chuck and 
insert the end of the taper we have just 
formed in a wire chuck that grips the tail 
stock in position again and proceed to turn 
the 60° point down to the approximate shape. 
In this case, we do not turn the 60° point 
down to finished dimensions, but simply 
rough out most of the stock. After this 
has been done, we may place the taper in 
the regular taper chuck, which has the same 
taper as the tail stock spindle, and proceed 
to finish the taper to exact dimensions and 
with a fine point. 

(To be continued) 








Room: What happened to your shirt, 
been in a fight? 

Mate: No, just got it back from the 
laundry.—Centre Colonel. 





Georgie: What! I thought you were on 
the water wagon, boy? 

Porgie: Naw, got a job with the fire de- 
partment now.—U. of Wash. Columns. 
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Letter Written in 1770 by Isaac 
Larpent 





BiENNE, Nov. 25, 1926. 


Editor, THe Jewevers’ CircuLaR: 
New York. 

Dear Sir.—It may interest you that a 
valuable document has entered the Jules 
Jiirgensen museum at Bienne, Switzerland. 

It is a letter written in 1770 by Isaac 
Larpent, the Danish watchmaker, to Jorgen 
Jiirgensen, who at that time was staying 











ADDRESS OF LARPENT’S LETTER 


with Mr. Holker, well-known watchmaker, 
at Potsdam, Germany. 

We enclose photographs of the address and 
signature of the document. It contains the 
following text translated from Danish: 


Very Noble and Dear Mr. Jiirgensen, 
Sir :—It is a long time since I received 
news from you. For this reason I would 
like to know whether you intend to re- 
turn to Copenhagen and if this can be 

















OLD VERGE WATCH BUILT IN 1780 By JURGEN- 
SEN AND LARPENT 


done, would ask you to return at the 
beginning of April, as I am very anxious 
to see you here. 

My contract with Mr. Andersen ends 
at that moment and as my health is deli- 
cate, I am anxious to have an aide. As 
soon as I hear from you I will send 
you the necessary money. There is 
plenty of work and with the help of 
God, we will make good. I therefore 
ask you to prepare your trip as soon 
as possible. If you come across a good 
watchmaker on your way home, bring 
him along when you return, because we 
need a man who is a good repairer. 

I recognize that I am very impatient 
until we are settled, for I would like to 
‘see our work begin. Therefore do not 
delay your return and come as soon as 
possible and the looks of our shop will 
change completely. 
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QUALITY 


CROWN CHEVEE BASSINES 


are clear, colorless 
crystals, correct in shape 
and truly round. Being 
gauged Metrically (re- 
liably and accurately), 
the additional sizes save 


much time in fitting. 
50 2 
Gross Y . 


VALUE 


CROWN CHEVEE BASSINES 
cost but $6.50 per gross 

















SHAPE 


CROWN CHEVEE BASSINES 


provide ample hand 
room near the Edge and 


are of the correct shape: 
Flat on Top to conform 


to the lines of present 


and can readily be used 
in place of the more ex- 
pensive Chevee Lentilles. 





: Lose no time in posting 
day Bassine Cases. 








yourself on 


CROWN CHEVEE BASSINES 














If your Jobber 


cannot supply you— 
Write to us at once 


and we will tell you where you can obtain these glasses and will 


give you full information about our attractive CABINET OFFER 


SUSSFELD, LORSCH & SCHIMMEL 


153 WEST 23rd STREET Wholesale Distributors NEW YORK, N. Y. 
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In the meantime I am your noble and 


dear friend. 
(Signed) Isaac LARPENT. 


Regards from my dear children. 
Year 1770. 
Upon his return from Berlin Jorgensen 
Jirgensen entered into partnership with 


ac Larpent. 
a“ 1780 they built a watch factory six 




















URBAN JURGENSEN (1776-1830) 


and one-half miles out of Copenhagen, in 
Kirke-Hvalsoe near Roeskilde, where over 
1,500 verge and cylinder watches were con- 
structed, specimens of which are admired 
today in public and private collections on 
both sides of the Atlantic. 

We enclose a picture of one of these verge 
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are Messrs. Henry Freund & Bro., 20 W. 
47th St., New York. 
Perhaps this little piece of history may 
interest some of your readers? 
Yours faithfully, 
CuHarRLes E. HEUvER, 
c/o CHRONOMETERIE JULES JURGENSEN. 





Winners Chosen in Contest Con- 
ducted by Elgin Watch Makers’ 
College 


HE Elgin Watchmakers College, founded 

for the purpose of educating and train- 
ing young men to be more efficient watch- 
makers and repair men, recently offered a 
free trip to Elgin, with all expenses paid. 
This offer was presented to the jewelry 
trade with the understanding that this trip 
would be given only to the 10 ambitious 
employees of retail jewelers who wrote the 
best letters on “Why I Want to Become a 
Watchmaker,” and who complied with these 
two conditions : 

First—The centestant should be in the 
employ of a responsible jeweler, with a 
record of at least one year’s service. 

Second—His employer (an_ established 
jeweler) must ‘give him a letter of recom- 
mendation as to character and length of time 
he has been in his employ. 

The winners, however, were not to be 
urged to enroll in the college as this was left 
to their own good judgment. 

Many favorable responses were received. 
At a recent meeting of the selected judges 
of the Elgin Watchmakers College, namely, 
C. E. Walker, Editor of the American 
Jeweler’; W. H. Sameluis, director of the 
Elgin Watchmakers College; F. R. Bentley, 
Director of the National Jeweler. The let- 
ters were carefully read and the following 
winners were announced: 

Charles S. Patterson, Geo. F. Patterson, 














SALUTATION OF LARPENT’S LETTER 


watches. Jorgen Jiirgensen (1745-1811) 
was the father of Urban Jiirgensen and 
the grandfather of Jules Jiirgensen I, whose 
decendants are still carrying on the business. 
The United States agents, as you know, 


Pipestone, Minn.; Cecil N. Verner, Mrs. 
Comer Blue, Santa Anna, Tex.; Miss J. 
Lione Thorpe, A. J. Thompson, Wilkie, 
Sask.; Arthur J. Strobel, W. H. Carter, 
Eureka, Kans.; S. E. Riley, John Riley, 308 
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Main St. Little Rock, Ark.; W. M. 
Headrick, W. J. Headrick, Sterling, Colo.; 
Alex W. Poulsen, Otto A. Poulsen, 609 
MacDonald Ave., Richmond, Cal.; Wade 
Ruckman, H. L. Winters Co., 208 First, 
S. W., Minot, N. Dak.; Clinton Holt, W. A. 
Buhrman, 1323 Broad St., Newcastle, Ind.; 
Allison Wendelboe, Wendelboe Jewelry Co., 
Logan, Utah. 





This Watchmaker Also an Artist 





WATCHMAKER with a penchant for 

painting is Denis H. Brookins, 32 N. 
State St., Chicago, Ill. Mr. Brookins was re- 
cently the subject of a little article published 
in the Chicago Herald & Examiner, which 
described his ability as an artist and illus- 
trated one of his paintings, which was dis- 
played at an exhibition of the Business Men’s 
Art Club. Mr. Brookins received his early 
schooling in New York and afterwards 
learned his trade as watchmaker. He worked 
in Detroit in a retail store as a watchmaker 
but later went with the Elgin National 
Watch Co. and afterwards moved south to 
practice his calling. He increased his knowl- 
edge and later entered business on his own 
account at Randolph and Washington Sts., 
Chicago, and remained there for many years 
until he moved into the Reliance Building, 
about three years ago. Mr. Brookins helped 
to organize the Business Men’s Art Club. 
The members every Sunday go out into the 
country with their canvas and paints and 
enjoy several hours with the brush. As a 
watchmaker he won many honors for his 
ability. 





Falkenberg Awards His Radio 


Announcer 





KRISTIAN FALKENBERG, the popular 
jeweler of Walla Walla, Wash., has 
reinforced his newspaper and other forms of 
advertising by the radio and has been doing 
some interesting broadcasting for about six 
weeks. A contest, open to the public, was 
one of the features of the broadcasting and 
its success was proved by the fact that about 
500 radio enthusiasts registered, either at the 
Falkenberg store personally or wrote letters 
asking to be registered. The qualification 
for participation required that each person 
registering announce the fact that he was 
listening-in, either to the Falkenberg service 
hour or to the organ concert sponsored by 
that firm and played by Carl Gensel and 
“Tiny” Jack Wright at the American Thea- 
ter each Thursday evening. 
Complimentary letters have been received 
by the jeweler from various parts of the 
United States, including New York, Chicago, 
Miami, Boston, Los Angeles, San Francisco 
and many cities in Canada. The announcer 
from Mr. Falkenberg’s station, which is 
known as KOWW, in recognition of his 
services, was awarded a handsome strap 
watch by Mr. Falkenberg. © ‘ ; 








Pedestrian: A person who believes that 
automobiles are corrupting. the morals of the 
nation. , 

*x* * * : 

If you want to know your laundry 
woman’s address, ask her where she hangs 
out.—Ala. Rammer-Jammer. 
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~ DIXON’S ASSAY (Sand) CRUCIBLES 


Today there is no question but that Dixon’s Assay Sand Crucibles far surpass in serv- 


ice any other assay sand refractory so far produced. 
While in some cases the first cost may be a trifle higher the service results are so 


greatly superior that there is no question as to the profit to the user. 
Write for Circular-77AA and sizes 
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Over 7,000 jewelers are now using 


and highly recommend them—A trial will convince you _— Protected by RE-ISSUE PATENT NO. 1458 





Domed and Finished to Size. 
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G-S Flexo Fancy Shape Crystal Outfit G-S Flexo Round 


The most profitable and simplest complete outfit for fitting Crystal Outfit 


Fancy Shapes 

The only practical and successful system in- 
troduced to the Jewelry trade for fitting watch 
crystals. It enables a jeweler to fit any case in 
a minute, giving customers prompt service and 
entire satisfaction. 


A small stock of only 4 gross G-S FLEXO 
CRYSTALS (% dozen per size) is required 
for a complete assortment to fit any size or 
make of watch, both the open and hunting case. 
(Hunting case crystals are made specially thin 
to fit the thinnest watch.) (Open case wanes 
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[Answers are also solicited from our readers to the questions published on this page.] 
No attention paid to communications unless accompanied by full name and address of the writer. 


Question No. 4102.—Hairspring Troub- 
les—Will you kindly answer the following 
questions in regard to hairsprings? 

No. 1.—Advise me of the best and quick- 
est method for making correct terminal 
curves in fitting a new hairspring—i.e., one 
that will have a smooth appearance in mo- 
tion and also come a bit close to bemg 
isochronal. 

No. 2.—Is it important to make the ter- 
minal pinnings to any given degree relative 
to each pinning. 

No. 3—What should be the correct dia- 
meter of the balance spring relative to the 
balance and why? 

No. 4—What is the best way to clean 
and treat the balance spring to avoid rust 
and have it perfectly clean?—L. H. 


ANnswEer—No. 1.—The most approved 
method for making correct terminal curves 
is by forming a gradual curve of each end 
of the spring toward the center, pinning 
them at half the radius—i.e., at half the 
distance from the center to the outside of 
the spring. The curved portion of the spring 
should be of such length and form that it 
will cause the spring to gain or lose the 
required time for attaining isochronal vibra- 
tions. With flat spiral springs, our principal 
consideration is the inner curve and if we 
form a gradual curve toward the center and 
pin the spring at half the radius as men- 
tioned above, we would determine half the 
distance from the exact center of the spring 
to a full inner coil and pin the spring in 
the collect at this point. With Breguet 
springs, the overcoil in most American 
watches is usually three-quarters of a turn 
and the overcoil should be raised so that 
it lies flat and parallel with the body of the 
spring. Then the curve should be formed 
with curve tweezers which are similar in 
shape at the ends to the pliers used for form- 
ing the inner ends of main-springs. It is a 
‘good idea to have several tweezers of various 
curves on hand; then any required curve 
may be quickly and easily formed. The over- 
coil should be formed carefully and all ab- 
tupt bends should be avoided if we wish a 
symetrical spring. 

No. 2.—Flat springs are usually pinned in 
even coils, but this method is not always 
followed in pinning Breguet springs. Each 
factory has its routine method for pinning, 
but in fine watches this matter is given care- 
ful attention by expert adjusters. 

No. 3.—In fitting flat hairsprings, the dia- 
meter must not be of greater radius than 
the distance from the balance hole jewel to 
the regulator pins. A small spring may be 


‘centered by spreading the outer coil slightly, 
‘but we cannot use a large spring under any 


circumstances. With a Breguet spring, we 
may allow more or less latitude as the curve 
may be formed to coincide with the circle 
traversed by the regular pins. 

No. 4—In cleaning hairsprings we place 
the spring in benzine long enough to re- 
move any oil or gummy matter, then dry 
the spring. This usually leaves a light waxy 
deposit on the spring which is very undesir- 
able. We remove this by carefully brushing 
or patting the spring with a soft brush and 
soapy water, then rinse the spring in hot 
water, then in grain alcohol and dry in hot 
sawdust. If hot water and hot sawdust are 
used, we may dispense with the alcohol, as 
the only reason for using alcohol is simply 
to absorb the water and thereby cause the 
spring to dry quicker. After removing the 
spring from the sawdust, it should be care- 
fully patted with a soft brush to remove all 
particles of sawdust. This method will leave 
a spring very clean and bright. 

It will be observed that the answers to the 
first three questions are rather brief; they 
are not intended to cover the subject as quite 
a treatise could be written on hairspring 
work, 


Question No. 4103.—How Is It Done? 
—Please answer in the column of work shop 
notes, the following questions. 

No. 1—What is the correct way of put- 
ting a mainspring into the Hamilton motor 
barrel, 12 size in particular if there is any 
difference in the various models? 

No. 2.—What is the correct method of 
tempering small Swiss click springs, etc., 
when they are made from spring wire bought 
from material houses? 

No. 3—What is the correct method to 
use in removing rust from winding wheels, 
etc., and retain their original polish after 
the operations?—M. C. 

ANSwER—No. 1.—The motor barrel is 
constructed practically the same in each of 
the various sizes of Hamilton movements. 
The correct method to be followed in fit- 
ting a new mainspring requires the use of 
a mainspring winder with a hollow arbor. 
This is necessary because the barrel arbor 
in the motor barrels is rigidly attached to 
the mainspring barrel. The mainspring 
should be wound into the winder and the end 
of the spring should extend from the winder 
barrel about one-half inch. Then it is a 
very simple matter to slip the hollow arbor 
of the winder over the barrel arbor, fit the 
end of the spring into the slot in the main- 
spring barrel and release the spring. Then 
the cap may be snapped in place in the 
proper position and the operation is com- 
pleted. The principal feature in such cases 
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is in using a mainspring winder with a 


hollow arbor and such a winder will also 
answer the purpose for inserting any style 
of mainspring. 

No. 2.—The principal point to observe in 
hardening and tempering small click springs 
and similar pieces is not to overheat the 
steel when hardening. Assuming that the 
spring has been properly formed, it may be 
placed between two thin sheets of copper 
and held in place with binding wire. If the 
spring be of such shape that it cannot be 
held between flat plates without distorting, 
then wrap binding wire loosely around it. 
Any method that will prevent the flame 
from coming in direct contact with the 
spring is advisable. Then procure a small 
cup of cotton-seed oil, heat the spring to 
an even cherry red and quickly quench in 
the oil. When cooled, take it right from 
the oil and ignite the oil that clings to the 
spring. Allow this oil to burn off and then 
quench the spring again. The result will 
be a uniform spring temper that is very 
tough. If the spring requires blueing to 
match other parts of the movement, then 
polish it brightly, lay it on a clean piece 
of steel, or, better still, a box of white sand 
and apply heat until the proper color is ob- 
tained. 


No. 3.—Rust on any steel work may be 
removed by boiling the piece in a strong 
solution of Red Seal Lye, then rinse thorough- 
ly and dry in hot sawdust. However, rust 
invariably pits steel work and the only pos- 
sible way that such pit marks may be re- 
moved is by grinding and refinishing the 
piece. Consequently, if such work is per- 
formed, you would have to use special at- 
tachments for refinishing the wheels if they 
are damaskeened, rayed or flat polished. As- 
suming that we have an exposed winding 
wheel which is damaskeened in some fancy 
pattern. In order to refinish this wheel, we 
may hold the wheel in a wheel chuck. To re- 
produce the finish, we will require a small 
traverse grinder which may be held in the 
slide rest. The acting end of the grinder 
is a small lap to which is applied a fine 
carborondum powder. The spindle works on 
the principal of the pantograph and at the 
opposite end is fitted an enlarged -pattern to 
be used as a guide in reproducing the finish 
on the wheel. With the slide rest, the act- 
ing end of the spindle is brought to the 
proper position on the wheel, then the op- 
posite end of the spindle is simply guided 
over the pattern and the lap reproduces the 
pattern in miniature on the wheel. With an 
index, a series of scallops or waves may be 
very accurately reproduced. 

To produce the rayed finish is a much 
simpler operation. A plain traverse grinder 
attachment is held in the slide rest. The 
spindle carries a small aluminum lap fed 
with fine carborondum powder and oil. In 
this case the grinder spindle is set at a 
slight angle with relation to the wheel and 
this angle may soon be determined on trial. 
The lathe head should revolve at a very 
slow speed and the lap at high speed. A 
series of rayed circles may be easily re- 
produced by this method. 

To produce a perfect flat polish on steel 
wheels is an art that requires considerable 
skill to attain perfection. The essential point 
is, that both the work and the lap must 
revolve. 
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And so in 
Platinum— 


HE recognized position of leader- 

ship enjoyed by Handy & Har- 
man in the field of silver is evidence 
of their ability to serve you well in 
the field of platinum. A firm with the 
standing of Handy & Harman can af- 
ford only to excel in all its depart- 
ments. 

With special emphasis on platinum, 
you will find Handy & MHarman’s 
prices reasonable, quality high, and 
terms satisfactory. 


HANDY & HARMAN 


57 WILLIAM STREET 
NEw YorkK CITY 
Dealers in and Refiners of Precious Metals. 








a 
———= 


Watchmakers, Attention 





Don’t waste your energy by using imi- 
tation watch materials. Save time and 
money. Use genuine material. You 
can build up a reputation for your 
watch repair department. We carry 
all the refills for the Elgin, Hamilton 
and Illinois material cabinets. We 
have no off-brand mainsprings; or any 
other off-brand materials: Orders 
filled from any catalog published. 
Our motto is promptness, accuracy and 
reliability. If you have not received 
our aluminum material tray and birth- 
stone card it is yours for the asking. 





J. H. Mednikow & Company 


The Largest Watch Material House, 
83 South 2nd Street, Memphis, Tenn. 



































Telephene, Whitehall 7240 


Johnson Matthey 
& Company, Ine. 


BULLION MERCHANTS 
CHEMISTS AND METALLURGISTS 


Cable Address, Matthey, New York 


DEALERS IN 


PLATINUM 


AND THE PRECIOUS METALS 





JOHNSON MATTHEY & CO., LTD. 
Hatton Garden, London, E. C., Eng. 
Official Assayers and Refiners to the Bank of England 


36th Floor 
| Woolworth Building 
New York 


























The top is 
the same 
front and 
rear, so that 






LEIMAN BROS. 






Reversible the bench is. 
Work Bench really two 
PATENTED benches in 






The bench that evolution 
has produced—the ultimate 
improvement—the comfort- 
able, convenient work 
bench that is truly the 
jewelers’ companion. 






one. The 
transforma- 
tion is com- 








plete when- 
ever you 
want a new 
one for the 





It took years of experience with 
practical working jewelers 
to evolve this bench—no 
other makers can offer it to you—it’s pat- 
ented. It contains time-tried features, the 
convenient arm rest, the rigid file pin, the 
full width drawer and the non-rustable 
lower pan. 


Every worthwhile shop, large or small in the land uses. 
them. The material is especially selected with its close- 
grain hard maple for the top—and then heavily shel- 
lacked to allow for washing and cleaning. Altogether 
a most desirable bench for the factory, workroom, 
store or home. Get the catalog telling all about them. 


LEIMAN WORK BENCH ® Waits, ™ 


Makers of good machinery for 35 years. 







old working front 
of your bench. 
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Pointers for the Man at the Workbench 
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EVER open a watch case with a screw- 
driver; it is a bad habit for which there 
is no reasonable excuse. Careful customers 
object to having a beautiful case “hacked” 
by this reckless practice. The shank of an 
old silver spoon well hammered to get a 
hard, round point of about half an inch and 
the small end fitted into a short ebony or 
black rubber handle, makes a perfect tool 
for such service and one that will not in- 
jure the finest watch case. 
x * * 

In scratching the number of your watch 
record book in the back of a watch case, be 
careful that it is so small that it can be 
seen only with an eye glass. Select some 
particular spot in the. back of a case and you 
will always know just where to look for 
your number. It is well to have a distin- 
guishing character or letter following the 
number. Our own personal mark was a 
small bird made with two strokes of the 
steel marking point; the addition of a 
couple of tail feathers indicated a tough 
job; the addition of a couple of crown 
marks indicated caution, or a job that had 
been previously butchered by some supposed 
workman. 

* * * 

In putting a new mainspring into a watch 
having no safety barrel or safety center 
pinion, carefully examine the teeth of the 
barrel, center, third and fourth wheels, and 
the leaves of all pinions to see that none are 
bent or broken, and thereby avoid the trouble 
of taking the movement down to correct 
such defect later. 

ee 

-Workmen otherwise neat and careful are 
frequently careless regarding the use of oil. 
‘Whether you use the good old porpoise jaw 
oil which has held its own for a couple of 
centuries, or some of the newer mineral oils, 
be sure to keep the bottle tightly corked and 
in a dark place, for the finest clarified oil 
will change chemically if exposed to light 
for any length of time. If an oil cup is 
used, keep it covered when not in actual! 
use. Two inches of 14 karat gold wire of 
small size, having the business end slightly 
flatted spoon shape, and fitted into a small 
handle makes an ideal oiler. Some like the 
fountain oiler, but if not wiped frequently 
it becomes messy. 

While on the subject of oils it is well to 
remember that clock oil, due to its heavier 
body, will, when used for oiling main- 
springs, prevent 10 per cent. of breakage. 
Clock oil is also better on the heavy-duty 
parts of stem-winding mechanism, and also 
the bar and sleeve in the stem. 

x * x 

It is not fair to lay all the blame for the 
rust and coroded spots on the steel work 
and plates of watches, so frequently seen, to 
the carelessness of the customer. It is evi- 
dent that some workman has been leaving 
work uncovered on the bench while waiting 
on a customer, or possibly from the in- 


excusable practice of doing soft-solder jobs 
at the watch bench. All of these things 
should be avoided by men who would be 
first class. 

Someone asks if the mainspring should be 
taken out when cleaning a watch? How 
otherwise would the workman know the 
condition of the spring? Some springs may 
not have been removed since the watch was 
made, possibly many years. Every watch- 
maker has seen springs so “gummy” as to 
feel sticky to the touch and requiring the 
corner of a cloth dipped in benzine carried 
around through the coils several times to 
clean it. Could any watch rate properly 
under such conditions? If a watch is taken 
in to be cleaned or putin order, by all 
means take out the spring, and if only oily 
wipe with a soft cloth from one end to the 
other, and do not change the shape of the 
coils by stretching it out. If any kinks are 
found, examine the hook of the barrel arbor, 
it may be too long. Notice also that the 
hook ends of the springs are perfect. If the 
spring is “set,” that is, if it does not open 
out properly after removing from the bar- 
rel, discard it for a new one of exactly the 
same gauge by your metric mainspring 
gauge. If you expect to get the best results 
for your labor, it is absolutely necessary 
that you use a first-class mainspring winder, 
and do not overwind, but wind just enough 
to slip the spring into the barrel or shell. 
You will get better results and fewer 
broken springs by oiling all watch main- 
springs with the best clock oil; watch oil 
lacks the requisite body to stand the heavy, 
sliding friction of a mainspring, especially 
in the larger sized movements.—W. F. F. 





A big percentage of the white gold rings, 
and other golds as well, are cast and you 
cannot expect cast gold to be soldered and 
take a fine finish after soldering. Further- 
more, there are many alloys of white gold 
on the market. Some of these alloys are 
better adapted to casting than others; also, 
the methods employed in casting have much 
to do with the final results. Assuming that 
we have a suitable white gold that has been 
properly cast, it may show fine pinholes in 
the finished piece, even before we do any 
soldering, but when we heat this same gold 
to the proper heat for soldering, it will be 
observed that the pinholes are much more 
noticeable. This is an unavoidable fault in 
soldering any cast metal, but it may be mini- 
mized to a certain extent by using suitable 
golds, casting methods and suitable solder. 

In soldering white gold rings, in which 
the gold has been rolled and die struck to 
form various parts that are soldered together 
to form a complete ring, pinholes may be 
practically eliminated, if suitable solder is 
used and due care is observed in soldering. 








The Gradwohl Jewelry Co. has opened at 
25 S. 6th St., Minneapolis, Minn. 
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Repairing Jewelry with Calibre 
Sapphires, Ete. 





Written Expressly for THE JEWELERS’ C1RCULAR 
by C. Straus 

GHOULD you some time be obliged to re- 

pair a piece of jewelry set with calibre 
sapphires, rubies, emeralds or olivines, you 
will find that there is no danger in passing 
them through the fire, because any of these 
stones mentioned set in calibre style will 
stand the heat. If there should be any whole 
pearls pegged on, remove them and re-cement 
them on after you have completed your job. 
You may use either mastic or pearl cement. 

If you happen to be repairing a single stone 
pearl ring, by all means remove the pearl 
and solder your ring, boil out and remove all 
trace of the pickle. Never allow any real 
or baroque pearl to get anywhere near the 
pickle. Even the fumes of the latter will 


ruin any real pearls which come in contact 
with it. 


If you repair a ring which is broken in 
the back of the shank, wrap the top or stone 
part in wet tissue paper. Have the paper 
wet and solder your ring with a pointed flame 
or take a crucible, fill with common white 
sand and bury the top of the ring in the sand 
leaving exposed the part to be soldered. 
Now thoroughly wet the sand and: solder. 
In case you are working on a single stone 
pearl ring my advice is to remove the pearl 
and save expense and trouble. Great care 
must be taken if you hard solder an article 
which was made in the old days before 
platinum and white gold hich is so much 
used now, aad which was sometimes called 
at that time wite gold but was only an 
alloy of fine gold and fine silver which be- 
came black in a short time. Be sure to boil 
out the piece in the pickle pan. 

You will find nearly all the stones will 
become loose and drop out. This sort of 
jewelry was made with a gold lining and, 
as said before, consisted simply of an alloy 
of fine gold and fine silver, mostly silver. 

If at any time you should repair a piece of 
jewelry set with half pearls, I would advise 
you to hard solder it.’ Whenever possible, 
remove the pearls. No doubt, you will break 
some of them. After repairing or making 
the necessary alteration, finish the job and 
reset the half pearls. In this way you will 
have a first-class job and a satisfied customer. 
If you do not hard solder the job and try 
to do it in a cheap way with soft solder and 
thus botch the work, you will not only ruin 
the article, but nine times out of 10 you will 
burn the pearls. An article treated this way 
with soft solder will not be strong and will 
not hold. If the article should break again 
you will have a botch job on your hands to 
repair and a dissatisfied customer in the bar-. 
gain. 

The writer who has worked in some of the 
largest shops in this country, including the 
best shops in New York, knows from experi- 
ence that if any of the men in these shops 
were found with soft solder on their bench 
or in the work drawer, they would be in- 
stantly discharged. This policy was adopted 
for the protection of the customer and the 
up-building of the concern’s prestige. That 
is why such firms are successful—every job 
done is turned out in a first-class con- 
scientious manner. 
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YOUR QUESTIONS about WORKING WHITE GOLD 
ARE ANSWERED IN OUR NEW BOOKLET 





Send for 
Your Copy 


NATIONAL SMELTING 
& REFINING CORP. 
92 John St., N. Y. City. 


LEES & SANDERS. 


LTD 
Minneapolis customer writes: ‘‘ We acknowledge with thanks your remittance, proceeds 
of the sweep sent you. It will give us great pleasure to speak a good word 
on your behalf to the local manufacturers.” 


SWEEP SMELTERS 












BIRMINGHAM, ENG. 








FRANCO AMERICAN 
PRECIOUS METALS CORPORATION 


DEALERS AND REFINERS 


GOLD, SILVER AND PLATINUM METALS 





Works: General Office 
ee N. J. 62-72 West 47th Street, New York City 
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The BUYERS’ DIRECTORY 


The Jewelers’ Circular Pub. Co., 11 John Street, New York 
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{Patents Granted by the United States and 
the Registered Trade-Marks.] 








UNITED STATES PATENTS 





issue of Dec. 28, 1926 


1,612,395. BUCKLE. Tuomas M. Oszorne, Potts- 
ville, Pa. Filed May 19, 1926. Serial 110,200. 
3 Claims. 

In a structure of the class described, in com- 
bination, a strap having disconnected ends adapted 
to be disposed in overlapping relation, a pair of 
complemental separable fastener sections adapted to 
be disposed in superposed relation, one section being 
adjustably mounted upon one strap end, the comple- 


46 





mental section being adapted to be swingably con- 
nected with the remaining strap end, and a pair of 
arms for disposition between the overlapping por- 
tions of the strap ends, said arms being pivotally 
connected together at one end, one arm being 
rigidly connected at its opposite end to the adjust- 
able fastener section, and the remaining fastener 
sections being pivotally connected with the corre- 
sponding end of the remaining arm. - 


1,612,409. VANITY CASE. Mauri¢e ‘ANnpeRsoN, 


Edgewood, R. I., assignor to V2" E.: Black Co., 


Providence, R. I. ‘Filed Jan. ‘22, 1926. Serial 


82,998. 16 Clan 


A vanity case hatind'a body member, a powder 


container rotatably mowfAted in the body and having 
an operating handle, and a relatively non-rotatable 





perforated cover member for said container arranged 
to contact with the powder in the container, 
whereby a rotation of the container feeds the powder 
through the perforations. 
1,612,495. CIGARETTE HOLDER. Georce R. 
De Lone, Philadelphia, Pa. Filed September 
25, 1925. Serial No. 58,483. 3 Claims. 
A device of the class described comprising means 
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defining an aperture open at both ends, one of said 
ends being of circular cross section and the other 
end of elliptical cross section and either of said 
ends being adapted to receive a cigarette of cross 
sectional shape corresponding thereto, the wall of 
the aperture being arranged to engage and friction- 
ally support the cigarette when projected into the 
aperture from either end. 
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1,612,593. VANITY CASE. Harotp MacDovaatt, 


: Maplewocd, N. J. Filed May 1, 1926. Serial 
~~ No. 106,146. 6 Claims. 

* “AX dispensing container for powdered substances, 
comprising a hollow open-ended body having a 
flexing portion constituting means when flexed in- 
wardly for producing an internal pressure within 





the body, and a porous applicator member having 

an outer applying face arranged on said open end 

of the body through which the powdered contents 

is dispensed on the outer applying face when the 

flexing portion of the body is flexed inwardly. 

1,612,688. RING TRAY. Lewis D. Yowune, 
Providence, R. I., assignor to Young Bros., 
Inc., Providence, R. I. Filed April 7, 1926. 
Serial 100,364. 2 Claims. 

In a ring tray, a tray member, division bars in 
the tray mémber each of U-cross-section having re- 
inforced free bottom side edges and outwardly 
pressed spaced ribs extending transversely of their 
sides, the tops of the bars being formed with 




















inwardly": pressed ribs forming upwardly facing 
depressiéns, :the tops of the bars between the 
side ribs. being. rounded and formed with central 
glue receivmg depressions and a surfacing fabric 
secured over the sides and the tops of the bars, 
the side ribs of adjacent bars being in register 
with and abutting each other. 


DESIGNS 


71,752. FINGER RING. Der Witt A. Davipson, 
New York, assignor to Davidson & Schwab, 
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Inc., New York, N. Y. Filed July 12, 1926, 
Serial 18,316. Term of patent 14 years. 
71,753. FINGER RING. De Wirt A. Davinson, 

New York, assignor to Davidson & Schwab, 





Inc., New York, N. Y. Filed July 12, 1926. 
Serial 18,317. Term of patent 14 years. 
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UNITED STATES TRADE MARKS 


Issue of Dec. 28, 1926 


The following trade-marks are published in com- 
pliance with Section 6 of the Act of Feb. 20, 1905, 
as amended March 2, 1907. Notice of opposition 
must be filed within 30 days of this publication. 

Marks applied for “‘under the ten-year proviso” 
are registrable under the provision in Clause (b) 
of Section 5 of said Act as amended Feb. 18, 1911. 

As provided by Section 14 of said Act, a fee of 
$10 must accompany each notice of opposition. 
Ser. 238,630. (CLASS 27. HOROLOGICAL IN- 

STRUMENTS.) S. Werssman Co., Ine, 
New York. Filed Oct. 14, 1926. 

















The words “Guaranteed Watch” are herewith 
disclaimed apart from the trade-mark shown in the 
drawing. 

Particular description of goods.—Watches. 

Claims use since Sept. 5, 1924. 


Trade Mark Registration Granted 
Dec. 28, 1926 
222,235. SILVERWARE CABINETS. WItt1Am 
A. Rocers, Lrp., Niagara Falls, N. Y. 
Filed Jan. 30, 1926. Serial 226,686. PUB- 
LISHED OCT. 19, 1926. 


a 








Jewelers are interested in the recent an- 
nouncement of a new selling arrangement 
by which the Dennison Mfg. Co., Framing- 
ham, Mass., becomes sole selling agent for 
the metal-form cases made by the Farring- 
ton Mfg. Co., Boston. After Jan. 1, 1927, 
the Farrington company will confine its 
operations to manufacturing and its entire 
production of metal-form cases will be dis- 
posed of by Dennison salesmen. This 
arrangement is entirely a selling one and 
does not affect the ownership of either 
concern. Both companies are well known 
to the jewelry trade. The Dennison com- 
pany has made boxes, cases and displays 
for jewelers since 1844 and the Farrington 
company has been making cases for 
jewelers for nearly 30 years. The Farring- 
ton company started business with the manu- 
facture of metal eyeglass cases which it was 
the first to patent. Metal-form jewelry 
cases were added later and thousands of 
these have been sold to jewelers every year 
since. The Dennison company’s manufac- 
turing development, on the other hand, has 
been along lines of handicraft. The an- 
nouncement of this new arrangement makes 
it perfectly clear that none of the Dennison 
lines are to be discontinued, but that the 
Farrington cases are to be added to those 
already offered to the trade by Dennison 
salesmen. Letters have been sent to their 
customers by both companies, giving com- 
plete information about the new arrangement. 
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use DEE REFINING seavice 


Every lot is handled with exacting care with a view to your continued patronage. 


SHIP US YOUR NEXT ACCUMULATION 


DEENAME DEENOTES DEEPENDABILITY | 
THOMAS J. 


DEE & CO. 


_ Sales. Office Refiners - WE velebe-(habtase-) Refining Plant 
5 So. Wabash Ave. CHICAGO 317-319 E, Ontario St. 








Short Cuts to Proficiency are Doomed to Disappointment 


Just a little expense—and a life-time of success and enjoyment are the results of a thorough 
course in Watchwork, Jewelry work and Engraving at Bradley. 

We want all keen, progressive jewelers to know that we are working to make conditions for the 
jeweler more livable—to make it possible for him to get trained young men to take charge of his 
work bench in such a manner that it will be a business up-builder and consequent money getter. 

Our motto is not “How Fast” but “How Good.” 

Seventy-five percent of our students come to “Bradley” from jewelry stores, thus proving that 
many up-to-date jewelers already appreciate the fact that Bradley, in its Herological Department, 
is doing a great work in making better workmen, better merchants and consequently better citizens. 
We want all to know and to appreciate it. When you buy you get trade-marked goods; then you 
know what you are getting. Bradley Horological is a trade-mark known the world over; it is a 
guarantee that you are getting the best there is to be had in this line. Bradley is always spoken 
of as the oldest, most successful and up-to-date school in America; and the more you investigate 
the more thoroughly you will be convinced that these are facts. 

Start at once; be really alive; get one of our latest catalogues and make up your mind to join 
us as soon as possible and make 1927 a winner. We will send the little book free and pay the 
postage. Just address: 


HOROLOGICAL DEPT. C, BRADLEY POLYTECHNIC INSTITUTE, the Practical School for Practical Men, PEORIA, ILL. 

















Wilh ase /egpaning 


THE HOUSE THAT DELIVERS THE GOODS 


ANNOUNCEMENT is made of the merger enced men, capable of the best workman- re] 
Art Watch Case Co. ship and thoroughly reliable _ service. 
Becher-Heckman Co Patronage of the trade is cordially solicited 


with the assurance that “The Goods will be Delivered.” 
established watch case repair houses, both located in the 
Heyworth Building at 29 East Madison Street, Chicago. 


The new company, which is capitalized for $10,000, BECKER-HECKMAN COMPANY 


ienped he Sth Bone of é , 
sy os wp > saga aap er gle ttl 29 East Madison St., 803 Heyworth Bldg., Chicago 


the Heyworth Building. Its mechanics are all experi- 























Files, Jewelers’ Tools and Supplies 


Gold, Silver Telephone Cortlandt $222 
and AGENTS . 
Week| FILES 


Platinum 
2 AMERICAN-SWISS FILE & TOOL CO.’S 
Refiners and Assayers AMERICAN GAS FURNACE CO.’S 


Gas Furnaces for Melting, Annealing, Enamel- 
ing, Hardening, Assaying, Etc. Positive Pressure 
Sand Blast Blowers. 


T. B. HAGSTOZ @ SON Anchor Tool & Supply Co., Inc. 
Formerly Tool and Supply Dept. of 

os iladelphi E. P. REICHHELM & CO., Inc. 

eee -optemegea a 24 JOHN ST. tt NEW YORK 











‘‘ American 
Swiss” 
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The D. & M. Enameling Co. has been in- 
creasing its facilities and force of employes 
at 31 Union St. 

Marriage intentions of George F. Warren 
of this city and Miss Esther M. Donley were 
filed the past week with the city clerk. 

Mr. and Mrs. Lloyd G. Balfour left last 
Thursday for a few days of Winter sports 
at the Hotel Windsor in Montreal. 

Mr. and Mrs. Donald C. McRae, who 
have been visiting Mr. McRae’s parents, 
Mr. and Mrs. Arthur A. McRae, at their 
home on N. Main St. here, returned Tues- 
day to their home in Skerbrooke, Que. 

Joseph P. Murphy, a well-known worker 
in the local jewelry factories, died at his 
home on Mechanic St., on Thursday after a 
long illness. He was 37 years of age and is 
survived by his widow and seven children. 

Percy B. Hudson, for a number of years 
associated with the Winter Bros. Tap & Die 
Co. at Wrentham died at Milford, N. H., 
last week in his 39th year. He was born in 
Nova Scotia and is survived by his widow 
and six children. 

The first annual banquet of the Frank 
Mossberg Pressed Steel, Inc., Benefit Asso- 
ciation was held Wednesday evening with a 
large attendance of members and _ their 
friends. The repast was followed by an en- 
tertainment and dance. During the evening 
Frank Mossberg, head of the concern, en- 
tering into the spirit of the occasion, deliv- 
ered an address. 


Harry R. Holbrook (Metal Specialties 
Co.), Frederick Schwinn (Robbins Co.), 
are two of the four new directors (elected 
by the Attleboro Chamber of Commerce to 
fill vacancies of retiring directors, William 
H. Blake (James E. Blake Co.), George E. 
Nerney (Bay State Optical Co.), Ervin V. 
Sweet (C. O. Sweet & Son Co.), and James 
L. Wiggmore (H. W. K. Co.). 

Mr. and Mrs. G. W. Godchaux, who have 
conducted the Godchaux Gift, Art and Pho- 
tograph stores here for a number of years, 
escaped death narrowly when the automo- 
bile in which they were riding was struck 
by another machine at Costume Lake City, 
in Missouri, last Thursday. The car carry- 
ing them was demolished and is beyond re- 
pair. The occupants were bruised and 
shaken up, but no one was seriously injured. 
Mr. and Mrs. Godchaux, who are on their 
way to California by automobile, reached 
Effingham, Ill.,.on Dec. 27, their first six 
days on the road accounting for nearly one- 
third of the distance across the continent. 
They met snow in Illinois, but made 450 
miles in two days. On Dec. 28 they crossed 
the Mississippi River. They will continue 
their trip to Los Angeles in a few days. 

The will of William H. Saart, president of 
Saart Bros. Co., was filed for probate the 
past week in Taunton. The will nominated 
David E. Makepeace (D. E. Makepeace Co.) 
and Harold E. Sweet (R. F. Simmons Co.) 
as executors, but they have declined to serve 
and Mrs. Saart has asked that laws of ad- 
ministration be granted to the Attleboro Trust 
Co., or some suitable person. The will after 
making provisions for the payment of just 
debts and charges of administration, sets 
aside $100 for the perpetual care of his 
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burial lot in Mount Hope Cemetery. To his 
daughter, Mrs. Anna C. Binford, he leaves 
$500 and a similar amount to the Attleboro 
Associated Charities. To his sister, Agnes 
L. Truell, he leaves $500, also 200 shares of 
Saart Bros. Co. and cottage and land on For- 
est St.; to his nephew, Earl Raymond Truell, 
he leaves 296 shares of the capital stock of 
Qroil Co. Norma Saart and Mildred Saart 
Kriegel, nieces, are to receive each $250 and 
to his brother, Herman Saart, he bequeathed 
275 shares of Saart Bros. Co., also $500, 
three house lots on Jefferson St. and 12 acre 
lot in Plainville. To his widow he leaves 326 
shares of stock of Saart Bros. Co., also his 
farm at Foxboro and Mirimichi Farm with 
the tools and stock. His widow also receives 
all the rest of the residue of the estate. The 
will is dated May 27, 1925, but no estimate is 
filed as to the value of the estate. 








Atlanta, Ga. 





TRADE CONDITIONS 


Atlanta retail jewelers have closed one of the most 
prosperous years they have ever had. Business 
opened well in the Spring, and continued good 
throughout the year, with the exception of Octeber 
and November, when a drop in the vrice of cotton 
slowed up the demand and threatened for a time 
to slew up Christmas sales. Following Thanks- 
giving, however, business returned to normal, and 
the majority of jewelers in Atlanta and the section 
as a whole have enjoyed an excellent holiday season. 
At the present the outlook is very encouraging for 
1927. The cotton situation scems to be slowly but 
surely clearing up. Now manufacturing and_busi- 
ness houses continue to locate in the South, bringing 
a demand for agricultural products and other goods. 
And everything points to 3s gocd a year as 1926 
if not a better one. 





J. A. Porter, with the Atlanta Clock 
House in the Peachtree Arcade, returned 
to his home at Orangeburg, S. C., for the 
holidays. 

Joe Sellers, Atlanta jewelry salesman, 
has taken up his work traveling for the 
Gorham Co., following a several days help- 
ing the Maier & Berkele Co. with the 
‘Christmas rush. 

Guy Rogers, salesman with R. C. 
Schneider & Son, Inc., left the day after 
Christmas te take up his new duties as 


sales manager for the Maytag Co., in 
Florida, with headquarters in Jacksonville. 
C. N. Whitmire, Griffin, Ga.; A. H. 
Kirkland, Columbus, Ga.; Joseph  E. 


Edwards, Mr. Bryant, of the Bryant Jewelry 
Co., Manchester, Ga.; Mr. Wilson, of the 
Mackay Jewelry Co., Valdosta, Ga., and 
A. H. Kirkland, Columbus, Ga., were recent 
visitors in Atlanta. 

Joe Springer, of the sales force of Ewing 
Bros., wholesale jewelers, has just returned 
from an adventurous trip to Birmingham, 
where he visited his sister during the 
Christmas holidays. Mr. Springer got 
caught in the storm area and took five days 
to make the trip and return. 

The first meeting of the year for the 
Atlanta Retail Jewelers Association will be 
held at the Cecil Hotel on the evening of 
Jan. 18, at which time new officers will be 
elected and installed, and work for the com- 
ing year outlined. During the past year, 
the local association, under the leadership 
of R. C. Schneider and Nat Ullman, has 
been a powerful factor in the Atlanta 
jewelry business, and the program for 1927 
includes a membership campaign. 





Canada Notes 





The stock of C. A. Olmsted, jewelers of 
Ottawa, sustained considerable damage on 
Dec. 24 from water owing to a fire in the 
adjoining premises. 

Joseph Bonner died on Dec. 28 at the age 
of 71 years. He was for a number of years 
engaged in the manufacturing jewelry busi- 
ness in Toronto, which he gave up some 
years ago. He was well known in business 
circles. Mr. Bonner leaves a widow. 


Marcel Charpentier, commissioner of the 
Parisian police, and Germain Rousellet, re- 
tired police inspector representing a French 
insurance company, who have been visiting 
the United States in connection with the 
Biarritz robbery in which jewelry valued 
at a half-million dollars were stolen, were 
in Toronto recently looking for traces of 
the robbers. The latter it is stated passed 
through Toronto shortly after the robbery 
and endeavored to dispose of some of their 
plunder there, but did not succeed in doing 
so. The French officials went on to Mon- 
treal on their homeward journey. 


William Henry Denman, jeweler of Ou- 
tremont, Que., died in the Montreal General 
Hospital on Saturday, Dec. 18, after two 
months illness at the age of 72 years. He 
was born in England and came to Canada 
with his parents in 1858. In his early days 
he took an active part in the militia, and 
saw military service in connection with the 
Fenian raid in 1870, and the Reil rebellion 
in 1885. For many years Mr. Denman was 
engaged in the jewelry business at Outre- 
mont. He took an active part in public af- 
fairs, serving on the school board and as 
member of the council. He is survived by 
a widow and two children. 


On the evening of Dec. 28 the jewelry 
store of B. Wasserman, 117% Queen St. W., 
Toronto, was broken into when a milk bot- 
tle was thrown through the window by a 
robber who seized two trays of jewelry and 
made off with them. He had only gone a 
short distance when he was arrested by a 
policeman who had heard the crash of the 
breaking glass. On being taken to the sta- 
tion he proved to be Joseph Chartrand, who 
had escaped the night before from the 
Guelph Reformatory where he was serving 
a life sentence for murder. He is a French- 
man of 48 years of age with a bad criminal 
record and is believed to be mentally 
deficient. 

The installation of a clock in Berlin, Ger- 
many, showing simultaneously the time in 
12 different countries has been surpassed by 
the work of John Duncan, jeweler, 250 Pros- 
pect St., Hamilton, Ont.; he has constructed 
a clock which shows simultaneously the time 
in 26 different centers. Mr. Duncan has 
worked on the clock for 20 years, complet- 
ing it about a year ago. The clock is en- 
cased in a frame 14 inches square. The 
names of various countries are stationary 
and do not revolve with the outside disc. 
Hence these names are never upside down. 
One-half of the disc is white and one-half 
black to signify night and day. The disc 
makes a revolution every 24 hours. Among 
the countries or centers whose time is shown 
by the clock are: Rio Janeiro, Iceland, Lis- 
bon, New Zealand, Melbourne, Tokio, Pekin, 
Rome, London and India. The clock re- 
quires winding every four days. 
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Start the New Year Right 
Recover ALL Value Out : 

\ of Your Waste : 
| tes mkt’ | Refraction and ‘Motility 


pings, polishings, etc., and that 
is to do your own refining—The 


Hoke Way. wi of the Kye ) 
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Refining the Hoke Way is simple 
and economical. The instructions 
are easy to follow, the equipment 
needed is not expensive, and 
you will recover every nickel’s With special chapters on Color Blindness, Field of 
worth of the values. 


T Vision, The Relation of Functional Eye Diseases to | 
JEWELERS: TECHNICAL ADVICE C? 4 ¥ ’ | 
i | all SAM W. HOKE, Mcr. 2d General Medicine. By Ellice M. Alger, Adjunct Pro- y 


JEWELERS TECHNITAl ANV'TF CO fessor of Diseases of the Eye in the New York Post- 
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NYES OIL 


for 50 years the Standard Lubricant 
for Watches and Clocks 


Buy of Your Jobber 


















ESH BAGS | | 
1926-1927 Edition SILVERW ARE 


Repaired — Replated | 


The Jewelers’ Circular And Completely Restored Like New 
by experts whose skill and experience aided by 








the newest equipment assures satisfaction , 


Buyers’ Directory SWARTZ & CO. | 


Successors to Swartz & Ciske 
“Plating That Lasts” 


Useful to Buyers and as a Directory of 10 S. Wabash Ave. Chicago 
the Jewelry and Allied Lines 




















of correct design, clean, a 
: an hand cut by skilled experts of 6 
Price One Dollar Toe ———. Presentation fi 
Medals, Athletic 
Medals, Emblem Jewelry, School and ‘eritewe i and Rings, State 
and College Seals and Crests, etc. Stamping, Enamel Cutting, Engrav- 
The Jewelers’ Circular Publishing Co. > Se e 


Reliable Sarton, Prices Right. 


11 John Street New York, N. ¥. JEWELERS HUB & DIE SERVICE CO. 


608 Nicollet Ave. B. M. Skogen, Mgr. Minneapolis, Minn. 


ELK TEETH Jewelers 
Genuine, natural, unmounted, all sizes, plain and for Assayers , 
high class, including the small European Elk teeth. Refin ers 


PRECIOUS AND SEMI-PRECIOUS STONES, all first 
class, and all leading kinds for jewelry —- J &H BERGE 95 John Street P 
Large stock, right prices. Uncut gem material,— * 

Amethyst, Topaz, Garnet, etc. Semi-Precious in - - New York City | 
slices. Real Stone Necklaces in variety, cut faceted. } 
Low priced. Lion and Tiger claws. Jobber to the 


trade. Sent on selection. Send for descriptive cata- THE BUYERS’ DIRECTORY 


log—free. My 48rd Year. i 





























L. W. STILWELL, Deadwood, S.D. Price $1.00 
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